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PREFACE 


THE industrial situation demands an increase in the 
vocational content of the school curriculum. Any proc- 
ess of reconstruction must necessarily be slow. The 
teachers can, meanwhile, do much in their classes 
towards giving a boy about to leave school a general 
survey of the field of occupations, helping him to form 
a definite purpose, showing him how to investigate ques- 
tions which deal with the choice of a career and the 
best. _methods of preparation — for success along par- 
ticular lines, directing his attention to the vocational 
training facilities of his community, showing him how 
‘to utilize them and “placing before him an index to 
vocational literature. | 

From this rapidly accumulating literature there will 
be formed ultimately some definite rules for the scientific 
management of the individual by the aid of which the 
prospective worker may be enabled to choose wisely, 
prepare thoroughly and advance himself rapidly. The 
reader of this literature cannot escape the conviction 
that the apparent maze which leads from the entranee 
gateway of the many employments that-are open to a 
reasonable degree of prosperity is not as complex as it 
seems and that there never was a time when the well- 
prepared and determined worker was so sure of a com- 
fortable living as now. On the other hand, it was 
never so easy for the thoughtless to drift into such hope- 
less_industrial situations. 
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An effort has been made to provide in this handbook 
a brief summary of the available information relating 
to the conditions for admission to the principal gainful 
occupations and to present in suggestive forms the 
methods by which the workers may advance themselves. 

The ideal book of this kind would review all possible 
occupations; but since there are few industries in which 
either the requirements or the rates of compensation 
are standardized this is impossible. The authors, there- 
fore, had to content themselves with presenting methods 
for making investigations of the conditions in particu- 
lar occupations for any locality by making detailed 
studies of a few leading industries and reviewing others 
very briefly. 

The ideal book should also present methods of mak- 
ing exact determinations of the vocational promises of 
any individual; but no such methods have been worked 
out except for a very limited number of purely mechan- 
ical lines of work. The authors had to content them- 
selves with recommending to students that they should 
read and try to analyze the vocational histories of those 
individuals who have achieved success. 

The publishers have kindly consented to make acces- 
sible the rapidly increasing library of vocational litera- 
ture and their expanding files of newspaper clippings 
to readers who desire more detailed information con- 
cerning any of the topics treated in this book, stipu- 
lating only that letters of inquiry should contain self- 
addressed stamped envelopes for reply and have pasted 
on the outside one of the special inquiry coupons printed 
on the last page of this book and that no correspond- 
ence containing any other matter should be enclosed 
in the same envelope. 
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Acknowledgments are due to Mr. Benjamin A. Hey- 
drick of the High School of Commerce of New York City 
who assisted in preparing the original bibliography on 
vocations; to Mr. Marcus B. Lambert of the Richmond 
Hill High School of New York who made investigations 
into the standards of requirements and compensation 
in the civil service; to Mr. Ralph W. Allen of the same 
school for a valuable paper from which the material 
in the chapter on the graphic arts was taken; to Mr. 
Warren J. Kibbe of the Jamaica High Schools for as- 
sistance in preparing the index to the special training 
schools and the chapters on office work; to Mr. Joseph 
J. Kline of the Richmond Hill School for materials 
upon which the chapters on accountancy are based; to 
Miss Bertha Weaver of the Montclair, New Jersey, High 
School and Miss Ella R. Peiffer of the Wichita, Kansas, 
High School for assistance in preparing the manuscript 
for the printer. The published reports of the Labor 
Bureaus and Industrial Commissions, of the British 
_ After-Care Committees and the Bureau of Vocational 
Guidance and Industrial Education of the Buffalo 
Chamber of Commerce have been used freely. 


“A nation 1s most prosperous only when its produc- 
tion ts greatest and the enjoyment of these producing 
powers 1s most evenly distributed. Not only must more 
foodstuffs be raised, more goods manufactured, and more 
structures erected, but labor must be properly directed, 
and the food, clothing, and buildings properly used vn 
order to prevent over-production. 

“With intelligent distribution of employment and 
consumption, all possibility of over-production will 
cease. Therefore, the crowning work of an educational 
system will be vocational guidance. One of the greatest 
handicaps to all classes to-day 1s that ninety per cent. 
of the people have entered their present employment 
blindly and by chance, irrespective of their fitness or 
opportunities. Some day the schools of the nation will 
be orgamzed into a great reporting bureau on employ- 
ment opportunities and trade conditions, directing the 
youth of the nation—so far as their qualifications war- 
rant—into the lines of work which then offer the great- 
est opportunity. Only by such a system will each worker 
receive the greatest income possible for himself, and also 
the greatest benefits possible from the labors of all, thus 
continually increasing production and yet avoiding over- 
production in any single line.” 

Roger W. Basson. 
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PROFITABLE VOCATIONS 
FOR BOYS 


CHAPTER I 
Tur INEVITABLE CONFLICT 


THE nurture of the boy in the home, his intellectual 
training in school, the trials of his strength in athletic 
contests, are the preliminaries in that struggle in which 
later he is to establish himself in a position of influ- 
ence,—or failing in which he will be compelled to accept 
the conditions which are imposed upon those who are 
dependent upon others. 

The present day industrial slavery into which it is so 
easy for the lazy, the careless, and the thoughtless to 
drift is demoralizing in its influence whether it takes 
the form of dependence upon the more successful mem- 
bers of the young man’s family; dependence upon some 
employment, the unpromising nature of which he dis- 
covers too late to enable him to make preparation for 
anything better; or in later life, dependence upon the 
charitable inclinations of his fellows. To keep out of 
this kind of slavery requires a conflict with the desires 
of youth for the immediate possession of the cheap 
things of life and a determination to resist the tempta- 
tions to follow along the ever-open easy paths which 
lead to no profitable ends. 

All this calls for self-denial, careful planning, per- 
sistent and long enduring effort. The young man who 
would win, like the wise general, must fix his goal in his 
own mind, take careful account of his equipment, plan 
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his campaign, and push his advance at every oppor- 
tunity. He studies himself, surveys his field of oppor- 
tunities, seeks some satisfying employment which will 
permit the free exercise of his best powers, determines 
upon the acquisition of some skill or the accumulation 
of some experience which will enable him to make rea- 
sonable terms with some employer, or land him in a 
position in which he may be the master of his own des- 
tinies. 

At an early age, therefore, either through his own 
efforts or with the assistance of others, he will try to 
discover his own best powers through the trial of him- 
self in every possible way. By careful observation he 
will learn how others are working out their successes 
along those avenues which are open to him. 

Much of his success will depend upon his attitude 
towards his work during his apprenticeship period. If 
he sees in it only a means of earning those things the 
value of which disappears with their possession, work 
will soon lose its attractions for him; but if work is 
regarded as an invitation to effort, a means for enlarg- 
ing his capacities, and for achieving new and more im- 
portant conquests, it ever becomes the introduction to a 
larger life. | 

Here comes to mind the career of one who made sub- 
ject after subject his own during his school career. 
' After his graduation he accepted a messenger’s position 
in a business office in which he was tempted to master 
the routine of many and varied financial transactions. 
When a larger maturity admitted him to a subordinate 
position in government service, he mastered small and 
then larger transactions with such thoroughness that he 
won a foreign commission. This in turn was so well 
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performed that he attracted the attention of the agent 
of a world corporation whose recommendation was the 
means of placing him in charge of the operations of a 
branch office with business ramifications covering two 
continents. Here in entire forgetfulness of self he 
achieved that mastery over material things which ever 
becomes the first step in the determination of a man’s 
own destinies. 

This perpetually new conflict is as old as the race. 
It is the same for nations as for individuals. The best 
epitome is in the Book of Exodus which is a record 
of the struggle through which a nation passed on its 
way from slavery to a land of promise, a position of 
independence and, later, of supremacy. The autobiog- 
raphy of Benjamin Franklin furnishes an illustration 
of the ways in which an individual may advance him- 
self through fixed purposes and persistent efforts from 
the position of an apprenticed servant to that of a man 
of large affairs. Other books of biography add their 
suggestions to the inquiring student. 

The conflict will be likely to end in more satisfactory 
Tesults if carried out in accordance with a definite plan. 
The architect and the engineer, at the beginnings of 
their undertakings, sketch out what they desire to ac- 
complish. As they proceed to the study of the details 
their original plan is altered and enlarged. It is well 
for him who would build a career to begin with a ten- 
tative plan. As he reads the following pages and studies 
those books which relate to the vocation that he is 
considering he will also modify and enlarge his plans 
in their details. 

In his tentative sketch of a plan for a career, he will 
set forth: (1) his own preferences and the expressed 
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wishes of his parents and friends in regard to his future; 
(2) his own reasons for his choice, reasons in favor 
of or against his choice which he gleaned from books 
or magazine articles, arguments in favor of or against 
his choice which were advanced by those acquaintances 
who were consulted; (3) the personal characteristics 
by the aid of which he hopes to win success in the 
vocation under consideration; (4) the educational re- 
quirements for beginners and the legal requirements 
for the practice of a trade or a profession; (5) the 
schools to be attended and the estimated time and ex- 
pense involved in preparation; (6) the possible rewards 
as stated in the authorities which were consulted, and the 
average number of years of usefulness which a worker 
may expect in the vocation under consideration. 


VOCATIONAL STUDIES 


1. Write the exodus of some individual of your father’s ac- 
quaintance from the helplessness of childhood to a position of 
promise and independence. 

2. Make a record of the successive steps through which some 
prominent graduate of your own school advanced himself. 

8. Make an outline of the steps through which the Pilgrim 
Fathers passed in working out their emancipation. 

4. Make a brief outline of the early training, the preparation, 
and the progressive steps in the careers of Jacob A. Riis, James 
A. Garfield, Peter Cooper, George Peabody, Stephen Girard, Robert 
Fulton. 


CHAPTER LL 
Tur PRELIMINARY SURVEY 


WHEN a young man awakes to the conviction that he 
must prepare for some occupation which will bring him 
profitable returns and looks about he will be oppressed 
with a feeling that everything is overcrowded. There 
are doctors and dentists in every street, pharmacists at 
every corner, lawyers in every office building. All the 
worth-while positions in factory, store, and office are 
occupied and there are retail establishments to cater to 
every kind of want. This feeling will leave him if he 
will consider for a moment that fully one-third of. the 
men whose positions he covets are past middle age 
and that a large number of them will be forced by 
death and sickness and infirmities to vacate their places 
during the years in which he is making his preparation 
and demonstrating his fitness. In the custom houses 
of thirty of the largest cities of the country over ten 
per cent. of the positions had to be filled in 1911 and 
these positions required special preparation and paid 
fairly good salaries. Of all the positions in the execu- 
tive departments of the government at Washington 
which are open to competitive examinations nearly ten 
per cent. became vacant during the same year. 

There is competition for these positions which are 
really promising and no young man may expect to drift 
into any of them. The drifter will be able to estimate 
his chances if he considers that any one thousand work- 
ers who enter the labor market of any of our larger 
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cities in any given year will ultimately be distributed 
as follows: 


146 will be proprietors of business enterprises, 
18 will be superintendents and managers, 

53 will be in professions, 

15 will be government officials and employes, | 
174 will be workers in stores and offices, 
167 will be skilled mechanics, 
192 will be doing specialized factory work, 
235 will be employed at manual labor. 


The organization of our industrial armies will ap- 
pear more complex upon a closer examination. In the 
little city of York, Pennsylvania, in 1910 the inhabi- 
tants were engaged in 187 different occupations. In 
New York City in the same year, boys between the ages 
of sixteen and twenty were in 220 well-defined groups 
of occupations. In the same year in the manufacturing 
industries of the city there were 2,200 different trades 
open to workers and in the making of footwear there 
were 182 distinct processes all of which required some 
special preparation. Surely in all these varieties of 
work everyone may elect something which will satisfy 
him; but the competition is greatest and the wages 
are lowest in those lines which are easiest to enter and 
which require the least expensive preparation. 

In general terms, a boy may elect to become a pro- 
fessional man, a skilled mechanic, decide upon getting 
experience in some line which will lead him to go into 
business for himself, or look forward towards being 
some one’s hired man all his life. He may aim to fol- 
low the thinking trades, the handicrafts, qualify for 
a life of leadership, or be content to remain a servant. 
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If he delights in books, learns how to extract from 
them the experience of others, thinks quickly, masters 
his school subjects readily and thoroughly, is able to pass 
through the high school, the college, and the special 
training school, he may well aim to enter one of the pro- 
fessions and expect to make a good living. If he shows 
that he possesses good judgment, can adapt himself to 
others, demonstrates capacities for leadership in social 
and athletic organizations, and can command the funds 
to support himself through a long period of unremuner- 
ative employment, he may even expect to win one of 
the few great prizes which are offered in each one of 
the professions. 

If a boy must go to work at sixteen, is fond of tools 
and machines, and is strong physically, he can generally 
secure an apprenticeship to one of the skilled trades. 
The best trades pay low wages to the beginner; but 
if the worker while he serves his apprenticeship de- 
velops a high grade of general intelligence, he may 
qualify for executive positions in which his earnings 
will not be far below those of the average professional 
man and his income will perhaps be more certain. 

The boy who does not care for mechanical work and 
must enter employment at sixteen, if he is possessed of 
habits of accuracy and has stability, will find open to 
him positions in stores and offices. If he supplements 
his practical experience during his early years of work 
with such business training as can be secured in the 
evening classes of our cities he may reach positions as 
remunerative in business as his fellow has open to him 
in the shops or the trades. : 

The skilled mechanic or the young man who takes 
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a position in office or in store can choose a line in 
which it is possible, after he acquires his experience and 
comes to his maturity, to go into business for himself. 
There is always the danger that those who go into service 
at an early age will acquire the hired man’s habit of 
doing only what must be done when under oversight and 
direction, thus becoming unfitted for anything but the 
hired man’s job, and all jobs of this kind are much alike 
whether in store, in office, or in factory. ‘There are 
so many workers who are always willing to take work 
which offers them a bare living that they determine the 
conditions and those who are unwilling to make them- 
selves ready for really promising kinds of work must 
be content with these low standards. 

There are some promising prospects in most of these 
lines of work which the wideawake will soon discover. 
The manual laborer may find chances to prepare him- 
self to manage others; the yardman in the railroad 
service may advance himself in the lines of promo- 
tion by diligently studying the requirements of the 
work of the man in the next position ahead of him; the 
worker in the market garden may do his work so well 
that he may acquire the confidence to become his own 
employer; and the digger of the trenches may find a 
way to become a contractor on his own account. 
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CHAPTER III 
A Brier SELF-EXAMINATION 


No amount of determination or training could make 
out of those few people who are born with defective 
eyesight or color blindness satisfactory salesmen or safe 
locomotive engineers, and a few persons are so pre- 
eminently talented in music or in art that it would be 
a great loss to the world if they were permitted to use 
their energies outside of the exercise of these high en- 
dowments. Between these two extremes are the many 
who must each take one of the few opportunities which 
are open to them, make the most of these and hold 
themselves in readiness for better things as they are 
offered. Each man’s success will be determined by the 
way in which he engineers his own machine. With a 
given power and the same handling the average human 
machine will accomplish about the same in one field 
as in another. The owner of this machine must early 
learn that it is no one’s particular business to help 
him bring it to the highest success, while there are 
hundreds who will do all they can to prevent him from 
occupying the places which they themselves covet. 

In order to bring this human machine to its most 
effective uses and derive from it the best values, the 
owner must know what the equipment of a valuable and 
effective human machine is and how these values are 
best developed. The owner of such a machine who 
brings to his family less than that which pays for mainte- 
nance of the machine is not likelv to be highly appre- 
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ciated by others nor to be well satisfied with himself; 
and if the lazy son of the boss draws a good salary 
without earning it, he is not going to be popular with 
intelligent associates for they know that for everyone 
who gets more than he earns there must be others 
who will be compelled to earn more than they get. 

In our eastern cities the average earnings of all the 
laboring men and factory hands is less than $600 a 
year and the estimated cost of their support whether 
idle or at work approaches $400 a year. The difference 
is hardly enough to pay during their productive years 
for their support during childhood and in old age; their 
net efficiency, as an engineer would call it, is not high; 
but they own a machine which pays for itself and this 
would be a comfortable world if there were no worse. 

Men may increase their net efficiency in many ways. 
An Italian fruit vender finds that by making the extra 
effort which will enable him to retail two cart loads of 
fruit a day instead of one he may accumulate a surplus 
towards making his first payment on a horse and wagon 
whose possession will make it possible for him to treble 
the profits of his push-cart days. He increases his net 
efficiency by enlarging his equipment through the wise 
use of his extra hours during a limited period. 

A porter in a warehouse earns enough to support 
himself by working nine hours a day. By taking even- 
ing courses in bookkeeping, he prepares himself for 
a position in the office and when the vacancy occurs he 
receives his promotion with an increase of $200 a year 
to his earnings. He has increased his net value to 
himself by the mastery of a branch of knowledge through 
the use of his unemployed hours. He might have done 
the same if a quick ear, a ready memory and a good 
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command of English had inclined him to master stenog- 
raphy. By mastering his mathematics, the young 
draftsman who has no prospects beyond twelve dollars 
per week qualifies for a civil service position which 
opens to him a line of possible promotion to $1,200 a 
year and thus more than doubles his net value to him- 
self, for his living expenses increase at a smaller rate 
than his earnings. His knowledge and skill increase 
his market value. 

The transforming power of knowledge depends, not 
so much upon the nature of knowledge, as upon the 
processes through which the student passes in acquiring 
this knowledge. The knowledge which one gains by 
watching a baseball game has little value; the habits 
of quick decision, the enlarged powers of endurance 
which are the part of the player modify his character 
very greatly. ‘To listen to an evening school teacher’s 
lecture on science or to watch another in the entertain- 
ing performance of an art has its value but the actual 
study of the science by going through the steps by which 
the race has developed it must increase the value of the 
student by placing him in possession of the experience 
of the ages in one particular direction. 

The boy who persists in keeping at his bookkeeping 
problems until he has corrected them acquires an ap- 
preciation of the value of accuracy which does more 
to increase his own value than the knowledge of the 
rules of bookkeeping. The same increased values must 
come from the faithful performance of the experiments 
of the laboratory and the patient paaeny of the ap- 
plications of the principles of art. 

The boy who patiently works out the problems of 
geometry or learns how to translate the printed condi- 
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tions of problems into concise algebraic formulas and the 
boy who by mastering a language in addition to his na- 
tive tongue increases his appreciation of the value of 
the words and phrases which he uses—these acquire the 
very marketable ability to translate oral and written in- 
structions into exact action, which means a capacity 
for that kind of satisfactory service which is the best 
preparation for successful leadership. 

The elements of a sound education are: a thorough 
command of English whether for the subordinate whose 
value depends upon his ability to understand instruc- 
tions, for the leader who must know how to give his 
orders in unmistakable language, the salesman who must 
know how to describe his goods in persuasive terms, or 
the professional man who must know how to express his 
judgments with clearness; the ability to interpret plans 
and drawings, in which so much of the mechanical and 
scientific thought finds its economical expression; such 
a ready facility in the use of books and libraries which 
comes from the careful study of a variety of subjects 
rather than from desultory reading; and a ready knowl- 
edge of the history of the world and those laws which 
determine the great industrial and commercial changes 
which are continually taking place. 

These increased values which come from the right 
use of educational facilities constitute what the past 
has to offer to the young man; from the present he 
may secure other increments through the proper use 
of his social relations. These he will acquire but poorly 
until he can get into relations which will enable him to 
see phases of life different from those of the gang in 
the street, or the boys’ club. Moreover, the world has 
little to offer to the young man who appreciates only 
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the abnormal phases of life which constitute such a 
large part of the offerings of the popular newspapers, 
the frothiness which appears in the literature which is 
written for the frivolous, and the grotesque performances 
of the moving picture theater and the vaudeville stage. 

He will become a valuable man, indeed, if while he 
gets his first experiences in his relations with men of 
the best kind, he will learn of the existence of a body 
of moral laws which determine the ultimate success 
of men even as the immutable laws of the material 
world determine the fate of all things animate and in- 
animate, and will acquire a firm faith in the predomi- 

nance of a sense of fairness and honesty and integrity 
among men. These will make for stability of purpose 
and courage in action which will go far towards insuring 
success. 


AN ALLEGORY 


An old uncle of mine was somewhat of a philosopher. 
He occupied the ancestral home of the family when I 
was a small boy and turned my attention in childhood 
to a lesson which has been abiding with me through 
life. He related to me how there was in his childhood 
at the entrance to the old homestead on one side of the 
_ gateway an elaborately carved and brightly painted gate- 
post. On all the countryside the place was known as . 
the house with the red gate. 

On one side of the driveway just inside of the stone 
fence was what was in my time a tall and very sym- 
metrical oak. My uncle would tell how he watched 
the little tree as it first showed its head above the stone 
wall, and he would relate imaginary conversations be- 
tween the gaudy post, the pride of the family, and the 
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presumptuous twig. Through much effort the gate-post 
had been kept painted and straightened by several gen- 
erations of the family but it had disappeared long be- 
fore my days. The little twig with a force within itself 
sent its rootlets along the stone wall finding for them 
a way to the rivulet on the other side. Every season it 
put forth an ever increasing number of leaves, each 
modelled and colored with care—much as a school boy 
works out what are to him meaningless exercises— 
only to cast them all away and to repeat the operations 
after a winter’s rest. To catch the sunshine before 
the tall trees would put forth their overshadowing leaves 
it awoke early in the spring, later sheltering its head 
under their branches from the early frosts so that it 
might continue to grow through the late Indian sum- 
mer. 

Lifting its head higher and higher, bearing with 
indifference the scorching heat, delighting in the sud- 
den storms, it developed such form and beauty that 
it was preserved when the neighboring groves were 
cleared away, to become itself the landmark by which 
the place became known to a generation which had for- 
gotten the haughty neighbor of the little twig. 

Upon a recent visit, I saw the birds nesting in its 
branches and the children from the nearby school eating 
their noonday lunches and playing their games in its 
cooling shades, and when the new proprietor of the place 
builds a stately home for his generations he will put 
into places of honor the timbers cut from the mighty 
tree which through its life of struggle attained beauty 
and usefulness in accordance with the unchanging laws 
which a wise Ruler had ordained for its government. 

The same Ruler made the laws in accordance with 
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which young men through their daily wrestling with 
problems whose full meaning they do not always under- 
stand, come to their maturity and these laws determine 
their destinies as surely as the other laws determine 
the growth of the trees in the forests. In the last analy- 
sis the valuable individual must be the product of ex- 
ternal influences and of the energies which come from 
within himself through his struggles, by their conserva- 
tion through self-denial, and by their proper direction 
in accordance with those eternal laws many of which 
have been formulated by inspired men and incorporated 
in their sacred books and among which are these: 
““Whatsoever a man soweth that shall he also reap” 
and “He that is diligent about his business shall stand 
before kings.” 


PRACTICAL STUDIES 


1. Write an imaginary dialogue between the painted post and 
the little oak tree. 

2. Write an imaginary conversation between the young man 
who had grown up in the house of the idle rich and the inde- 
pendent, self-supporting mechanic who makes repairs in his home. 

8. After reading carefully Ruskin’s Seven Lamps of Architec- 
ture make a note of the different things which you observe as 
you go about the city which you had never noticed before reading 
the book. Try to frame a statement setting forth how the read- 
ing of the book increased your value or your pleasure. 

4. From the diagram on page 9 estimate the percentage of 
all workers in the United States who are engaged in manual 
labor and estimate the annual addition to the national wealth if 
one-tenth of these would become skilled workers with possible 
annual earnings of $1,000 a year instead of remaining manual 
laborers at $600. 


CHAPTER IV 
CHOOSING AN EMPLOYER 


Most of the recruits who enter gainful occupations 
begin as wage earners. ‘Their employer makes their 
environment for them; he assigns their work; selects 
the shopmates with whom they are to be associated ; 
appoints the length of their working hours and super- 
vises the sanitary arrangements of their surroundings. 

The desirable employer believes in a square deal 
when he is exchanging his own money for the time and 
energy of his workers as well as when he is trading 
with his customers. As a rule the employer who ad- 
vertises for a worker, asking applicants to state their 
qualifications and also to specify the lowest wages which 
they are willing to accept, is not the employer who has 
any definite standards but he is more likely to be the 
one who is ever on the lookout for having his work 
done for the lowest wage and is willing to discharge any 
worker when someone appears who will take his job 
for less pay. ‘The great mercantile houses in dealing 
with the public add to the cost of securing an article 
or of making it the cost of handling it and a reasonable 
profit in addition, thus determining the price at which 
it is supplied to the customer. The same method may 
be followed in fixing the price of labor and of service to 
those who purchase them. 

An American boy who has been reared in our cities 
represents an investment of $3,000 or more of the sav- 
ings of his parents in addition to the amount which the 
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city has spent for his education. If he goes into service 
and lives at home he will cost his parents not less than 
$5 per week for his maintenance. If to this we add 
something to provide for his recreations, his expenses 
in times of sickness and unemployment, and a reason- 
able profit to his parents upon their investment, we will 
find that a minimum wage will mean $8 or $10 per week. 
Of course, a boy can work for less, for any amount, 
or for nothing, if a period of unremunerative employ- 
ment supplies him an experience which will bring him 
a larger future return or help him to get into line 
for promotion to a profitable position. More and more 
employers are beginning to recognize the fairness of this 
claim and they provide for a definite scheme of employ- 
ment with guaranties of promotion to satisfactory em- 
ployes. Such employment schemes are not practicable 
in concerns in which most of the employes are young 
people and in which there are a very small number of 
profitable positions. 

The right kind of an employer should be willing to 
share with youthful workers the risks incidental to the 
employments which he has to offer. He will not offer 
the beginner a nominal wage with the statement that 
“the future depends upon yourself.” Such an employer, 
though he knows the requirements of the service and the 
conditions for promotion, asks the worker to serve for a 
time at a loss and take all the risks for the future about 
which he knows nothing. If the employer knows that 
the applicant has a reasonable prospect of coming to 
profit in his service he ought to be willing to back up 
his judgment by paying a living wage during the break- 
ing-in period; if he is not sure that within a reasonable 
time the worker can earn and will receive a fair return 
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for his labor, he should not by employing him during 
his formative period prevent him from gaining experi- 
ence in some line which promises him ultimately a fair 
return. 

The right employer is willing to share the risks of 
the employment in other directions. A manufacturer 
desires in his office an assistant who has a knowledge of 
Spanish. He asks one of his correspondents to take a 
course of instruction in that language. Now this knowl- 
edge may be of no value to the worker outside of this 
particular service; and, therefore, where this special 
equipment is of more value to the employer than to 
the worker, the fair-minded employer should be willing 
to share with the worker the expense of securing the 
additional equipment either in the way of an allowance 
of time or by paying a part of the expense or by guar- 
anteeing increased wages. 

The fair-minded employer also shares with the worker 
the risks incidental to the employment by so organizing 
the work that the possibilities of “lay offs” will be re- 
duced to a minimum or by paying wages sufficiently high 
in seasonal occupations to permit the worker to escape 
the debilitating effects of a combination of “lay offs” 
with a period of partial starvation. 

The right kind of an employer, moreover, is willing 
to make a definite contract and to observe the conditions 
of that contract. The old-time employer who accepted 
an apprentice was compelled to make a contract for a 
definite number of years and to teach him the whole of 
a trade and to pay him according to an agreed scale 
of wages as well as to guarantee him his maintenance. . 
The contract was signed before an officer of the law 
and was enforceable. In this day it is important that 
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the contract with the office boys should state the hours 
of work so that the youthful employe may make and 
meet his engagements for taking special courses of in- 
struction to prepare himself for a man’s work as soon 
as he has outgrown his boy’s job. 

A desirable employer is one who has a flexible or- 
ganization; that is, one who is willing to contribute to 
the development of his workers by shifting them around 
from one kind of work to another. In inquiring into 
the reasons for the stupidity of a boy, it was found 
that from the age of sixteen to twenty he had been 
doing nothing but turning the threads on the barrels of 
fountain pens for ten hours a day and six days in the 
week. Such work has a tendency to wear a growing boy 
out in part and to permit him to die out in other parts 
of his physical makeup and the mental effects are not 
less deteriorating. 

The man who has a flexible organization and fills his 
higher positions by promoting those who have been de- 
veloped in the lower grades of his service is not the one 
who frequently advertises for experienced men; who ex- 
pects to take away from others those who have been 
partially trained. By the latter method an employer 
usually gets those who have been eliminated from the 
working forces of other establishments for some reason 
or other, and any considerable number of such floaters 
in a business organization does not usually add to 
the value of that organization as a wholesome environ- 
ment for a beginner. 

Nor does it follow that the place in which the largest. 
number of persons is employed is the most desirable. 
In the large organizations the routine worker rarely 
gets a chance to have the responsible heads become ac- 
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quainted with him. In one of these establishments, a 
young man who desired to become familiar with a va- 
riety of work discovered that it was a good plan after 
having secured what experience he could get in one de- 
partment to give up his job and apply later for work 
in another department as a stranger. This was easier 
than it was to get a transfer from one department to 
another. 

In the smaller organization there is a chance of be- 
ing assigned to a greater variety of work—a better 
chance of observing workmen on different kinds of work 
and of having your own work noticed by the man in 
charge. 

The right kind of an employer is one who encourages 
his assistants to do some independent thinking. “How 
were you able to advance yourself so rapidly?’ was 
asked of a young man who had attained a responsible 
position with a public service corporation. “After I 
went to this place from school a merit system was in- 
augurated and cash prizes were offered to the one who 
made the best suggestions for improving the service. 
By winning several of these prizes I attracted the at- 
tention of the manager and I was just pushed along.” 

The right kind of an employer is not the one who 
expects to find old heads on young shoulders and ever 
ready to add to the discouragements of a youth by firing 
him because of those shortcomings which are character- 
istic of immaturity. One of these has been well de- 
scribed by a boy who gave as his reason for leaving 
a position: “The boss never notices a fellow unless he 
makes a blunder and always tries to make us believe 
that we are of no account so that we will not ask him 
for a raise.” 
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The right kind of an employer has a proper respect 
for a boy’s religion. One of them states it in this way: 
“T am willing to dispense with the services of a boy 
for the few days in each year on which he is impelled 
to observe the fast days which are prescribed by the 
church of his parents. Young people who are loyal 
to their church and their parents are more likely to be 
loyal to the interests of their employer.” 

The best environment to insure the proper develop- 
ment of a boy is in the service of an employer who has 
a regard for the dictates of his own religion. Said one 
boy: “I left because I was frequently asked to falsify 
the bills of materials furnished to contractors.” It is 
not well for a young man to get the impression that 
misrepresentations are the order of the day among busi- 
ness men. 

Of course, it goes without saying that such an em- 
ployer is as loyal to the interests of his humblest servant 
as he expects that servant to be loyal to his own inter- 
ests. A man who employs many boys in a commercial 
agency in which the propects are not good encourages his 
boys to prepare themselves for other and more promis- 
ing lines of work, and uses his wide acquaintance among 
business men for the purpose of placing those who have 
outgrown his service into more promising lines. He has 
made a reputation that enables him to secure the better 
class of boys and to secure more deyoted service. He 
says it pays him. 

The employers who are living up to these require- 
ments are becoming more and more numerous every 
day, but they do not have to seek applicants for the 
vacancies which occur. They usually have waiting lists 
on which are placed the names of the friends and ac- 
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quaintances of those who have tried their service and 
found it satisfactory. The problem which is before 
every worker is how to deserve such employers as have 
been described. In the next chapter an effort will be 
made to show how they may be found. 


SPECIAL REFERENCE 


Bulletin No. 123, U. S. Bureau of Labor. Washington, 1912, 
Employers’ Welfare Work. 


ToPrpics FoR StTupy 
Sick Benefits. Satellite Cities. 


Profit Sharing. Bonus Systems. 
Corporation Schools. Promotion Schemes, 


CHAPTER V 
FINDING THE OPENING 


A youNa man may have discovered in himself the 
elements of potential values, have developed them to 
some extent, formulated very clear notions in regard to 
his purposes, immediate and remote. Upon finding that 
he must go out of training into gainful occupations, he 
may have’ determined what kind of employer would be 
most helpful to him in carrying out his purposes, but 
he must learn how to make himself known to such an 
employer. 

There are many ways in which he may make a repu- 
tation for himself. More and more school records are 
being considered by employers as evidence not only of 
attainment but of character. If a student has finished 
the prescribed courses of study in the usual period of 
time, it is taken as evidence not only that he is diligent 
but that he has the strength of character to bring to a 
finish what he undertakes; if he has readily adjusted 
himself to the machinery of the school and formed the 
habit of getting along with his associates, employers will 
conclude that he will be able to obey orders in shop or 
in the office and to adjust himself to his fellow-workers 5 
if he has shown himself amenable to discipline in school, 
he will have accumulated the good opinion of many 
teachers who number among their associates men in re- 
sponsible business positions to whose attention they will 
be glad to commend him. 

In his social relations, likewise, a young man may 
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so conduct himself as to secure a favorable introduction 
to industry. A successful manager of an importing 
house relates that after being graduated from school 
he was invited to take a trial position with a leading 
house because the manager had noted his activities as 
assistant secretary of the Sunday school in which his 
wife had been particularly interested. 

Those who have their entire fortunes invested in busi- 
ness enterprises upon whose prosperity the income of 
their families will depend after they are compelled to 
retire must be on the lookout continually for promising 
recruits. The managers of leading firms of architects 
regularly visit the exhibitions of the classes in architec- 
tural drawing, and the employment managers of large 
corporations make the rounds of the colleges about 
graduation time to study the records of the graduates. 

The graduating class of one southern high school 
made such an interesting study of the industrial possi- 
bilities of their own city that the employers of the city 
eagerly competed with each other for the services of 
the members to their no small profit. 

A young dentist attributed his success to the fact that 
by the time he was ready to practice he had accumulated 
a large number of interested friends through his activi- 
ties in neighborhood affairs. A young lawyer who lived 
in a suburban district explained that even while he was 
attending law school he made it a point to be agree- 
able and serviceable to his fellow commuters. 

The boy who grows up in those sections of the city 
in which most of his neighbors are of the working 
classes also has opportunities to become acquainted with 
those who may be helpful to him later. He can learn 
how the brothers and the fathers of his associates have 
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succeeded and of the conditions and the prospects in 
those employments in which they are engaged. He will 
find a more neighborly disposition among them than 
among those in more comfortable circumstances. 

If at the outset he must accept some less desirable 
position, the young man will use every means to find 
out what firms offer the best conditions of work. Most 
of the workers in special lines have their own organiza- 
tions. In his association with his fellows in these or- 
ganizations, he will learn of the conditions which prevail 
in different establishments. With the best firms he will 
do well to file formal applications for work, calling atten- 
tion to these from time to time by letter. 

These letters of application should be prepared with 
special care and in such a way that they may be filed 
by the employment managers. Boys complain because 
they sometimes write scores of letters to none of which 
they receive any replies. An employer knows that in the 
course of their elementary schooling, every student re- 
ceives a total of several hundred hours of instruction 
in penmanship and considerable practice in letter-writ- 
ing. If a letter is evidence that the writer has not 
formed the habit of making any one of the letters of the 
alphabet correctly according to any of the standard 
forms, the conclusion is warranted that he is either care- 
less or unteachable; and if the letter gives no evidence 
of care in the selection of writing material, the conclu- 
sion is that the writer has never formed the habit of 
taking pains. | 

A letter should contain everything about the applicant 
which the employer needs to know in order to form 
a correct estimate of the writer’s qualifications for the 
work under consideration: his native abilities, his gen- 
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eral education, his special training, his experience, some 
intimations of his outside associations and interests, 
and enough about his history to convey some idea of 
his character. All statements should be accompanied 
by corroborating evidence. Copies of commendatory 
letters from influential persons or from customers of the 
firms to which applcation is made will be helpful. 

The thoughtful boy will be careful to preserve all 
his school reports, especially certificates showing that 
he has completed courses of study and training in voca- 
tional subjects, for use with letters of application. 

The same care should be observed in making state- 
ments in interviews with employers as in writing letters. 
Young persons will find it to their advantage to have 
older persons present with them when they interview 
prospective employers. Employers will be favorably im- 
pressed, if they find that some older persons are inter- 
ested in the business recruit and they are usually in- 
clined to make more definite statements in regard to the 
conditions which they are willing to offer. 

Careless statements in letters or in interviews may 
bring unexpected results. A young man misstated his 
age in his first civil service application and was ever 
afterwards debarred from such examinations. One who 
applied for a position in a chemical laboratory made 
unwarranted statements in regard to his training for 
such work. In the course of his interview with the chief 
chemist who at the time was engaged in an experiment 
he was asked to get for him a beaker of distilled water 
from a vessel. The boy uncovered the vessel and dipped 
out the water instead of drawing it from the faucet. 
He could never understand why he was told that he 
would not do for the place. Another stated in an inter- 
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view that he was graduated from a school which he at- 
tended only for a short time. He was disappointed 
when upon his return for a second interview, the em- 
ployer who had in the meantime applied to the school 
for the boy’s record, refused to see him. Statements 
in regard to previous employments are carefully investi- 
gated by discriminating employers, and he who works 
for some years without accumulating marketable refer- 
ences will find difficulties in getting a hearing from such 
employers. 

Inasmuch as the responsible managers of industrial 
and commercial establishments change frequently, it is 
desirable at all times for a worker upon leaving any 
employment to secure a statement setting forth his ex- 
perience. 

In European cities, each workingman has a book in 
which his successive employers, at the time of his sep- 
aration from a position, are required to write statements 
setting forth how long he had continued with them, the 
kind of work upon which he was engaged, and the char- 
acter of the service rendered, so that at all times the 
journeyman has a record of his progress. 

As a rule general letters from teachers are not of 
much value. The prospective employer wants to know 
whether any responsible person who knows the applicant 
thinks that he is fitted for the position for which he 
applies. When such a letter is desired from a teacher, 
to enclose with a letter of application, the student may 
ask for a sheet of the official school letter paper, copy 
on it a properly addressed letter similar to the one on 
the next page, ask the principal or teacher to sign it, 
making only such statements as he knows that his spon- 
sor is willing to sign. 
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Brooklyn, N. Y. July 16, 1909 
Mr. James Monroe 
Manager of the Lookout House 
Summitville, Vermont 

Dear Sir: Henry Hudson informs me that he has ap- 
plied to you for a position as stenographer to your guests. 

Henry has been a member of this school for three 
years and has won the good opinion of his teachers and 
the respect and esteem of his fellow students. 

He is punctual in the performance of his duties, care- 
ful in obeying instructions, and anxious to do well what 
he undertakes. He is careful of his personal appearance, 
respectful to his superiors, and considerate of his asso- 
ciates. We have always found him truthful and honest 
and we believe that he is reliable and trustworthy. 

As you will note by this letter, he writes a neat hand. 
He expresses himself in good English, and understands 
thoroughly the rules of English composition. He is ac- 
curate in the use of figures, and has some knowledge of 
French and German. 

He has completed his course in stenography and type- 
writing and has had a few months’ experience in con- 
nection with a law firm of this city. 

We have every reason to believe that he will please 
you and render you satisfactory service. 

Respectfully, 
Harold Bronson, 
Teacher of Stenography. 


Free employment agencies are maintained in eighteen 
states but these are concerned chiefly in handling manual 
laborers and farm help. The free city employment 
bureaus are overtaxed with swarms of casual laborers 


FINDING THE OPENING a1 


and the unskilled. Most of the commercial schools, col- 
leges, and vocational schools are in positions to help 
their graduates to find openings and the skilled worker 
will find that the trades unions maintain efficient and 
helpful bureaus for their members. Highly skilled and 
specially trained workers will find it helpful to advertise 
for positions in the periodicals which are devoted to 
their specialty. 

These employment agencies and the employment of- 
fices of large corporations have their special blanks 
which applicants for work are required to fill out, and 
they have their own methods of interpreting what the 
applicant writes upon these blanks and of forming esti- 
mates of his character by the way in which he goes 
about filling out these blanks. Blanks which are care- 
lessly or thoughtlessly filled find their way to the waste 
basket and others are preserved in permanent files for 
future consultation. 

One ambitious young man who had been graduated 
from a course in salesmanship had neat filing cards 
printed setting forth his qualifications and having on it 
his photograph. ‘These he mailed to a score of first class 
houses asking them to file them against the time when 
they needed additional men and then to mail him an 
appointment for an interview. His business-like method 
secured him a choice of positions. 

As an indication of what items are desired by em- 
ployers there is presented on the next page a condensed 
collection which has been made from a number of blank 
forms. 
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PRACTICAL STUDIES 


1. Write supposed interviews between yourself as an applicant 
and an employer who wants a draftsman, an errand boy, an 
office assistant, a mail clerk, a laboratory assistant, an assistant 
to the estimator in a contractor’s office, a filing clerk, a shipping 
clerk, an assistant to the traffic manager of a factory, a bank 
messenger, an assistant to a cashier in a drug store. 

2. Considering the form for application for employment given 
on the preceding page, determine what the manager will conclude 
by comparing item 6 and item 9; items 12 and 138; 22 and 15; 
15 and 27. What will be inferred if the applicant fails to answer 
23, 25, or 28? How will your teachers answer items 38 to 45 if 
the card is sent to them? 

8, AS a variation from the regular program of your literary 
or debating society or the regular assembly exercises of your school 
let one of the members interview and question applicants for 
imaginary positions, or, better yet, get some experienced employer 
to act as interviewer. Let the applicants give the names of some 
of their schoolmates as references and have the interviewer also 
question these. 


CHAPTER VI 
GETTING AHEAD 


THE exceptional person begins his preparation for a 
definite career at an early age. Few college students, 
even, have any well-defined plans at the time of their 
graduation, and of those who go to work at an early 
age, the wideawake come to the time when they begin 
to look at life more seriously to find that they must plan 
for some readjustment and make preparation for some 
more promising prospect. 

The increase in the number of employments to which 
there is easy entrance, the overcrowding of those other 
occupations for which little preparation is required, the 
continual reorganization which is going on in business 
enterprises have all combined to make a period of great 
industrial instability. The thoughtful, normal young 
man realizes that to attain his greatest usefulness and 
the widest influence as a permanent factor in civic and 
commercial life, he must establish himself so as to be 
outside of the range of these constant changes. Even if 
he can command wealth this conviction forces itself 
upon him. 

At this stage he wants to know what kind of educa- 
tion is most desirable, and where and how the most 
profitable special training may be secured. If he has 
not been at college, he must determine upon the value 
of a college education to him and study the character- 
istics of the different colleges. He wants to know the 
value of different kinds of special training, the location 
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of the schools for vocational and professional training, 
the requirements for admission and the relative cost of 
the different kinds of special training. To add to the 
confusion, while he is perplexed by these problems there 
will come to him all sorts of appeals from business and 
correspondence schools which are operated for profit 
and from experimental vocational schools whose man- 
agers must make a satisfactory showing to their super- 
visory committees. 

If the young man has, perchance, some natural timid- 
ity, or if he has been employed in some specialized work 
that has narrowed his vision, he may postpone a decision 
or be deterred from taking any action to his subsequent | 
regret. It may be helpful to present some methods of 
investigating these problems which must be different 
for each individual. This letter suggests the nature of 
the problem. 


St., 6-10, 1904. 
My dear Mr. Weaver: 

Perhaps you have forgotten me. When I was gradu- 
ated from high school and came to you with a doleful 
tale because I could not go to college to carry out my 
desire to become a civil engineer, you consoled me, 
planned for me and secured me a position in business. 
I have been advanced from time to time, am now twenty- 
one years old, have saved a little money, and our cir- 
cumstances are such that my parents no longer need 
my assistance. I determined to go to college in the 
fall and I informed our manager of my intentions. A 
few days afterwards the president called me into his 
office, asked me fully about my plans, then turned 
about and offered to place me in charge of a new depart- 
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ment which they were organizing, assuring me of a per- 
manent and fairly remunerative position if I would 
remain with the firm.. The firm is strong, is rapidly 
advancing its business, and has connections with the 
leading employers in New York with whom my work 
in this department will bring me into contact. 

Shall I give up my long cherished plan of going to 
college? I have argued myself to a standstill and must 
depend upon you to look at the problem for me. For 
any consideration that you can give me and any time 
that you can spare, let me thank you in advance, while 
I again express my gratitude for kindly help extended 
in times past. 

Respectfully, 


When, as is usual in such cases, a statement of this 
case was submitted to a selected group of men of sound 
judgment, the unanimous verdict was against advising 
the young man to go to college. 

In the final analysis, however, the case appeared like 
this: the young man had worked hard during the time 
when his former associates were taking their college 
courses; he was planning to spend on his training his 
own earnings; having no obligations he could afford a 
college course as a luxury, as he could afford a vacation 
or a trip to a foreign country; he was risking nothing 
that was not his own; he was throwing away an oppor- 
tunity as his employer told him, but having proved 
that starting as a poorly equipped boy at sixteen he 
could make himself a place in the business world, he had 
no need to fear that starting over again at twenty-five 
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with a professional education he might not do the same 
again. He was advised to go to college. 

Having settled the question, he threw all his energies 
into his college work and because of his business train- 
ing, his acquired habits of work, he became a marked 
-man from the very beginning of his professional course. 
Upon graduation he accepted a position in engineering 
not so remunerative as the business position which he 
resigned four years before, but in less than four years 
he had succeeded far beyond anything he could have 
expected from his old employer. 

It must not be inferred that any valid general con- 
clusions are to be drawn from a case like this. It is 
merely given as an indication how such a problem may 
be seen from all sides. The failure of one university 
graduate or the business success of a single illiterate 
_ does not prove anything. General conclusions may, how- 
ever, be based upon any statements which indicate the 
value of a higher education to large numbers of persons. 

It is estimated by the United States Bureau of Edu- 
cation that of the 14,794,403 males over thirty years 
old in the country at the time of the investigation, 
1,757,023 were without education, 12,054,335 had the 
equivalent of a common school education, 657,432 had 
a high school education or its equivalent, and 325,613 
had in addition to a high school education a college or a 
professional education. A careful study of all persons 
who had achieved such eminence as to have their names 
recorded in “Who’s Who” seemed to indicate that no 
person without education achieved that distinction ; that 
the list included 1,368 names of persons who had only 
a common school education, 1,627 from the high school 
class and 7,709 from those who had attended college. 
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According to these figures, Chancellor Smith of the Ran- 
dolph-Macon College, estimated that the boy with only 
a common school education had, in round numbers, one 
chance in 9,000 of becoming distinguished, that a high 
school education increased his prospects twenty-fold and 
that a college boy’s chances were 200 times as good as 
those of the boy who stopped with the high school. 

In recent years it has been so thoroughly demonstrated 
that a college course increases the chances of success 
in business as well as in the professions that in the 
period from 1900 to 1910 fully one-fourth of the gradu- 
ates of Yale College elected business careers. 

The market value of special schooling for the skilled 
trades is shown by the records of the graduates of the 
Williamson Free School of Mechanic Trades. During 
the twenty years preceding 1914 the average cost of 
schooling for all graduates was $390.16. In 1914, 73 
who were in business for themselves reported average 
incomes of $2,848.07; 172 who occupied executive posi- 
tions earned salaries whose average for both the older 
and more recent graduates was $1,890.20; 293 were 
working at skilled trades with average annual earnings 
of $1,072.05; 51 were employed as teachers in trade 
schools, averaging $1,349.09; and the 75 in other occu- 
pations averaged $1,213.15. 

In regard to the chances for work, the records of 
the United States Civil Service Commission seem to 
indicate that there is less and less competition for 
vacancies which occur in positions requiring longer pe- 
riods of preparation. In 1911 we find that without con- 
sidering positions in newly organized departments, that 
only 3% of those who applied for clerical positions re- 
ceived appointments, while 12% of the applicants for 
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Cuart SHOWING THE MINIMUM AND THE ATTAINABLE AVERAGE 
ANNUAL EARNINGS OF Mates HouLpING CoMPETITIVE PosITIONS 
IN THE CiviL SERVICE OF BurraLo AND Erin County, NEW 
Yor«, 1913. 
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positions as civil engineers, 20% of the electricians, 
50% of the fish culturists, 50% of the physicians were 
appointed within the year. 

A complete tabulation of the minimum pay and the 
attainable average pay in each grade of the competitive 
positions in the civil service of Buffalo and Erie county 
for 1913 shows the comparative market value of different 
kinds of equipment. 

A further summary of the same figures and figures 
showing the relative net earning capacities of different 
classes of workers in terms of life annuities purchas- 
able at 30 producing the same excess during the pro- 
ductive period is given in the next table. 


SUMMARY OF CIVIL EMPLOYES IN BUFFALO AND THE COUNTY | 
OF ERIE FOR 1913 
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cial training necessary to qualify, 
including common school......... 8 13 9 12 16 


lue of each f special 
ERR 8 Oram. $1251 | si¢| 1746 | 1872 


It is easier to determine the value of a higher educa- 
tion than it is to select a college or a professional school. 
In the Annual Report of the United States Bureau of 
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Education there will be found classified lists of colleges 
and professional schools and the XXV Annual Report 
of the Commissioner of Labor at Washington gives de- 
tailed information regarding trade schools. From these 
reports and from the printed information which may 
be secured from colleges in answer to a post card request 
the requirements for admission may be determined, and 
also the cost of living and tuition, and the chances of 
earning while attending. Many of the schools supply 
directories of graduates from which it is possible to de- 
termine their business relations after their graduation. 
The school having the smaller number of students per 
instructor, the larger total income per student, whose 
equipment represents the larger investment, and whose 
graduates find themselves in the higher walks in life is 
the most desirable school. All these matters can be 
determined from the reports referred to. If the pros- 
pective student finds that some of the graduates of the 
school which he is considering live near him, he will 
do well to seek an interview with them in order to 
get such information about the necessary expenses and 
the character of the student body as he cannot obtain 
from the printed announcements. 

Ideas in regard to the relative values of the small col- 
leges and the large universities may be formed by read- 
ing in the Autobiography of S. S. McClure the accounts 
of his experiences in fighting his way through a small 
college, of the virile associations, and the intimate ac- 
quaintances which he formed with a small group of self- 
sacrificing and devoted teachers; and then reading 
“Stover at Yale” which gives an idea of an entirely dif- 
ferent kind of young men who compose a part of the 
student body of some of our large universities. 
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A student when selecting a college must recognize 
that in estimating the cost of an education the largest 
item will be the earnings which he will lose by remain- 
ing out of gainful occupations for four years, and that 
by selecting a college in which the expenses are a trifle 
higher he will not be adding a very large percentage 
to the entire cost. Morover, if his college expenses are 
from $8 to $12 per week it will be poor economy to 
take any part of his time from college work to earn 
something in any of those occupations which bring small 
returns. It is much better to get the largest possible 
cash returns from his vacations and if his funds run low 
to interrupt his college course to replenish them. 

Scholarships and loan funds are used so lberally in 
large schools that it may be accepted as possible for any 
young man who can assure his maintenance to secure 
access to their privileges; but it must not be overlooked 
that in accepting assistance he assumes obligations to 
make in the future adequate returns in favor of those 
whom his college may desire to assist. 

Correspondence schools have done a great work in 
helping men of experience and ability to formulate their 
experiences, and to learn how new methods and scientific 
discoveries are to be applied to the work in which they 
are employed. They have helped others to acquire such 
systematic habits of thinking as they may have failed to 
acquire at the early age when they were compelled to 
leave school. It may be asserted, however, with empha- 
sis, that what the correspondence school can do for a 
student in a field which is new to him is in no sense 
to be compared with the profit which may be derived 
from personal contact with a live teacher. 
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HELPFUL Books 


Annual Reports of the New Jersey Bureau of Labor Statistics. 
Trenton. Contains tables of the annual earnings of workers 
in manufacturing industries and in transportation. 

Annual Reports of the New York Bureau of Labor. Albany. 
Contains tables of earnings of members of labor unions. 
Bulletin 131, Bureau of Labor, Washington. Contains union 
scales of wages and hours of labor in principal cities. 
Corbon, John. Which College for the Boy? Houghton, 1908. 
Hyde, William DeWitt. The College Man and the College Woman. 
Houghton, 1906. More particularly addressed to the one who 

has entered college. 

Jones, J. C. Does a College Education Pay? Forum, 26: 354. 

Nearing, Scott. Wages in the United States. Macmillan, 1911. 
Explains methods used in gathering wage information by the 
different states. 

Riddle, C. B. College Men without Money. Crowell, 1914. 

Riske, Robert A. America at College. Glasgow, 1908. Presents 
the great American universities as seen through the eyes of 
a foreigner. 

Ryan, John A. A Living Wage. Macmillan, 1912. ‘A clear-cut, 
well-defined theory of wages.’’—HEly. 

Slosson, HE. EH. The Great American Universities. Macmillan, 1910. 

Thwing, Charles F. College Training and the Business Man. 
1904. 

U. S. Bureau of Education. Annual Reports. Washington. 

U. 8S. Bureau of Labor. Twenty-fifth Annual Report. Washington. 

Wilson, Oalvin D. Working One’s Way Through College. 1912. 
Sets forth the opportunities for self-support in different col- 
leges, their use of scholarships and loan funds, and gives the 
comparative cost of residence. 


QUESTIONS FOR DEBATE 


1. That a boarding school furnishes a better preparation for 
college than a city high school. 

2. That a college located in a small town has better advan- 
tages than one in a large city. 

8. That a college which prescribes its studies is better than 
one which permits all students to take electives. 

4. That a college training furnishes a better preparation for 
teaching than a normal school. 

5. That the students of the country college take more interest 
- in athletics and other student activities than the students of a 
college located in a city. 

6. That a minimum wage should be prescribed by law for all 
occupations. 
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SuBJEcTS FoR REPORT WRITING 


1. Differences in the wages of carpenters and other workers 
in the building trades in New York, Philadelphia and Buffalo. 

2. Possible average earnings of a worker in the silk industries 
of New Jersey; in potteries, in the making of furniture, in rail- 
road employment. 

38. Relative number of students per teacher in the colleges at 
Amherst, Dartmouth, Swarthmore, Colgate, and the comparative 
average income from all sources per student. 

4. Comparative value of buildings, grounds and equipment of 
Columbia, Harvard, Yale, Princeton. 

5. Average income per student in the Universities of Michigan, 
Wisconsin and Cornell, and tuition fees charged. 

6. The colleges which offer the best opportunities for self- 
support. 

7. Reports of interviews with graduates from colleges who 
were opposed to a college training as a preparation for business. 


CHAPTER VII 
Screntiric MANAGEMENT 


THE magazines have had much to say about the meth- 
ods by which the industrial managers obtain the maxi- 
mum profit out of their properties. The man who has 
everything invested in himself may profit by the methods 
which prescribe that in handling property the best avail- 
able thought is to be used to produce the maximum re- 
sults with the minimum outlay. After a young man in 
accordance with a well formulated plan has acquired a 
full equipment of general culture, achieved a high de- 
gree of skill or gained the mastery of some special 
branch of knowledge, his careful management of him- 
self will prevent him from lessening his vitality through 
the excessive demands of his employment, his eagerness 
to enlarge his intellectual equipment, or his desire to 
cultivate those extensive social relations so helpful to 
the young professional man. 

The prudent general does not risk his resources in 
any undertaking beyond his strength; the wise engi- 
neer limits very carefully the load of his machine to its 
designed capacity. The young man who wishes to make 
the most of himself must be equally careful to respect 
those limitations which are imposed upon him by his 
physical condition and circumstances. 

An ancient ideal prescribes one-third of the twenty- 
four hours for work; another third for recreation; the 
remainder for rest. All nature has its alternations of 
activity and repose, daily and seasonal. It is only within 

45 


46 PROFITABLE VOCATIONS FOR Boys 


recent years that labor has been so organized in some 
industries as to require long rounds of unremitting toil 
during the entire year. In some occupations even the 
daily period of rest has been unduly shortened. 

That man is more efficient whose habits are the ac- 
cumulations of his periods of intensive work. These 
periods should be comparatively short at the beginning 
of his productive period of life, gradually increasing as 
his power of concentration becomes easier. This has 
been recognized in making legislative restrictions for 
the hours of work in those occupations in which children 
go. It is well for the prudent young man also to estab- 
lish for himself restrictions beyond which he will not 
go; restrictions against any interference with his hours 
of rest or recreation; restrictions against the improper 
use of his eyes; restrictions against undue demands 
upon his health as well as restrictions against social and 
intellectual dissipations. 

Almost any young man who should happen to own a 
$10,000 horse would jealously guard him against undue 
exposure, noxious food, excessive work, or any other 
deteriorating influence. Being of greater value as an 
income-producing animal, if properly managed, he 
should be equally careful to see that he is housed in sur- 
roundings which are sanitary, permit of relaxation, pro- 
vide good cheer, and wholesome food at properly regu- 
lated hours. 

It is also well to call attention to the fact that one 
who has valuable possessions entrusts them only to the 
one who is an expert in their use and treatment. The hu- 
man machine is most delicate and at times its preserva- 
tion requires the command of a very large accumulation 
of knowledge; human relations are very complicated and 
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extensive laws have been framed to regulate a man’s 
dealings with his fellows. Organized society has en- 
couraged the training of experts and properly qualified 
persons have been duly licensed by the state to give ad- 
vice and counsel and it is well for citizens to form the 
habit of depending upon these in emergencies. The 
army regulations prescribe periodical medical examina- 
tions of all the enlisted men in order that any symptoms 
of disease may be detected at the outset and defects in 
body may be remedied. The young workingman should 
be not less exacting with himself. 

Through motives of economy, at the beginning of 
their wage-earning careers away from their homes, 
young men sometimes are tempted to subject them- 
selves to deprivations. Instead of permitting them- 
selves to deteriorate through poor living, they should 
follow the example of their enterprising fellows who 
provide for themselves during their college courses with 
proper maintenance at low cost, through their codpera- 
tive housekeeping clubs. In many cities there are help- 
ful institutions whose aim is to provide homes and 
places of recreation for working boys. ‘Their resources 
are usually very limited and the demands made upon 
them are unlimited. Instead of depending upon these, 
enterprising young men should provide for themselves, 
just as business men in all lines share the cost of facili- 
ties whose expense is too great.for their individual re- 
sources. Men of judgment, experience, and reliability 
to advise in such undertakings can usually be found 
through the churches and settlement houses. 

If, instead of being a sojourner in a strange city, 
the young workingman should happen to be living with 
his family in one of the poorer homes of the city, he 
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can sometimes lead in improving the living conditions 
of his entire family so that the home may become a 
proper place for rest and recreation. ) 

Participation in the management of clubs through 
which they may provide themselves with homes, recrea- 
tion centers, or study classes gives to young men oppor- 
tunities to develop any latent talents for leadership. 
There are many such clubs. In some cities young men 
have combined to form junior boards of trade through 
which they take care of their own interests, much as 
the business men serve themselves through their cham- 
bers of commerce; the bank clerks in other places have 
a special institute for the instruction of their mem- 
bers; the draftsmen have their own society; and those 
who are engaged in other occupations have their mu- 
tual improvement clubs; in country sections, also, there 
are corn clubs, poultry clubs and fruit-growing clubs. 
These provide study and lecture courses for their mem- 
bers and organize their sports and excursions. 

Not alone will his scientific management of himself 
prescribe for the young man a thrifty use of his physi- 
cal powers, and a careful regulation of his associations, 
but it will likewise impose upon him the conservative 
use of his financial resources. A leading banking house, 
instead of starting boys at $8 per week, requires them 
to begin at $6 but surprises them at the beginning of 
a new year by informing them that they have to their 
credit deposits of $100 which may be withdrawn or al- 
lowed to stand to their credit, accumulating for them 
interest at the usual rate. Fortunate is the lad who 
leaves his enforced savings to his credit, thereby dem- 
onstrating to his employer that he possesses the desirable 
qualities for his permanent services, 
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Through the facilities which are afforded by the pos- 
tal savings bank, with branches in each of the larger 
post offices the smallest savings may become a nucleus 
of an interest-bearing saving fund. Savings banks 
abound and the building and loan associations every- 
where afford satisfactory machinery for the encourage- 
ment of thrift. 

These small reserve accumulations are very helpful 
in slack seasons; a small fund of this kind in a period 
of unemployment may enable one to take the necessary 
time, incur any slight expense in order to investigate 
opportunities for work. ‘Those who are compelled to 
accept any kind of work which may be offered to them 
are always at a disadvantage. Such a fund may also 
be of great value in times of ill-health by permitting 
full recovery before the resumption of work or by per- 
mitting needed vacations. 

Larger funds as they accumulate may permit workers 
at opportune times to acquire interests in business en- 
terprises or to purchase established concerns after they 
have secured the experience necessary to handle them. 

The accumulation of a saving fund demonstrates the 
ability of a worker to manage his own affairs with pru- 
dence and good judgment. This commends him to his 
employer when positions of importance are to be filled 
by promotion. It also makes it unnecessary to borrow 
small amounts from shopmates and thus places him in 
a better position to refuse loans to the impecunious. 

No less important for insuring his industrial stability 
is the matter of endeavoring to obtain such well-defined 
notions of his relations to his employer as will save 
him from being misled by extremists in times of indus- 
trial disputes. Upon his admission to gainful employ- 
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ments, whether he enters from the elementary school, 
the high school or the college, the young man will be 
disposed to feel that undue demands are made upon 
him. In his home his shortcomings have been tolerated 
and in the school others have been held responsible for 
his progress. Neither in the shop nor in the office is 
there likely to be anyone whose chief business it is to 
direct him, none to encourage him; the blame which 
is visited upon his mistakes is usually severe, and be- 
sides, in most of the employments in which beginners 
go, they will be associated with those who have allowed 
themselves to stagnate in the lower grades of service. 
Such are generally disgruntled both with the work 
and the management. They may imagine that they see 
in the new recruit, particularly if he is energetic, such 
a formidable competitor that they will consider it good 
policy for them to persuade him that the place offers 
poor prospects. 

If he is in the office and becomes familiar with the 
operations of the business and learns the cost prices 
of merchandise, he may overestimate the profits and 
the abilities of the managers to pay him the larger -wages 
which he covets, forgetting the many incidental ex- 
penses, the large costs of insurance, and the importance 
to the stability of the business of maintaining reserve 
funds against periods of depression. Likewise a little 
training in the way of bookkeeping will enable him 
to see that what a business pays in petty expenses can- 
not be used to increase salaries and that the wasteful 
practices of which the employes in many offices are 
guilty are generally paid out of salary increases which 
are never made. Many office workers who would not 
think of stealing a dime, do not hesitate to use need- 
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lessly the expensive telephone service, waste postage 
stamps and use office stationery for private purposes. 
In the course of time such little oversights weigh un- 
favorably against them. 
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EXERCISES IN REPORT WRITING 


Look up some name in the first column in your encyclopedia 
and select some incident in his life that shows that his success 
was determined by the possession of one of the list of virtues or 
qualities in the second column. 


Abbott, Jacob . 5 Courtesy 
Akers, Benjamin P. Diligence 
Bancroft, George . Diplomacy 
Beaumont, William . Economy 
Belzoni, Giovanni B. Energy 
Bigelow, Erastus B. Enterprise 
Bogardus, James . Fortitude 
Brooks, Horatio G. . Generosity 
Carey, Matthew : Honesty 
Chesborough, Ellis S. Independence 
Courten, William . Industry 
Draper, Lyman C. . Ingenuity 
Emmet, J. K. . Integrity 
Faunce, John . 3 Love of Nature 
Field, Marshall Loyalty 


Fitch, John . ‘ 
Ford, Melbourne H. 


Native ability 
Organizing ability 


Garnett, Charles F. M. Originality 
Gillott, Joseph Patience 
Green, George F.. Persistence 
Hand, Daniel . 4 Piety 
Hunter, William Reliability 
Lea, Isaac : : Self-reliance 
Lick, Joseph . 2 Sincerity 
Muspratt, James Sympathy 
Olney, Edward 2 System 
Shepard, Charles W. Temperance 
Waring, George BR. . Thrift 
Truthfulness 


West, Benjamin z 


CHAPTER VIII 
Laspor Laws AND LABOR CONTRACTS 


UNTIL very recent times, the common law, that body 
of customs that has received the sanction of the English 
and American courts, was deemed sufficient to adjust 
all differences between an employer and his working- 
men. ‘They guaranteed to workingmen the right to 
hire themselves to any employer engaged in doing that 
which is lawful and not contrary to the public policy. 
A contract made for doing work, whether in writing or 
by verbal agreement, can be enforced through the courts 
and if the wages are not specified, the court fixes what 
is considered reasonable. Wages may be collected by law 
and claims for services must be paid before any other 
claims against an employer are paid. A workingman 
has a right to demand cash and refuse orders for mer- 
chandise in payment for services. The present law in 
many of the states requires that such wages shall be 
paid no less frequently than twice a month. 

The law also protects workingmen in their demands, 
for permission to attend the polls on election day, to 
perform their duties as members of the national guard, 
and their right to become members of protective organi- 
zations, but enjoins them from interfering with others 
in the discharge of their duties to their employers. For 
the further protection of those for whom these laws have 
been made, there have been established in large cities, 
legal aid societies from whose officers advice may be 
secured, either free or on payment of small fees. The 
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addresses of such societies are given in the city direc- 
tories. 

In the greater complexities of the industrial life of 
the present day the maintenance of the public peace 
and the promotion of the public welfare has made neces- 
sary the legislative regulation and state supervision of 
labor matters. 

The state governments have established bureaus of 
labor for the purpose of collecting information regard- 
ing the conditions among the working classes. These 
bureaus are intended to supply information to any of 
the citizens who may make inquiries in regard to the 
prevailing conditions. In some states there are special 
departments for mediation in labor disputes and for the 
adjustment of claims. Dissatisfied working people 
whose employers are unwilling to listen to their griev- 
ances have a right to present these grievances to this 
department, whose business it is also to try to settle 
strikes. In order to handle these matters wisely, many 
states have found it necessary to organize special bureaus 
of labor statistics. The annual reports of many of these 
bureaus contain much valuable information regarding 
the conditions of work, the hours of labor, and the rates 
of wages. To correct unsatisfactory conditions many laws 
have been passed during recent years. To enforce these 
laws, factory inspectors and inspectors of mercantile 
establishments, and mines, are employed by the state 
governments. These factory laws require that whole- 
some and sanitary conditions shall be provided for work- 
ingmen; that a sufficient number of toilets, washrooms, 
and dressing rooms shall be provided; that walls and 
ceilings of rooms shall be kept whitewashed or painted, 
when this is conducive to health and cleanliness; that 
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the floors shall be kept in safe condition, and clean, and 
that receptacles shall be provided for waste and refuse. 
These laws also provide for the construction of safe- 
guards to dangerous machinery and to elevator shafts. 
Penalties are prescribed for those who are guilty of in- 
terfering with safety devices. Warnings must be placed 
over dangerous machinery. In manufacturing processes 
creating dust or harmful gases these must be carried 
out of the workroom by exhaust fans, which must be 
kept in operation during working hours. Communica- 
tion must also be maintained with the power rooms, so 
that the machinery may be quickly stopped in case of 
accidents. It is also required that a sufficient number 
of exits and fire escapes shall be provided, so that build- 
ings may be emptied quickly in emergencies. Where 
the fire departments require it, accessible fire apparatus 
must be installed. 

For the purpose of regulating wages a few of the 
states have appointed minimum wage commissions. In 
Massachusetts such a commission is authorized to for- 
bid the payment of wages below a determined reason- 
able rate, as soon as it may be found that the pay- 
ment of such wages can be enforced without detriment 
to the industry. The workingman’s compensation laws 
of New York and Massachusetts and New Jersey pro- 
vide that, for injuries or accidents causing death, un- 
less such accidents are the result of the willful negli- 
gence of the victim, compensation shall be paid to the 
workingman or his representative from a fund to which 
all employers must contribute. Persons engaged in farm 
labor, in domestic service, or any public service, or in 
connection with any business not operated for profit, are 
excluded from the benefit of these laws. 
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These laws vary greatly in different states, but it is 
unwise for a boy to accept employment where the work- 
ing conditions or the restrictions are not up to the 
standards set by the laws of those states which have 
made the matter the subject of public discussion. In 
most of the states the minimum age at which children 
may be employed is 14 years, and the laws specify that 
children between the ages of 14 and 16 may not be 
employed in dangerous occupations nor during the school — 
term, unless they have received working papers or em- 
ployment certificates. In some of the states these work- 
ing papers are issued by the boards of health and in 
others by the boards of education. Information in re- 
gard to the methods by which these may be obtained can 
be secured from the principal of any public school. 

The most progressive states require that the boy 
who desires to go to work must prove that he is able 
to read and write simple sentences in the English lan- 
guage and can perform the ordinary processes of arith- 
metic, and that he is strong enough physically for the 
demands of the employment which he expects to enter. 
For the children under 16 years of age a New York 
law limits the working day to 8 hours, and the week to 
48 hours, and prohibits night work for children under 
the age of 16. The same law also limits the working 
days for boys between the ages of 16 and 18 to 10 
hours for 6 days, or not to exceed 12 hours if the em- 
ployment is only for 5 days a week. Overtime may 
be required not to exceed 3 days a week when a Saturday 
half holiday is given. The schedules of working hours 
must be posted, and-the posted schedules must be ad- 
hered to. In New York when overtime work is for 
more than an hour after 6 P. M., an intermission of 
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20 minutes shall be allowed. Most of the states have 
laws restricting Sunday work to work of necessity or 
of charity. These Sunday laws are not very strictly 
enforced, but there is a tendency to require for all em- 
ployes in what are called continuous employments one 
day of rest out of every seven. 

All this legislation and the expensive systems of fac- 
tory and mercantile inspection will prove but partially 
effective without the codperation of the workingmen. 
Enforcing the construction of safeguards to machinery 
will not protect the man who removes the same when 
they hamper his movements. Sanitary supervision will 
not protect against the diseases which are common to 
some occupations if the workingman in his haste eats 
his lunch without washing his hands, drinks water from 
unclean cups, fails to change his working clothes for his 
street clothes at the close of the day, or permits his 
associates to befoul the premises of his employers; and 
no elaborate system of fire protection will ward off the 
possibilities of danger in places where the careless use 
of matches and lighted cigars and cigarettes is tolerated 
by the employers. 

Inasmuch as the number of inspectors for supervising 
the enforcement of these laws is generally inadequate, 
improvements will be more certain if workingmen them- 
selves will insist on the legal requirements and report 
violations to the proper officers. “Safety first” by the 
workingman should be demanded of his employer but 
also of his associate, and most emphatically should he 
demand it of himself. 
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QUESTIONS FOR DEBATE 


1. That farm laborers should come under the workingmen’s 
compensation law. 

2. That the minimum age for the employment of children should 
be sixteen. 

3. That all children between the ages of fourteen and sixteen 
should be compelled to attend special Saturday classes in the com- 
mercial high schools or the trade schools. 

4. That old-age pensions should be provided for all working- 
men by the state. 

5. That the arbitration of labor disputes should be compulsory. 

6. That the legislature should provide by law for joint com- 
mittees of workingmen and employers in each trade with power 
to fix wages and hours of labor. 

7. That members of trades unions and employers’ associations 
should’ be permitted to elect special representatives of their re- 
spective bodies to the legislature. 


CHAPTER IX 
From FouRTEEN TO SIXTEEN 


THE various phases of the problem of boy labor have 
been the subject of much consideration during the last 
few years by individuals and public commissions. All 
agree in emphasizing that no sacrifice of money or con- 
venience should be spared in order to bring about such 
changes in education and in economic and social con- 
ditions as will be necessary to save the boy from the de- 
teriorating effects of intense labor too early in life. 

Students of the subject regard boy labor as a source 
of unemployment. The boy of 14 leaving school usually 
finds nothing before him but “blind-alley occupations.” 
These afford him a remuneration quite satisfactory for 
a time. In a few years, however, they throw him into 
the labor market with no more industrial training than 
he had when he entered the occupation; and because of 
the lack of foresight, supervision, discipline, and train- 
ing in self-control that usually accompanies the “‘blind- 
alley occupation,” he is unable to make the necessary 
readjustments later. “At the point of stress” he is 
likely to become discouraged and after trying several 
different occupations he finds himself so badly handi- 
capped that he falls in line with those who because of 
inefficiency, carelessness, or indolence are forced by com- 
petition into the ranks of the unemployed. 

Arnold Freeman in “Boy Life and Labor” says: “If 
‘the point of stress’ set up at 18 or 20 were the only 
consideration, the evils so caused would not present 
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a momentous social problem. The real issue is far more 
complex and extensive; and it is associated not so much 
with the problem of unemployment as with the general 
low level of efficiency and prosperity of the community. 
What we need to consider is not the sacrifice of a cer- 
tain number of youths through faulty industrial ar- 
rangements but the lack of training and the manufac- 
ture of inefficiency in the majority of boys between 
school and manhood.” 

From statistical sources we learn that from seventy 
to eighty per cent. of the boys leaving the elementary 
schools enter unskilled occupations. The boy at 14 
in going to work quite naturally rejoices in being re- 
leased from the discipline of the schools. With spare 
time on his hands, unfavorable environment, no educa- 
tive work, and the absence of high ideals, as is usually 
the case in the occupations open to him, there is a 
strong probability that his course will be directed 
towards evil. At this most critical period of his life 
he needs guidance and care in order that he may prop- 
erly develop, physically and morally. 

R. A. Bray in a recent work on Boy Labor says: “The 
boy loses the results of his training in the elementary 
school; the habits of obedience, regularity, and industry 
are dead; the bright intelligence is dulled and with the 
coming of dullness goes the power of learning. He 
loses his prospects; his future is the future of un- 
skilled labor, and unskilled labor robbed of the grit 
and alertness which alone can secure for unskilled labor 
the adequate rewards of permanent employment at a 
steady wage. 

“And in thinking of the deterioration and of that 
hopeless future which that deterioration involves, we 
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must never forget that it is not a mere handful of lads 
who suffer in this way but that the boys who leave 
the elementary school start on a dreary journey, and so 
starting bid fair to reach a dreary end.” 

Even if the “blind-alley occupations” could be trans- 
formed, the fact still remains that the impressionable 
period of adolescence is being sacrificed to immediate 
profit in industry, instead of being used for training 
and development. 

Juvenile Delinquency and Its Relation to Employment 
was made the subject of Vol. VIII of the Report on the 
Condition of Women and Child Wage-earners of the 
United States to the 61st Congress. The object was 
to discover what relation exists between juvenile de- 
linquency and employment or non-employment. The 
study is based upon the court records of Indianapolis, 
Baltimore, New York, Boston, Newark, Philadelphia, 
and Pittsburgh in the year 1907-1908. The total num- 
ber of delinquents included in the study was 4,839, of 
whom 2,767 had at some time been employed and 2,072 
had never been employed. The entire number of of- - 
fenses recorded for all was 8,797, of which the work- 
ing children committed 62.2% and the non-working 
children 37.8%. The ages of the children ranged from 
six to sixteen.’ The report says: “When it is remem- 
bered that a majority, and presumably a large majority, 
of the children of these ages are not working, the pre- 
ponderance of offenses among the workers assumes im- 
pressive proportions. The conclusion seems to be in- 
evitable that the fact of being at work constitutes an 
important element in the problem, and that because they 
are working, the working children, rather than school 
children, are far more likely to go wrong than those 
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who can enjoy a childhood unburdened by adult re- 
sponsibilities.” 

Let no one interpret these facts as a reflection on 
all boys who leave school to go to work. Some are com- 
pelled to enter the industrial world at an early age. 
Many of them by strength of character rise above their 
environment; they surmount every difficulty and to 
their honor and their credit become exemplary men. 

By far the larger number of boys from 14 to 16 go 
into work as messengers, errand boys, and delivery boys. 
This work can be done by them, but it affords them 
employment for merely short periods of their lives and 
affords them no training that fits them for any other 
occupation. Mrs. Florence Kelly says: “The test of 
the work, however, should not be whether boys can do 
it, but what it does for the boys.” 

Messenger boys frequently have time on their hands 
during which they associate with undesirable compan- 
ions and acquire bad habits. Fortunately, in recent 
years, there has been a tendency to exclude them from 
employment in night service. In the state of New 
York this is forbidden by law. It has been found that 
they have frequently been sent to deliver messages to 
the worst dens of vice. 

There are many temptations connected with the er- 
rands and delivery service because of the frequent op- 
portunities to practice deception and dishonesty. The 
tables given in the report of Juvenile Delinquency and 
Its Relation to Employment show so large a number of 
delinquencies for this class of boys coming from fair 
and good homes that the presumption is strong that 
the occupation is especially hazardous to good morals. 
The irregular hours and the irregular meals frequently 
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necessary in the service render it trying to the health. 

Newspaper selling, peddling, and bootblacking are 
known as street trades. The boys who follow these oc- 
cupations have opportunities for congregating with 
others on the street and for learning the worst that the 
streets have to offer. The court records show that the 
number of delinquents among those engaged in these 
occupations is large in proportion to the whole number 
engaged in them. 

Service in stores and offices may open the way for 
boys to some promising prospects. It affords some train- 
ing and in many cases opportunity for promotion. Even 
if there is no such opportunity the training received 
is of advantage as.a preparation for other positions that 
may be open to the wideawake boy. 

That there is a tendency on the part of employers to 
eliminate children from the organized industries is in- 
dicated by the returns of the thirteenth census. From 
1900 to 1910, the number of boys under 14 employed 
in New York City decreased 28% although the popula- 
tion in the same time increased more than one-third ; in 
Philadelphia the decrease was 22% ; in Chicago, 24% ; 
in Buffalo, 55%. More and more the home is again 
being so managed that the boy by his labor during cer- 
tain parts of the day can contribute something to the 
support of the family by helping to reduce the expenses 
of the home. 
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PRACTICAL EXERCISES 


The number of boys of the ages over 14 but under 16 years of 
age in New York City in 1910 was 85,332. Of these there were 
in attendance upon the elementary schools, 30,970; high schools 
10,537; all other schools, 15,534; according to the census figures 
8,973 were messenger or delivery boys; 1,680 were working in 
factories; 2,388 were helpers or apprentices in skilled trades or 
in professions; 2,089 were salesmen or clerks in stores; 2,270 
clerks in offices; 215 were stenographers or telephone operators; 
244 bookkeepers; 2,887 laborers. Arrange this in the form of a 
diagram and make a similar diagram for your own city. 


CHAPTER X 
MaANvuAL LABOR 


It has ever been that some of the most important 
work of the world has had to be done by the “hewers 
of wood and the drawers of water.” The wood is now 
shaped by machines and the devices for drawing water 
are innumerable; but in our cities fully one-fourth of 
all persons engaged in gainful occupations, and in our 
country districts a much larger proportion, earn their 
living by the work of their hands. 

The men who have done the manual work have ever 
been held in great respect; they have always had cer- 
tain advantages over their neighbors in that they have 
been able to turn their hands to many forms of work. 
Even frail men without any inclination for brain work 
have supported themselves through manual labor and 
laid something by with which to enjoy that vigorous old 
age which often is the lot of those who live a life of 
physical activity; others, whose minds in their youths 
have been sluggish, by learning how work could be done 
to the best advantage and how workmen are handled, 
and by thinking about their work have later been 
brought into prominence as supervisors or employers of 
others in the execution of important undertakings. 

All the work of this kind which can be done by boys 
below the age of the fuller maturity which comes at 
eighteen or twenty has been in connection with shoe 
polishing parlors, the delivery of newspapers, on the 
delivery wagons of retail stores, and in shipping and 
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packing rooms. Some wideawake boys have made these 
occupations lead to profitable work. An Italian lad who 
had been working for four years in a shoe-cleaning par- 
lor, leased a shop of his own, making with his savings 
a small payment on his furniture. After he had at- 
tended strictly to business for six months he had worked 
up his income above his expenses to $12 and, after a 
year, with the assistance of the helpers whom he em- 
ployed, he was clearing from $18 to $20 a week. A young 
Swede who had learned to care for horses, and something 
about the express business, began for himself what later 
became a local express business of no mean proportions 
and yielding no small profit. 

After reaching his full bodily strength, the young man 
has a choice of a large number of occupations and as 
a manual laborer he can find work wherever he goes. 
As a helper on a farm, or in a dairy or in a market gar- 
den, a florist’s garden or a greenhouse he will be able 
to earn a little more than his expenses. Work of this 
kind pays from $12 to $20 per month, depending upon 
experience. It can generally be found in the spring 
or the summer by the insertion of an advertisement in 
an agricultural journal. If he is fond of outdoor work 
and does not care to leave the city, work may be found 
in connection with the express companies, garages, or 
livery stables, in which he begins as a helper receiving 
from 12 to 20 cents an hour and later becomes a driver ; 
or if he takes lessons in auto-engineering, he may be- 
come an auto-truck operator and earn from $15 to $20 
per week. The people with whom he associates are per- 
haps rough but usually friendly. The temptations to 
fall into bad habits are as in every occupation engaging 
large numbers of men whose opportunities for recrea- 


MANvUAL LABOR 67 


tion are limited. It takes a boy of strong character to 
resist these. 

For those who can stand more confinement, there is 
work in connection with the care and oversight of large 
office buildings, warehouses, stores, hotels, and public 
institutions. A young man of good judgment and sta- 
bility may readily find a place as an elevator boy be- 
ginning at the age of eighteen, at from $8 to $10 per 
week and working up in a busy office building to $15 and 
perhaps to $20. The hours are usually long, but there 
are chances of observing the habits of business men and 
of attracting their favorable attention. ‘Those who are 
engaged in this work, as well as janitors’ assistants, 
whose wages are about the same, have opportunities to 
prepare themselves for responsible positions as head 
janitors or superintendents of buildings, public or pri- 
vate. To qualify for the best positions of this kind, 
in which the pay is from $75 to $100 per month, a man 
should have a wide knowledge of science as applied to 
the management of buildings, he should know some- 
thing about heating and ventilating systems, something 
of building trades and enough of electrical installation 
and sanitation to enable him both to see when the 
buildings are out of repair, and to supervise working- 
men who make the repairs. Evening courses in plumb- 
ing, sanitary engineering, or any of the building trades 
will prove helpful. If these cannot be had, money 
spent in correspondence courses will prove a good in- 
vestment. 

The workman who begins as a fireman or an oiler to 
a good stationary engineer has chances to secure a license 
for operating an engine. It will help him if he will 
take a course in steam engineering; stationary engineers 
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earn from $18 to $25 per week; they must secure a 
license from the city to serve as such. 

The young man who lands in a strange city, is not 
familiar with the streets, and perhaps does not know 
the language, is more limited in his choice. If he has 
certificates of character, he can usually find work as a 
porter in a building, a helper or a packer in a ship- 
ping department of a mercantile house or in the baggage 
room of a hotel. Such positions demand that those 
who fill them shall be able to learn the routine of their 
work and exercise care and dispatch in doing it. All 
such work yields usually the laborer’s pay of from $1.50 
to $1.75 per day. A course in bookkeeping in an even- 
ing school may secure him a position as shipping clerk 
at about the same pay, or perhaps a little more, in easier 
work, and with better prospects to advance to more 
profitable positions. 

The more responsible of the workers about these build- 
ings may be advanced to positions as watchmen. The 
night watchman earns $15 per week, and the young 
man who works on the force of cleaners has usually 
afternoon and evening employment so that he can take 
a part of his day to prepare himself for better paying 
work. 

More steady work is found in the street cleaning de- 
partments of the large cities. Steady, healthy men to 
the number of 3,000 are employed in New York City. 
They begin at $780 per year. By efficient work and 
careful attention to business they may win promotion to 
positions as drivers at $800, section foremen at $900, 
or inspectors at $1,200; a few stable foremen are paid 
as much as $1,500 a year and all receive additional pay 
for Sunday and overtime work. 
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Laborers of good general intelligence are also em- 
ployed in other departments of the city government; 
in the Department of Public Buildings they constitute 
the janitorial force; in other departments large numbers 
are employed to do general work and to act as mes- 
sengers. ‘These laborers are paid from $2.50 to $3.00 
per day. If they prove their capacity they may be 
promoted to positions as messengers and guards. These 
are paid in New York City annual salaries ranging 
from $900 to $1,500. 

Intelligent laborers are needed as helpers to mechan- 
ics in all kinds of building operations. The wages paid 
to these in these in the Department of Docks and Fer- 
ries and the Department of Water Supply are $2.50 
and $3.00 per day, with opportunities to learn enough 
of the trade to pass the examination for the more skilled 
work and higher pay. 

There is a continual demand for manual laborers 
in mines and quarries where the most intelligent can 
acquire an experience which with suitable correspond- 
ence courses will enable them to qualify as mine 
inspectors. In connection with salt wells, oil wells, 
meat packing establishments, sugar refineries, paint, 
soap and fertilizer factories, brick yards, and lime kilns, 
wideawake, strong young men will usually be able to 
find steady employment at living wages with opportuni- 
ties to prepare themselves for the few important posi- 
tions which are to be found in each establishment in 
these industries. 

An intelligent young Swede who had in four years 
obtained an amazing amount of information about the 
industrial conditions in this country, gave me this bit 
of vocational biography: he landed in New York in 
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April with all his belongings in a knapsack and enough 
money to meet the requirements of the immigrant in- 
spector. He bought a ticket for a dollar on the New 
Jersey Central Railroad, went as far as the ticket would 
carry him, got out of a train in the morning and walked 
along the road until he came to a prosperous looking 
farm. He applied at the house for work, agreeing to 
work for his board until the man could determine what 
wages he was worth. During the week his observant 
eyes told him that the best farmer of the community was 
neighbor to the man for whom he was working and he 
made a contract with this more progressive farmer for 
the summer. At the close of the summer, he had money 
to carry him to a lumber camp, where he spent the win- 
ter. In the spring while on a sight-seeing trip he was 
attracted by the neat stables of a stone quarry. He 
applied for work as a driver and within a week he be- 
came stable foreman: He continued at this work during 
summer, and, feeling that he had mastered the language 
of the country well enough, decided that he should like 
to make market gardening his life work. So he sought 
work in the fall in connection with a produce commis- 
sion firm on the Brooklyn market. Here he was de- 
livery man until spring, learning the needs of the mar- 
ket and the methods of disposing of goods. For his 
final course he obtained work with a market gardener 
on Long Island. By diligence he so commended himself 
to the neighbors that he was able to lease a small farm 
where he began to be his own employer in a modest way 
but with confidence enough in the future to prevent 
any small discouragement from changing his plans. 
When this man was asked how much he had been 
helped by the employment bureaus, he replied that he 
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had never had time to try them. THis success seems to 
have been due to the fact that he always had a small 
surplus of savings to tide him over such a period as was 
needed to enable him to select the’kind of work that he 
wanted. 
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CHAPTER XI 
PERSONAL AND DoMESTIC SERVICE 


THE number of men who are engaged in those activi- 
ties which contribute to the comfort or well-being of 
others has increased in a surprising way during the ten 
years preceding 1910. The number of stewards, house- 
keepers, boarding and lodging house keepers has doubled 
while the number of male servants, barbers, hairdress- 
ers, and manicurists has increased fifty per cent. 

A few vocational records selected at random may help 
to explain some of these increases. An intelligent coun- 
tryman, accustomed to help in his own home with all 
kinds of housework, upon seeking his fortune in a large 
city, found that he could not make his living in such 
occupations as were open to him. With no alternative 
he accepted a position as a handy man on a boat char- 
tered by a few professional men for a summer cruise. 
One of these was a dentist, who was so well pleased with 
the adaptability and willingness of the young man that 
he offered him a steady job as caretaker of his offices. 
When after a year his employer and a few others or- 
ganized a bachelor’s club, the management was en- 
trusted to the young man, who handled it so success- 
fully that it became a permanent affair. 

A colored man who is holding a remunerative posi- 
tion as the manager of a codperating lunch room re- 
ceived his initial training as a porter on a Pullman car. 
The chief steward of a summer hotel attracted the at- 
tention of the manager by the satisfactory service that 
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he was rendering as a waiter in a restaurant; in this 
position he was supporting himself while he was acquir- 
ing the language of a strange city. The present man- 
ager of a city hotel with hundreds of guests obtained his 
first experiences as the manager of a college boarding 
club. 

Because of the opportunities to become acquainted 
with the needs and tastes of large numbers of persons, 
service of this kind may open the way to any one of a 
large number of profitable openings. An Italian boy 
who from necessity accepted a position as bellboy in 
the hotel at the usual $5 a week and board for long 
hours, saved enough of his money to enable him to serve 
as an apprentice to a house decorator. After he started 
into business for himself he attributed much of his suc- 
cess in getting and holding his best trade to his hotel 
experience. 

The tendency of city families towards hotel life, the 
growth in the number of public institutions, the increase 
in the floating elements of both our industrial and busi- — 
ness population will continue to make an increasing de- 
mand for experienced men who can assist in the man- 
agement or assume charge of clubs, hotels, and summer 
and winter resorts; to act as stewards of steamboats and 
public institutions and oversee the houses of the wealthy. 

Young men who are suddenly thrown upon their own 
resources, those who are compelled to readjust them- 
selves when they are not in a position to serve at ap- 
prentice wages, boys of foreign families who have diffi- 
culty in getting satisfactory openings in business houses, 
and those who are compelled to support themselves in 
strange cities will find openings in these lines, in which 
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they can support themselves at the outset and in addi- 
tion effect small savings. 

On boats and in restaurants and hotels of New York 
the bellboys, messboys and waiters earn from $6 to $10 
in addition to their board; third hands in the kitchens, 
butchers’ and bakers’ helpers earn about the same; while 
the experienced cooks and bakers are usually paid about 
twice as much. Head waiters are frequently paid from 
$100 to $125 per month with maintenance. 

According to the reports of the unions, the average 
earnings of these houseworkers for 1912 was about equal 
to those in semi-skilled factory work, while the pros- 
pects are better for the intelligent worker. The assistant 
to a first-class cook has chances for developing into a 
chef with avenues to profitable employment open to him ; 
the assistant to a baker on a boat will get a more varied 
training than he would get in large bakeries in which the 
work is much subdivided. There are possibilities for 
saving enough in a few years of service of this kind 
to enable a man to enter business for himself, either as 
baker, butcher, or as proprietor of a delicatessen store. 

The hours are long in work of this kind and the as- 
sociations at the outset are chiefly with those who com- 
pose the drifting classes. 

Large numbers of attendants are required at summer 
resorts and on excursion boats and on lake steamers. 
College and high school students who are compelled to 
earn something towards their own support during their 
vacations will be most likely to find employment here. 
Usually help is engaged early in the spring. A group 
of students by codperation may circularize such em- 
ployers or have one of them make a canvass at no great 
expense. Such circulars will receive more attention if 
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sent out over the signature of some responsible officer 
of the school. Such an officer will also be better able 
to eliminate replies from irresponsible concerns. ‘Tem- 
porary service is usually paid from $6 to $10 per week 
with board. 

There are no well-organized schools that prepare men 
for any of these lines of domestic and personal service, 
except for barbers there are private establishments of- 
fering short courses and requiring the payment of fees 
for instruction. Barbers are employed at hotels receiv- 
ing from $8 to $10 a week and maintenance or in shops 
paying about twice as much without maintenance. The 
hours are long but the work is not continuous through- 
out the day. Many shops employ extra hands during 
the rush hours of the day. Many Italians who must 
earn their support while attending special schools do 
work of this kind. 

It should be noted that of the men who are engaged 
in this kind of work who are of our native-born white 
stock, nearly all are classed as barbers, hotel and board- 
ing-house keepers and owners or managers of restaurants, 
and that among the serving classes there is a prepon- 
derance of foreign-born whites and colored people, and 
Japanese and Chinese. 


CHAPTER XII 
GUARDIANS OF LIFE AND PROPERTY 


Two hundred and two thousand persons, or one out 
of every one hundred and fifty males engaged in gainful 
occupations in the United States in 1910 were enrolled 
either in the navy or the army, serving in the life-saving 
service along our seacoast, tending a lighthouse, draw- 
ing pay as members of the uniformed police force or 
holding themselves ready to sacrifice their lives as fire- 
men, or acting as detectives, constables, probation or 
truant officers. 

All of these lines of service demand full grown, able- 
bodied men of good repute, possessing the elements of 
an ordinary common school education. For most of 


these lines it is necessary that the applicant for ad- - 


mission should be a citizen of the country. 

The pay is somewhat better than the pay of the labor- 
ing man and the opportunities for promotion are many, 
but the competition is severe. Positions are secured 
during good behavior, and for properly qualified per- 
sons admission to the service is not difficult. 

Those who have been compelled to leave school at an 
early age and to enter upon some work which did not 
permit them to acquire such skill or experience as would 
secure for them later a satisfactory wage may well con- 
sider what these vocations have to offer them. 

Men between the ages of eighteen and thirty-five or 
those under eighteen who can secure the consent of their 
parents, will be accepted as recruits for the navy pro- 
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vided they can pass the physical and mental examina- 
tions. Their enlistment will be for a term of four 
years and they can reénlist, provided their record is 
good. Upon enlisting they will be provided with their 
uniforms without expense to themselves, sent to a re- 
cruiting school for preliminary drill, and after they are 
assigned to a ship, they will receive a training in sea- 
manship or perhaps in one of the trades, for the battle- 
ships are in reality great fighting machines. The train- 
ing during four years, whether in seamanship, as cooks, 
machinists, firemen, carpenters, electricians, musicians, 
clerks, or stenographers, will be of value to them after 
their terms of enlistment expire. More valuable than 
all this will be the training which they receive in strict 
obedience to orders, in regular habits and the invaluable 
intellectual training which comes from the extensive 
travels and the association with men representing all 
classes. The navy is a great school, but at the beginning 
it is a hard school for those who have been accustomed 
to follow their own inclinations. In addition to their 
training the young men will receive their board and 
clothes, be provided with the best of medical attention, 
have instruction in the ordinary school subjects, enjoy 
library facilities, be under the direction of officers who 
will encourage all kinds of athletic sports, and receive 
$17.60 a month for the first year. During all this time 
they will have opportunity to prepare themselves for 
appointments which pay more. Every encouragement is 
given to the enlisted men to save their earnings, so that 
during the four years the recruit not only gets a good 
training but he may be able to save a considerable sum 
with which to make a beginning in some profitable field ; 
this will commend itself, as a career, especially to the 
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young man who finds at an early age that his home is 
broken up. 

The army is perhaps not so attractive. The require- 
ments for enlistment are about the same as for the navy. 
The first enlistment is for a term of seven years, four 
of which are in training with the regular army and 
three more years as part of the reserve, during which 
men can follow any work they may desire provided they 
hold themselves subject to the call in times of 
need. The pay is from $15 to $18 per month 
but there are opportunities to win promotion to posi- 
tions paying more. ‘That the service is agreeable is 
proved by the fact that fully one-third of the men re- 
enlist at the expiration of their period of service. At 
the end of thirty years of service the enlisted man may 
retire with pay equal to 75% of the pay of the grade 
from which he was retired and $15.75 per month addi- 
tional. In case of injury during service he may be re- 
tired on a pension at an earlier date. 

Of course there are many high positions with good 
pay in both the army and the navy, but the competition 
for these positions is very keen; although they are open 
to those enlisted men who can pass the examinations, the 
better positions are usually filled by those who have been 
graduated from the Military Academy at West Point or 
the Naval Academy at Annapolis. Each congressional 
district is entitled to have two representatives at An- 
napolis and one at West Point. ‘These are usually se- 
lected by competitive examinations in which the candi- 
dates are subjected to severe tests in English, arith- 
metic, algebra, geometry, history, geography, and civil 
government. For the Naval Academy the minimum age 
is 16 and for the Military Academy, 17. For both, the 
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candidate must submit to a physical examination and 
prove that he is sound and not undersized. As soon 
as the student is admitted to these training schools, he 
receives a liberal allowance for his maintenance and 
upon his graduation he is appointed to a position as a 
junior officer; after this his promotion depends partly 
upon himself and partly upon the man who stands ahead 
of him in the line of promotion, but his average pay for 
the fours years after graduation is $1,600 per year or 
more. 

The Marine Corps is a separate part of the army 
which is assigned the duty of defending the naval sta- 
tions, the Panama Canal Zone, and of serving on the 
vessels of the navy. When it is necessary to land sol- 
diers at a foreign port for the protection of the lives or 
the property of American citizens, this duty is assigned 
the members of the Marine Corps. Applicants for en- 
listing must be 19 years of age but otherwise the re- 
quirements are about the same as for the other branches 
of the service. The term of enlistment is four years, the 
pay being the same as in corresponding grades of the 
regular army. 

The government also maintains along the coast and 
in inland waters a number of vessels called revenue cut- 
ters to enforce the regulations which are made for the 
government of trading vessels. ‘These revenue cutters 
also chart any changes in the coast lines, report obstruc- 
tions to commerce, and supervise the lighthouse service. 
Cadets are required to pass an examination covering 
about the ordinary high school course of study with 
some additional mathematics and drawing. The pay be- 
gins at $500 per year with maintenance. 

A limited number of apprentices, 14 years old and 
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over, are accepted by the naval department. The condi- 
tions under which they are received vary from time to 
time, but information in regard to any of these branches 
of service can be secured by writing to the Navy Depart- 
ment at Washington. 

Every large city has its own standing army in the 
police force and in its fire department. Applicants for 
admission to this army must be twenty-one years of age, 
of good character, be familiar with the names of streets 
and methods of transportation, have some knowledge 
of the city government, and have sufficient education to 
enable them to understand printed regulations and writ- 
ten instructions and to make reports. They must be 
physically sound, neither undersized nor below normal 
weight. . 

Those who desire to enter this service can secure 
application blanks with directions for making their 
applications from the civil service commission of their 
own city. After these applications are filed, notice 
will be given of the time of holding the next examina- 
tion. 

After the examination, the names of the applicants 
are arranged on a list in the order of their standing 
in the examination, and appointments are made from 
this list as vacancies occur on the force. After the 
candidate begins his service, for a probationary period, 
he is sent to a special school for a short period of instruc- 
tion in his duties before he is assigned to service. 

In New York City the pay of policemen and firemen 
is $1,000 for the first year, increasing year by year until 
it reaches $1,400. Only those who have attained a 
higher degree of education, and have been diligent in 
their attention to duty can reasonably expect promotion 
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to the higher positions, the highest of which pays 
$7,500 a year. In addition to their pay, the members of 
these departments are entitled to pensions if disabled 
in the discharge of their duties and after a certain num- 
ber of years of satisfactory service they may retire on 
half pay. 
' In the smaller villages there are marshals and con- 
stables and sheriffs, whose business it is to see that the 
laws are enforced and the orders of the courts are 
obeyed. In some places these are elected for a short 
term of years, in others they are appointed; in some 
places they have a regular salary, in others their pay is 
dependent upon a prescribed schedule of fees. 

In connection with banks and large corporations there 
are guards and detectives. Men who have shown particu- 
lar skill in their service as constables and policemen 
are advanced to positions of better pay in connection 
with the detective bureaus that are maintained by po- 
lice departments, or they may be employed by private 
detective agencies. 

In connection with the courts, men of this kind are 
employed as probation officers; in connection with 
schools they serve as truant officers. For these positions 
experience is of more importance than the physical con- 
dition of the applicant, and a man who may have been 
rejected for the police or the fire department may be 
able to pass the physical tests prescribed for truant 
or probation officers. ‘The pay varies very greatly in 
different cities, usually, however, it is about equal to 
the pay of a good mechanic; that is, in large cities $1,000 
to $1,200 per year. 

The guards who are stationed along the seacoast in 
the lifesaving stations and the lighthouse keepers lead 
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lonely lives and often perform very heroic service for 
pay which is little above that which an ordinary labor- 
ing man receives. The positions are secure, and the 
holders of these appointments have ample opportunities 
for study. The charms of a life of this kind are re- 
vealed in “An Island Garden” by Celia Thaxter, whose 
father became the keeper of a lighthouse when she was 
a small child. 
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QUESTIONS FOR DEBATE 


1. That the army offers more inducements to a young man than 
the navy. 

2. That the fire department offers a more attractive career 
than the police department. 

3. That a young doctor acquires a more valuable experience 
in the army or the navy than in a city hospital. 
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4. That a nation with a large standing army is more likely 
to plunge into war than a nation whose chief dependence is on 
the militia. 

5. That the American army has done more to advance civiliza- 
tion than the navy. 

6. That West Point offers a more valuable training than An- 
napolis. 


CHAPTHE- x11t 
TRANSPORTATION 


In the work of transporting passengers and freight 
in 1910 over two and one-half millions of our wage- 
earners were engaged. By far the larger number were 
connected with steam and electric railroads; a consid- 
erable number were on coastwise and lake vessels; others 
were employed by express and delivery companies. 

Practically all these recruits are from unskilled and 
untrained people, although for this kind of work the 
full-grown, able-bodied, physically sound, intelligent 
young man has the preference. 

It is one of the best lines for the unskilled worker 
who must make his own support from the very begin- 
ning, because the higher grades in this service are 
filled by promotion from the lower, the work is 
fairly steady and the protective organizations are well 
managed. Moreover, there are opportunities to change 
from one line of work to another as the worker develops 
aptitudes or acquires special training. 

Admission is easiest to the construction gangs in 
which laboring men are employed at from $10 to $12 
per week; here there is an opportunity to work up to 
foreman at from $15 to $25, and inspector or trackman 
at about laborer’s wages, but with steadier work. 

A steady man with good recommendations can readily 
secure a position as a substitute in the street car service. 
As soon as he receives a regular run his pay may be as 


high as $20 per week of 70 hours, but with few © 
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chances for promotion, except as inspector at a small 
increase 1n pay. 

In the great railroad systems, the young man with 
a good English education can find employment in the 
freight offices where few receive more than $15 per 
week; or he can begin as a yardman or engine wiper, at 
laboring men’s wages, and when a vacancy occurs be 
advanced to a position as brakeman, later a fireman, and 
if he has some capacity for management become a con- 
ductor, or if he shows mechanical aptitudes, a locomo- 
tive engineer. His promotion will be surer if he takes 
correspondence courses, many of which are offered re- 
lating to this work. Some railroads have training 
schools for their own men and their merit ratings are 
determined partly by what the men accomplish in these 
schools. 

The yardmen and the clerks may also qualify for po- 
sitions as telegraph operators, or as signalmen; and 
the clerks can prepare themselves to serve as depot men 
and agents. As agents they will likely be assigned first 
to some small station where opportunity is given to dem- 
onstrate their capacities. 

On account of the heretofore free avenue to promo- 
tion the transportation companies of this country can 
point to an unusually long list of distinguished men who 
rose from the humblest positions. Sidney Dillon, who 
as a high official drove a silver spike which fastened 
down the last rail on the Union Pacific Railroad, began 
as an errand boy to a construction gang; William C. 
Brown, formerly president of the New York Central, 
began as a section hand at the age of sixteen, served 
successively as telegraph operator, train dispatcher, 
chief dispatcher, assistant superintendent, superinten- 
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dent, general manager, and retired as president at the 
age of sixty. James A. McCrea, general manager of the 
Long Island Railroad, after graduating from college at 
the age of 20, entered the woods with a gang of railroad 
pioneers, to duplicate the career of his father, who from 
a similar beginning became head of the Pennsylvania 
system. 

All the railroads have their repair shops. In these 
laboring men without any special training are employed 
as helpers; and apprentices can secure a systematic train- 
ing for the skilled trades. All classes of mechanics are 
employed and there is opportunity to learn carpentry, 
upholstering, blacksmithing, painting, tinsmithing, 
steam engineering, and the machinist’s trades. The 
New York Central and the Lackawanna railroads have 
regular apprentice schools. 

The work in the executive offices requires commercial 
training, but the applicant for a position in the auditor’s 
office who served in a freight office while he was get- 
ting his training in accountancy in the evening schools, 
will, of course, be preferred; likewise, a bookkeeper in 
the maintenance of way department will be better for 
some experience on repair or construction work, and the 
young man who while serving in a freight or a passen- 
ger office takes an evening course in a law school will 
be specially well qualified to enter the legal department. 

Inexpensive short courses approved by several railroad 
officials are given at Elmira, New York, in the Railway 
Commercial School which trains telegraphers, traffic 
men, clerks, and stationmen. 

Large corporations are beginning to employ a traffic 
manager to attend to their shipments. Chambers of 
commerce and trade associations sometimes combine to 
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maintain an officer to attend to all disputes regarding 
freight rates between them and the carriers. Hxperi- 
ence in a railroad freight office, together with the special 
correspondence courses in traffic management, will qual- 
ify young men for this promising field where the sal- 
aries are equal to the incomes of the average profes- 
sional men. 

On account of the specialization of work in the lower 
grades of all branches of the service, the enforced econ- 
omies resulting from the more stringent government 
supervisions of railroads, and the increased complexities 
of the large systems, the chances of the partially edu- 
cated to rise to the highest places are not so good, while 
the chances of the graduate in engineering, accountancy 
or business administration, who is willing to work 
through the lower grades of the service, are correspond- 
ingly better for rapid promotions than heretofore. 

The development of electrical science has enormously 
increased the number of workers in light and power 
‘stations. In addition to the mechanics who are em- 
ployed in the maintenance of the plants of these power 
companies, the gas companies and water supply con- 
cerns, a small number of special workers are employed 
in each class of establishment. The head men require 
technical training with a few years of experience. In 
power stations the firemen earn from $15 to $20 per 
week and the stationary engineer 25% more; the super- 
intendent usually makes wages equal to those of other 
high-grade technical men—the conditions vary little in 
the supply stations of gas and water companies. In 
most of these the beginner will probably be assigned to 
night duty. 

The employes on the ocean steamships are generally 
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foreigners who accept lower wages than our Americans. 
On vessels engaged in the lake and coast trade and on 
our inland rivers the greater number of the hands are 
laboring men. Employment in the northern sections of 
the country is only for the summer, when the streams 
are open to navigation. Because of the scarcity of labor 
at this time, the lake carrying trade offers opportunity | 
for vacation work to college students. Factory workers 
feeling the need of a change may also well consider 
the possibilities which this service offers. The Lake 
Carriers’ Association maintains offices at Buffalo and 
Cleveland, from which information may be secured. 

To be eligible to the more important positions on a 
steamboat, a license must be secured from the Steam- 
boat Inspection Service. This department of the gov- 
ernment has offices at the custom houses of our princi- 
pal ports. It is difficult to obtain any of these licenses 
without some experience on board a vessel. 

Pilots for vessels of more than ten tons burden must 
have had three years’ experience; engineers must have 
had three years of experience in the engine room of a 
boat or one year if the applicant has had experience in 
handling a steam engine or if he is a graduate of a rec- 
ognized technical school; the mates must have served in 
some capacity for two years on the deck of a vessel; 
masters must have three years of experience in some 
subordinate capacity. In addition all these must pass 
examinations based upon the prescribed rules, regula- 
tions and customs which are followed in those waters 
where they expect to go into service. 

New York state supports a Nautical School in which 
a limited number of young men may receive a practical 
preparation for seamanship free. Information in re- 
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gard to this school may be obtained from the State Board 
of Regents at Albany. 

The chances in the express service are not so good. 
In our cities the wages are from $10 to $18 for drivers 
and helpers on wagons and trucks, the hours are long 
and the opportunities for promotion limited. 

Since the establishment of the parcels post the num- 
ber of employes in the post offices of the country has 
been greatly increased. These employes are letter car- 
riers, post office clerks, railway mail clerks, all of which 
are selected by examination. From these classes of 
employes the inspectors and chiefs of the several de- 
partments are selected. The wages paid by the govern- 
ment to beginners are higher than those paid by the 
railroads and competition for these places is keener, so 
that a period of waiting after the candidate secures a 
place on the list by passing his examination is not un- 
usual. The examinations comprise the ordinary com: 
mon school subjects, requiring especially neatness in 
writing, accuracy in computation, and a thorough knowl- 
edge of geography. It is not easy for those who have 
not completed the elementary school to pass the ex- 
amination, and those who have been out of school for 
some years and have forgotten how to study will find 
the necessary preparation difficult. Instead of paying 
money to some of the much advertised schools making 
a specialty of preparing for these examinations, it would 
be better for the candidate to arrange to be coached by 
some one in the branch to which he aspires. 

The post office clerks and mail carriers in our large 
cities begin at $800 a year, and as they demonstrate 
their efficiency by their record and by passing more diffi- 
cult examinations, they are advanced from grade to 
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grade up to $1,200 a year; the superintendent of car- 
riers receives $1,400. For admission to the railway mail 
service the examination is more severe. The applicant 
must be over 18 and under 35 years of age, physically 
sound, 5 feet 5 inches high, with a special knowledge of 
geography and the location of railroads and steamboat 
lines. The entrance salary is $900, increasing to $1,500 
per year. At first the man serves at some railroad ter- 
minal where he sorts out the mail as it is delivered to 
him from the train and assists in distributing it to 
the wagons which carry it to the different stations in 
the city. When he is assigned to service on a railroad 
train on which he receives the mail pouches from the sta- 
tions along the route and reassorts the mail for delivery 
to other stations, he may be assigned to night duty, in 
which case he has free periods of several days between 
periods of service. 
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PRACTICAL EXERCISES 


1. Assuming that the New Jersey reports are correct and that 
aman begins to work at 18, serves 3 years as a trackman, 4 as 
a brakeman, 8 as a fireman, and thereafter works as an engineer 
until he retires at the age of 60, if he loses 10 per cent. of his 
wages on account of unemployment and sickness, find his total net 
earnings, supposing that his support costs him $600 per year. 

2. Assuming that a railroad agent at a small station earns the 
average pay of agents, and that on becoming 25 years old he is con- 
vinced that he has no prospects of advancing himself as an agent 
and decides to learn telegraphy; assuming that his expenses and 
loss of wages while he is taking the course amount to $900 and 
that he secures a position as telegrapher and serves as such 4 
years, receiving the average wages, and then secures an appoint- 
ment in a commercial office in which he makes the average wages 
of that class until he retires at 60; compute his gain by making 
a change. 

8. Assuming that a railroad clerk had attained the average as 
given in the New Jersey table at 25, and being convinced that he 
had no satisfactory prospects, he prepares himself for the railway 
mail examination, secures an appointment when he is 28 at the 
minimum salary and has an annual increase of $100 until he 
reaches the maximum at which he serves until he retires at 55, 
compute his total gain by the change. 
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WAGE INFORMATION 


The Bureau of Labor Statistics of New Jersey requires the 
railroads operating within that state to report annually the num- 
ber of employes, their classification and earnings. The following 
tables are computed from the report of 1912; slightly higher 
schedules have gone into effect since: 


Number. Class. ° Ay. earnings. 
Soi hnsinecrsimeeu ee eee suet aitctionetet oherels cue lers $1,536.55 
1 SS2 7 CONGUCTOPS) Vee ce cee « She ee eee elon 1,354.65 
15202, \Yardmen” <2. 2.': ER SCAT ONO RS REO OFC 959.65 
TRS SHAM TOMIOM, | sc Are ctet heneaas 6 el ane Reet eee et ciate cneiete 958.50 
a0  ESTAKOMECN. . 5's ss 6 cis c eerie chs aie nee unt 857.34 
(el OGarh Lrackniren Neves ii aetna etonanets teleterone abe orer oe 496.27 

S249 fAgents jand! assistanteuc. oe eae cece 846.57 
930m Delegraph, operators... creel re ee ele 802.27 
Le COM FOLD RRs Rare te HBr Slee eae halter, i ne eM RR OPES 764.41 
4,652 Mechanics and Helpers ..........00s00% 792.61 


The Department of Labor of New York reports in its annual 
statistics the earnings for these classes as reported by the mem- 
bers of labor organizations through their officers. These figures 
do not include all of the workers. Based upon the returns for 
the first quarter of 1912, the earnings of certain classes show the 
following averages for the year: 


STEAM RAILROADS 


FENGINECEES) |< 0 cpotereteres -s $1,672.84 Motormen and guards 
CONGUGCTOLS ia, scs.cisisne eee 1,401.24 on electric trains. .$1,271.32 
Switchmen’ ficients sce 1,286.56 ClerkSnyr eit. lekerae 765.84 
Train and yardmen.. 1,036.12 Telegraph operators.. 775.80 
Baggagemen ........- 715.16 Mechanics .......... %46.00 
Trackmen .........-. 649.40 


OTHER CLASSES 


St. railway employees $845.68 Boatmen ....... veces (POLOLLO 
Masters and pilots... 1,409.56 SCAMERY | cisksishs ere eure 787.04 
Engineers, marine.... 1,308.68 Commercial telegraph 

Firemen, marine ..... 699.16 Operators: Gisic woe 1,123.60 


From the report of the Department of Docks and Ferries of 
New York City the average salaries appear as follows: 
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CHAPTER XIV 
Factory WorxK 


Ir has been pointed out that fully one-fourth of all 
the male workers in a city like New York are doing 
some one of the many kinds of easily learned manual 
labor at wages which yield them little more than a liv- 
ing. This work requires full grown men and those who 
read this, if they are worth anything at all, by the time 
they are old enough to be useful in manual labor will 
have found some more promising work. It is not so 
easy, however, for them to escape the low-skilled grades 
of factory work in which fully one-fifth of our male 
working population is employed. 

The demand for higher wages on the part of skilled 
workmen has led manufacturers to cheapen the cost by 
introducing machines to do many things which were 
formerly done by skilled men. Many of the lighter ma- 
chines are as easily operated by boys as by men; and 
since boys are willing to work for lower wages, and since 
the boys who are just from school are energetic, they 
are frequently more profitable to the employer than 
such men as are compelled to accept this kind of work. 
The legal restrictions against employing boys under 
fourteen and the inconveniences which arise from em- 
ploying boys between fourteen and sixteen for the work- 
ing day that is shorter than the regular day, have made 
an excessive demand for boys who have reached the age 
of sixteen. This excessive demand has had a tendency 
to make the beginning wage for boys in factory work 
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higher than in the more promising lines of work in 
which the inexperienced boy is not so profitable to the 
employer. Whether driven by necessity or by his unrest, 
it is easy for him to find something to do. 

Go with him into the manufacturing districts and 
find what is offered him. In the first building which 
has its cards of invitation hanging in the window you 
find that without asking any questions they are willing 
to engage your boy. They take him into the shop and 
ask him to attend an automatic machine or a series of 
machines which make bolts or small nuts for bolts. The 
work of the boy is to note the regular operation of the 
machine, to stop it by pulling a lever, if anything inter- 
rupts the machinery, to call the attention of the fore- 
man to it, and to carry away the trays as they become 
filled with finished parts. The pay is $8 after the sec- 
ond week; the smooth running machine has a fascina- 
tion for your boy, the pay seems attractive to him and 
he wants to go to work. You note the long rows of 
boys in the shops, the few men who are employed in 
work which requires intelligence and you lead your 
boy away. The next offer is to watch a machine which 
spins copper wire and winds it on spools. The shop 
is better hghted than the first, the seemingly good pay 
and the thought of the needs of the family incline the 
boy to accept the work, but you dissent and go farther. 
You climb a stairway to a small room in a loft. It is 
a gold-beater’s shop. He can use a boy. Small strips of 
metal are to be laid between strips of leather and beaten 
out until the gold foil becomes very thin as used by 
bookbinders and painters. Oh, yes, with a little practice 
the boy might soon earn $9 per week. Again you re- 
strain the boy’s eagerness to make easy money. In suc- 
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cessive blocks chances may be found for pasting labels 
on cans of paint, cutting cakes of soap out of bars, slip- 
ping blotters between freshly printed sheets as they are 
delivered from the press, and a hundred other similar 
kinds of work are offered every day of any fairly pros- 
perous season. 

There is nothing to be said against any kind of honest 
work, provided it gives a man his livelihood and does 
not prove to be his undoing. Hundreds of young men 
enter grades of low-skilled work, and hope that by at- 
tending evening classes they may prepare themselves 
for something really promising, but the daily routine 
of the shop, and the wear and tear of the trip to and 
from the shop so weary them that their good resolutions 
are soon forgotten and it is little wonder that less than 
one-third of them are able to carry out their plans for 
their development. 

There are, however, those for whom no blind alley can 
become a prison. Some have the strength and ingenuity 
to climb any wall which looms up at the end of the 
alley. One young man began as a burnisher of brass 
fittings; he soon had his observant eyes opened to the 
fact that the most important man in the large factory 
was the mechanical engineer ; by inquiry, he also learned 
how mechanical engineers are made. In due time, he 
escaped from the chrysalis of youth into the manhood 
of a mechanical engineer. 

Another young man argued with himself that in any 
kind of work in which the great mass of the workers 
had little ambition and no breadth of general intelli- 
gence, there was less competition for the few important 
positions which are found in all specialized work. He 
stuck to it, learned factory management by studious 
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reading and attendance upon lecture courses and finally 
became a specialist in the managament of knitting mills. 

Still another who began as an operator of a machine 
at which during the course of a working day he was 
supposed to stamp out of sheets of metal 4,200 tops for 
tin cans, dreamed a dream in which he discovered him- 
self the successor to the grouchy and much-hated fore- 
man of the factory. If half of what social workers say 
is true, there are thousands of factories in which the 
present deteriorating conditions under which work is 
done could be remedied. The call of the times is for 
men with sufficient experience in particular processes, 
coupled with sound and well-matured judgment, to take 
the places which must soon be vacated by the managers 
born of other and different times. These new men will 
be more successful if they come out from among the 
workers in those industries which they are to regen- 
erate. 

It is useless for a worker who drifts into unpromis- 
ing occupations to add to his unhappiness by blaming 
industrial managers. In every community there are 
those who are willing to accept easily learned work for 
a bare living wage; but those who expect more must 
qualify for something that is worth while. By strenu- 
ous efforts they can do this while they are supporting 
themselves by doing specialized factory work; if, how- 
ever, they can choose it is well to get into an industry 
in which the larger numbers of the workers earn a 
profitable wage. I note that in 1912 in the entire state 
of New Jersey, 14% of the male workers in candy fac- 
tories were earning as much as, or more than, $15 per . 
week; while in the making of wood and paper boxes, 
16% of the male workers over 16 years old were earning 
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$15 a week and more; in the making of brooms and 
brushes, 20%; in carriage and wagon factories, 50%. 
A table is given showing how estimates can be made of 
the prospects in different industries. 

This table is worth studying. It shows that in the 
making of cornices and skylights a man has 75 chances 
out of a hundred of earning more than a laboring man 
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and 22 chances of earning twice as much; while in the 
making of brick there are only 30 out of a hundred of 
wage-earners who make more than the average laboring 
man and only 13 out of a hundred who attain to $15 
a week in New Jersey. 

In other localities the rates of wages are different 
but the ratio of those earning a profitable wage to the 
whole number of workers is about the same and has 
about the same relation to the wages which the work- 
ingman can earn in the particular localities. This is 
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well illustrated by this chart of the hourly rates of wages 
paid in the cigar factories of different cities as given 
in Bulletin 135 of the Department of Labor and Com- 
merce. Here you will note that in Baltimore about 
50% of all the workers receive over 20 cents per hour, 
or $11 per week, while in New York 50% receive over 
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CHart SHOWING PERCENTAGE OF ALL WORKERS IN CIGAR 
_ Factories RECEIVING SpeciFIeED Hourty Rates or Pay. 


30 cents per hour, or $16.50 per week. This difference 
is somewhat greater than the difference of the wages of 
the casual laborer in the two cities, probably because 
in Baltimore the larger number of factories make a 
cheaper grade of goods. 

This tendency to cheapen labor through the intro- 
duction of machinery has probably not reached its full 
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limits. Many kinds of work which until recently have 
been carried on by skilled men are now being done in 
factories. Just a short time ago most of the baking 
was done in small neighborhood shops. A workman be- 
gan as a helper at about the wages of a manual laborer, 
worked successively as a third hand, second hand, and 
baker, so that in the course of two or three years he 
would be making from $18 to $22 a week, and instead 
of doing one thing all the time in the small shop he 
would be changing about from the harder to the less 
difficult work during the day. 

These small shops still exist and although it is pos- 
sible for a young man to learn the whole of the trade 
in one of these small shops in three years and with an 
investment of $1,200 to $1,500 start a shop of his own, 
the construction of many enormous plants in our cities 
during recent years indicates that this work is being 
done more and more in these large plants, in which the 
best paid factory hand is the foreman at from $20 to 
$30 per week. An oven tender works in heat all day 
long but rarely makes over $1,000 a year; a mixer makes 
even less; and the rest are helpers who are doing all day 
long the one same kind of work, which is easily learned. 
The mixing is done by huge machines; the dough is 
cut into loaves of the right size by other machines from 
which the conveyors carry on endless belts the lumps of 
dough through the ovens, and return them to the wrap- 
ping room where the tissue paper covers receive them 
when they are ready for the shipper. 

The same process has gone on in the making of boots 
and shoes. ‘T'wenty-five years ago the customer went to 
the shoemaker, had his measure taken and his shoes 
made by one man who was a highly skilled man work- 
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ing at a trade which he learned by serving a four years’ 
apprenticeship; after that he served as an assistant 
in a shop and then opened a shop of his own. His 
customers were his clhents; he took pride in his product 
which was both a superior‘and durable article. Al- 
though his day was long, his work was less irksome be- 
cause he changed from one kind of work to another 
during the day. 

This has been changed and the modern shoe factory 
has so divided the work that in the making of shoes 
there are over one hundred and fifty processes and in 
the factories in which they are made there are few men 
who can make a shoe. In these factories 50% of the 
male workers earn less than the wages of an able-bodied 
laborer, while perhaps 2% of the men in the shop earn 
as much as $25 per week. 

The managers of factories must have more experience 
than can be obtained in any one department, and _ be- 
cause the shops themselves do not produce such men of 
all-around experience there has been a demand for the 
establishment of schools for training them. Many 
young people are urged to enter upon courses in such 
schools to learn the whole of skilled trades. Before 
starting upon a course of training in such schools a 
young man will do well to study the tendencies in those 
trades which are commended to him and to make sure 
that the specialization has not been carried so far that 
promising prospects have been well-nigh eliminated. 

Here again it is more than likely that the really valu- 
able man is the man who has been trained to handle 
men and knows how large industries are organized and 
managed, rather than how the processes are carried on. 
The best preparation for this kind of work is a good gen- 
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eral education, such training in leadership as one gets 
in the athletic field, and such a knowledge of the inter- 
relation of productive processes as one gets by taking 
a course in cost accounting, bookkeeping, and trade 
economies. 

A young high school student who had worked his way 
through a civil engineering course in the university 
found that on account of circumstances in his family he 
could not embark on a profession which demanded a rov- 
ing existence. He therefore accepted a position as an 
assistant to the manager of a large factory producing 
enameled ware. His training in mathematics, particu- 
larly in the use of formulas, and his ability to reduce all 
sorts of related operations to concise diagrams, made 
him a valuable man to this establishment and profitable 
to himself. 


CHAPTER XV 
LAUNDRIES AND CHEMICAL INDUSTRIES 


_ Tuer tendency towards centering productive work in 
large factories has compelled a more scientific study of 
the methods of production and the possibilities of ap- 
plying new discoveries of science to operations which 
have heretofore been done by traditional methods. This 
suggests new fields for wideawake young men with a 
thorough scientific education. A brief study of the de- 
velopment of the power laundries will suggest some very 
promising opportunities. 

The modern steam laundry had its beginning in 1870. 
In 1909 125,000 people in the United States were de- 
pendent upon them for their livelihood, and in that year 
the public paid $104,000,000 for having their work done 
in these establishments. When one considers that in 
the same year over a half million of people were still 
engaged in doing laundry work by the old methods, one 
can readily see the possibilities for an enormous exten- 
sion of these power plants. 

In a well-organized laundry there is a receiving de- 
_ partment to which the drivers who collect the work from 
the customers deliver their bundles. The work is 
marked, assorted and listed in such a way that mis- 
takes in delivering the customer’s own goods may be 
avoided. ‘The assorted goods are then sent to the sev- 
eral departments in which the different kinds of work 
are handled. Here the work is placed in huge revolving 
cylinders filled with warm water which has been mixed 

102 


LAUNDRIES AND CHEMICAL INDUSTRIES 103 


with the proper soaps and washing compounds. After 
being subjected to mechanical action until all the dirt 
and grease have been dissolved, the goods are rinsed in 
waters of successively decreasing temperatures, after- 
wards placed into rapidly revolving open machines for 
the purpose of driving off moisture, and further dried 
in steam-heated apartments. The starching and iron- 
ing processes follow, then the resorting of the finished 
work and the preparation of the bundles for drivers to 
deliver to the customers. 

The mixing of the washing compounds, the making 
and testing of the washing solutions, the bluing, and 
starching solutions, involve a knowledge of chemistry ; 
the regulation of the speed of the washing machines and 
of the extractors, and the changes in temperatures so 
as to minimize the deleterious effects upon the animal 
and vegetable fibres of goods, involve the application of 
principles of physics; the methods of routing the goods 
through the processes and of insuring their correct de- 
livery require a knowledge of factory management; 
while the proper handling and the care of the human 
factors of the establishments require no small knowledge 
of sanitation, hygiene and psychology. 

The development of these power plants has been so 
rapid that it has not been easy for the managers to give 
attention to all these details. Since 71% of the wage 
earners were females whose average length of service 
was but a few years, the question of proper organization 
of the working force presented some special difficulties. 

The career of a graduate of one of our universities 
who had specialized in industrial chemistry illustrates 
the possibilities in an industry which has been treated 
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with a good deal of severity by students of industrial 
conditions. . 

He dropped into one of our smaller cities, hoping to 
find some field for the use of his developed capacities 
near home. In his disappointment he felt that his ne- 
cessities would compel him to take up anything. His 
attention was called to the laundry industry as a prom- 
ising field. With grit and energy he accepted a chal- 
lenge from a hard-headed manager who had little faith 
in college boys’ value in the workshop, and was em- 
ployed as an attendant to a washing machine. He 
learned the processes, studied their meaning and the 
scientific principles involved, and in due time took up 
in succession the other operations. It was not long 
before the manager was convinced of the possibilities of 
improving his output and of simplifying his processes. 
He placed the student in charge of his establishment. 
Experiments were carried on in order to standardize all 
operations. ‘These experiments attracted the attention 
of other managers in the city, with the result that within 
two years the young man who had been an operator of 
a washing machine was the expert adviser of the laundry 
association of an entire city, and in position to dictate 
terms to a score of managers. 

An experienced laundry manager expressed the opin- 
ion that if the ordinary laundry worker could be super- 
vised in such a way that the best available scientific 
knowledge would be applied to his work, the wearing 
life of apparel would be increased fully one-third. The 
addition of one-third to the usefulness of the goods for 
the cleaning of which the laundry men in this country 
are paid 104 millions of dollars would aggregate an 
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enormous sum and it suggests a possibility of working 
out economies worth considering by any young man. 

What is said of the laundry establishments applies 
with equal emphasis to the rapidly increasing number 
of dry cleaning establishments; and the same oppor- 
tunities may be found in many of the food products 
and chemical products industries. The same conditions 
prevail and the same kind of opportunities may be found 
in establishments making soap, paints and varnishes, 
fertilizers, and in paper and pulp mills. 

In most of these industries the mechanically inclined 
worker may learn to become an expert in the uses of 
the special machinery which is required to such an ex- 
tent that he may commend himself to the manufac- 
turers of such machinery for employment as a sales- 
man, demonstrator, or for the installation of new types 
of their machines. Moreover, a few years of service in 
some one of the scientifically managed establishments 
of any one of these industries will furnish the right kind 
of experience for a profitable career in one of the many 
concerns which are continually being reorganized. 


CHAPTER XVI 
TEXTILES AND CLOTHING 


THis group ranks third in the general groups 
of industries in the United States, being exceeded 
only by food and other kindred products and 
by iron and steel and their products. If comparison is 
made on the basis of the number of wage earners, it is 
first. In 1909, 1,437,258 persons, or 21.7%, of all the 
wage earners in the manufacturing industries in the 
country were engaged in this group. 

Much of the work in the textile and clothing indus- 
tries requires but a short period of training on the part 
of those who engage in it. They therefore furnish em- 
ployment for a number of low skilled laborers. The 
earnings are necessarily low, and the work being highly 
specialized the employe has but little opportunity to 
learn anything beyond the small part of the work that 
is assigned to him. ‘There are, however, some skilled 
laborers required, and the wages received by them are 
good. A young man who is intelligent and alert may 
find opportunities for advancement in any of the various 
branches of those industries. 

Under textiles are grouped cotton, carpets, knitting, 
silk, and woolen mills, and establishments for dyeing 
and finishing textiles. In carpet, cotton, silk and 
woolen mills many of the occupations are alike. In 
each are carders, picker hands, reelers, beamers, warpers, 
spinners, loom fixers, and weavers. In knitting mills 
that make their own yarn there are also carders and 
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spinners. In dyeing and finishing mills there are reelers 
and beamers of warps, but otherwise the occupations in 
knitting mills and dyeing and finishing places are un- 
like those in the other mills of the group. 

The most skilled employes are the foreman, second 
and third hands, fancy weavers, mule spinners, warpers, 
slasher tenders, loom fixers, card grinders, spinning and 
frame fixers. Most of the other operations require but 
little skill, as the machinery has been so highly per- 
fected. 

In the second class are those who have acquired dex- 
terity in tying knots or twisting ends together. These 
are frame spinners, plain weavers, and nearly all those 
who tend machines. The helpers by acquiring skill will 
in time find places in this class. The third class is 
made up of those who do manual work that requires 
neither skill nor experience. Some of these receive 
as low as $3 or $4 a week. From this the wages range 
up through $7, $8, $10, $12, $15, and $25 a week, and 
some more than this. Foremen and overseers as high 
as $38 or $40 a week. 

In clothing factories the employes of the highest skill 
are superintendents, foremen, designers, sample makers, 
and finishers. In the second grade are pattern cutters, 
spongers, bushelers, hand sewers, basters, sergers, press- 
ers, padders, and machine operators. In the third class 
are pasters, turners, ticket sewers, and some other work- 
ers of corresponding ability. The wages correspond 
with those of the textile industries. 

Young people sometimes find this work the only field 
open to them and, because of the necessity for their 
earning money, they are obliged to accept positions in 
one of these low-paying occupations. Many of them 
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have succeeded in gaining promotions and finally re- 
ceiving good wages. Some, too, by making the most 
of their opportunities for improvements, have been able 
to find more remunerative employment in some other 
industry. Young men have been able to rise to mem- 
bership in the firm or to engage in manufacturing for 
themselves. In the clothing business there are many 
opportunities for individuals to go into business for 
themselves. 

The experience and knowledge gained by a young 
man in working his way up through an industrial con- 
cern of this kind is the best possible training for sales- 
manship, providing he possesses the other qualities of a 
salesman. 

The opportunities for learning a business are greater 
for an apprentice in a custom tailoring establishment 
than in a large factory, and the possibilities of becoming 
an individual proprietor are greater. 

In the state of New Jersey in 1912 less than 30% 
of all the males in these industries were earning over 
$15 per week. An increase in number of female work- 
ers has had a tendency to reduce wages paid to men. 
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CHART SHOWING THE PERCENTAGES OF ALL MALE WorKERS OVER 
16 Years or AGE AVERAGING SPECIFIED WEEKLY EARNINGS 
IN CERTAIN TEXTILE INDUSTRIES AS REPORTED BY THE NEW 
JERSEY BUREAU OF LABOR STATISTICS FOR 1912. 


CHAPTER XVII 
THE PrIntTING TRADES 


WHENEVER possible young men who are compelled to 
leave school should try to secure a regular apprentice- 
ship contract with shops employing skilled workingmen. 
Printing is one of the skilled trades in which such con- 
tracts may be secured by boys of sixteen years of age 
and for this reason the subject is considered at some 
length. 

Printing as a trade is so varied in its nature, and 
so much specialized, that a youth trained in one class 
of work may find himself handicapped for a time on en- 
tering another office in which the business is of an alto- 
gether different kind. There are thus various classes of 
printers: publishers, who manufacture their own books 
and own a printing office; printers, whose chief business 
is to print books for publishers; jobbing houses, for 
commercial and display work; newspaper offices; manu- 
facturing stationers, whose work is chiefly the printing 
of account books and to whom the printing is but a 
small part of their business; and plants owned by manu- 
facturers and commercial houses in which some of their 
own work is done. 

Since a worker can usually acquire skill in only one 
of the printing trades, he should carefully study the 
requirements and prospects in each before making a 
selection; and if he should be compelled to accept other 
work at the outset he should make an effort to get into 
the desired line as soon as possible. 
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The conditions under which the men work are gen- 
erally good; but, on account of prevalence in the atmos- 
phere of the print shop of certain impurities arising 
from the ink, dryers, and lyes in some departments, 
and perhaps some contamination from the type itself, 
and because much of the work requires stooping over 
forms, young people with weak chest development 
should hesitate about taking up this work. 

Any boy desirous of learning this trade should be in- 
telligent, well educated, and active, and have good eye- 
sight. He should have satisfactorily completed his 
grammar school course, and should be interested in 
books and what is passing round him; for the more 
knowledge he possesses the more able is he to perform 
his work. 

To be a quick and intelligent reader, to know how to 
punctuate and to have formed the habit of correct 
spelling are essentials. 

There are many things about the printing trade that 
make it different from any of the other skilled trades. 
The associates which the apprentice finds in the shop 
are usually of the good type of men. While the work- 
er’s hands are busy his mind finds a variety of interest 
in the many kinds of jobs which are assigned to him. 
As a rule, there is no demand for Sunday work, except 
in newspaper offices. 

In most of the printing trades the work is eight 
hours a day, although in some shops the time may be 
nine hours. Because printing is so closely related to 
so many different trades, the temporary stagnation in 
any one line of work does not completely cripple the 
business, and, although the business may have its pe- 
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riods of depression, it never comes entirely to a stand- 
still. 

In selecting an occupation a worker may consider the 
possibility of learning some business or trade in which, 
after having served his apprenticeship, he may start in 
business for himself. 

Viewed from this standpoint the printing trade pre- 
sents many peculiarities. It seems easy to begin a shop 
on a small scale without foreseeing some of the peculiar 
difficulties which will later confront the small business 
man. As one employer expressed it: “Printing as a 
business presents all the difficulties and irregularities 
of any kind of contracting work. It presents the same 
difficulties of handling help and working out economies 
in the use of raw material as any manufacturing indus- 
try, and it likewise presents the same difficulties of 
marketing the product and making the collections as 
any retail business.” It was the opinion of one man of 
long experience that less than 40% of those who em- 
bark in business for themselves secure for their services 
more than that which they could earn in the way of 
wages. 

The boy who goes to an apprentice school at the out- 
set learns to set type, and if he continues long enough 
he may become a compositor. The compositors form 
a large proportion of the workers in the printing trade. 
Until a few years ago, nearly all of the type was set 
by hand. By the introduction of the linotype machine 
the setting by hand for newspaper work, except for 
headlines, generally became a thing of the past. Later 
a monotype machine was invented, and this machine, as 
well as the linotype machine, is used in setting up type 
for books. It requires a good deal of training and skill 
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and a habit of absolute accuracy to operate these ma- 
chines successfully. 

The composing room is usually a well-lighted place. 
The apprentice in the composing room begins at the 
work of cleaning up the room, washing type forms, and 
learning the case; and later he may be assigned to 
the work of distributing. In this way he learns the 
different cases in which the fonts of type are kept. As 
soon as he has learned this he may be asked to assist 
in setting up type. This is easily learned, but it re- 
quires long practice to acquire profitable speed, and 
for this and other reasons the period of apprenticeship 
before receiving full pay is usually five years. During 
the latter part of this period he may be assigned to stone 
work, locking up the forms; that is, arranging the pages 
of type which come from the compositors in an iron 
frame called a chase ready for the press. If he takes 
care during this period to perfect himself in spelling, 
grammar, and punctuation he may become a proof- 
reader. The proofreader receives the first impression 
from the newly set up type, compares it with the manu- 
script from which it is set, and marks the mistakes 
which the compositor has made. As he examines the 
first printed impression he has a copyholder who reads 
the manuscript for him. Sometimes the copyholder 
is a girl and sometimes is the apprentice. 

Well-trained and accurate compositors may be as- 
signed to the operation of the typesetting machines. 
Sometimes a compositor while he is serving his appren- 
ticeship takes a course of instruction in operating the 
typesetting machines. In most of the large cities 
schools are found where operating is taught. The 
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course continues a few months and generally a small 
fee is charged. 

The apprentice in the composing room usually starts 
at from $4 to $5 per week at sixteen years of 
age. In places where boys have had a year or two at 
a printing school the pay may be higher for beginners 
in the shop and the time required for the apprenticeship 
less than five years. During the first two years he may 
be advanced to $7 to $9 per week. A good com- 
positor may earn from $900 to $1,100 per year. Com- 
positors on job work who are unusually skillful may 
earn as high as $1,200 per year. 

The errand boy who goes into the composing room or 
into the office of a printing house may receive from $4 
to $6 per week, and if he does not care to learn the 
trade, or is deficient in his elementary education, he 
may be used to deliver small packages of printed mat- 
ter to customers. He may work into the stock and cut- 
ting room later, where the paper is kept and where the 
large sheets are cut on heavy machines into the correct 
sizes for the press room. 

After the forms are arranged ready for printing they 
are sent to the press room. In this room there are 
small presses, fed usually by hand, and large cylinder 
presses. 

The apprentice in the press room usually begins as 
a sort of useful boy, to wash off type forms, clean ink 
from the presses, wash ink rollers, and do other neces- 
sary work. The low pay for this work may seem small 
to the boy who compares it with the cleaner work in 
the offices and stores which is done by his neighbor’s 
sons for higher pay at the beginning. This may tempt 
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the apprentice to quit his job unless he has some grit 
about him. 

It will not be long before the apprentice will be able 
to feed cards and small jobs into the printing press 
and later learn to ink his press and make it ready for 
printing. At this stage he will receive from $7 to 
$10 per week. If he is of a mechanical turn of mind, 
he may take some evening mechanical courses at the 
school and thus learn to handle machinery and become 
a foreman in the job press room or an assistant or 
pressman on the cylinder presses at good pay. 

The master pressman is a sort of an aristocrat among 
printers. He is the one who finishes the work for the 
eye of the public. If, with mechanical skill he has ar- 
tistic taste, he becomes a real artist in this line. It will 
be well for the apprentice in the press room to learn 
something about combining color, and such a knowledge 
of lights and shadows as a course in freehand drawing 
or color design will give him. 

Because the type is made of soft metal printing is 
not done directly from the type for large orders or for 
newspapers; instead, by processes not easy to describe, 
forms of hard metals are made. These forms are called 
electrotypes or stereotypes. A good strong boy with a 
knowledge of physics and chemistry, fond of experi- 
menting with chemicals and electrical apparatus, will 
make a good apprentice for this department. His ad- 
vancement and rate of pay will be about the same as in 
the job room. 

Engraving is the general name given to the busi- 
ness of making the plates from which maps and pictures 
are printed. ‘These are drawn on paper by drafts- 
men and artists. In newspapers these artists frequently 
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receive very high pay, the reports received from seven- 
teen workers showing an average of $1,512 per year. 
Formerly all these drawings had to be engraved on 
blocks of wood, from which they were printed. Now 
most illustrations are made by the half-tone or zinc 
process. After the picture is drawn or photographed, 
as the case may be, a negative is made, and this is 
printed on the plate, either zinc or copper, and finished 
by the use of chemicals. There is a great demand for 
these photo-engravers and the pay is good. Reports 
from seventeen show average earnings of over $1,200 
per year. 

Some illustrations are printed from flat stones upon 
which they are drawn from sketches made by the artist. 
This process is called lithography. These tranferrers 
must be very careful men. The average earnings of 
twelve reported reached over $1,100 per year. Those 
who run the presses which print from these stones re- 
ceive somewhat better pay than the other pressmen. 

There is no regular apprenticeship system in electro- 
typing, stereotyping, or engraving. A boy with a high 
school education and a fondness for drawing, chemistry, 
and physics ought to do well in these rapidly expanding 
branches of this trade. He would go into a shop as a 
general utility boy at from $3 to $5 per week, and 
his advancement would depend upon himself. It is 
unfortunate that in these highly useful, interesting and 
difficult trades the only way that a worker can succeed 
is to pick up what he can without systematic instruc- 
tion. For this reason a boy is not lkely to get along 
well if he has to be told several times before he learns 
any new things. 

In the making of account books, before printing the 
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sheets, it may be necessary to pass them through a 
curious machine on which, by an ingenious arrange- 
ment of self-inking pens, colored lines are ruled into 
the paper. 

The ruling and printing for books is done on large 
sheets, which must be folded to the proper size in 
such a way that the pages shall be in the right order. 
These folded sheets are called signatures. 

Sometimes engravings are to be inserted or pasted 
into the folded sheets. This work is usually done by 
girls, as is the collection of the signatures into a book 
and the sewing of these together. Most of the sewing 
is done by machines whose operations are easily learned. 

The sewed sheets must have their backs rounded and 
strengthened and the leaves trimmed on the front and 
ends. This is called forwarding, the pay of an experi- 
enced worker being usually from $12 to $15 per week. 

The sheets are now ready for the covers or cases, 
which are made by the case makers. This work is done 
mostly by men, although women also are engaged in 
making the covers or cases. This, with the finishing of 
the book and the stamping on of the title, is done by 
the experienced bookbinder. 

Much of the work of bookbinding is done by ma- 
chinery, but there is still a demand for finely bound, 
hand-made books. Many bookbinders have become ar- 
tists in this sort of work, and their skill commands 
high wages. 

The workingmen in these trades are well organized, 
and the unions are sanely conducted. The wages are 
more uniform throughout the country than in some of 
the other skilled trades and the increase in the demand 
for workers is also so nearly uniform that a skilled man 
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will have little difficulty in finding work wherever he 
goes. In New York City in the ten years covered by 
the last census the male workers in these trades in- 
creased by 20,000, of whom 7,000 were skilled men. 
This means an increase of about 50%, while in the 
whole of the state of New Jersey the increase was 
nearly in the same ratio; in Philadelphia, 33%; and 
for the whole of the state of Texas about the same. 
The average earnings of all shop workers, male and 
female, was in New York City for 1909, $690; for the 
whole of New Jersey, where there were fewer female 
workers in binderies at low ages, $709; Buffalo, $627; 
Philadelphia, $603. 

In examining figures of this kind, because the aver- 
age earnings of the salaried office workers in the print- 
ing trades was in New York, $1,195; in Buffalo, $1,018; 
and in New Jersey, $1,143, the student will be inclined 
to believe that the pay of the office worker is higher ; 
this inference would be warranted in the industries in 
which the pay of the skilled man was not so very much 
above the average worker. A fair comparison of the 
pay of the different classes of workers can be made by 
examining the diagram on page 120, showing the dis- 
tribution of all the workers on the wage scale. 

The young man who plunges into his work with all 
his heart and soul is bound to get ahead. There are 
always chances to work up to foreman, superintendent, 
or manager. This means not only that he must know 
his trade, but he must know many other things related 
directly and indirectly to his work which can only be 
learned by hard study. Courses of instruction should 
be carefully planned for himself by the young appren- 
tice. 
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a course may be followed in the second year by a course 


to take an evening course in business English. 
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trade, he will not forget that a well-balanced man must 
have other interests. The nature of his work is such 
that outdoor exercise and interest will greatly increase 
his efficiency. The young workman will connect him- 
self with athletic or social organizations, and it will 
be well for the older printer, if he can, to spend an 
hour or so a day during the summer in gardening or 
other outdoor work. 

To help the young apprentice look forward to a larger 
life than the life of the shop, I have recalled the his- 
tory of a few young printers who made their trades the 
foundations of success. It is true that in a large shop 
only a few of the many beginners can attain to the high- 
est positions, but the printer who works his eight or nine 
hours a day in the shop may find profitable uses for 
some of his outside time in many lines. 

One young man whom I remember took his savings 
to make the first payment on a suburban home, securing 
the balance of the money from a building and loan 
association, agreeing to repay it in monthly install- 
ments. After he was settled he became dissatisfied with 
the management of the loan association, secured his 
own election to the board of directors, and later became 
secretary and manager of it. His extra pay for this 
was sufficient to meet his obligations on account of the 
loan. For many years he devoted himself to the work 
of the management of this loan association, helping 
workingmen to purchase homes on easy payments. He 
was not only a good printer but a very useful citizen. 

A young Italian apprentice pressman who asked me 
to get him a position so that he might get out of a 
shop which seemed to offer him no prospects, took my 
advice, worked into the composing room, served as a 
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job compositor, and made himself useful to his em- 
ployer by soliciting orders in his outside hours from 
the small tradesmen in the Italian section of the city 
in which he lived. The employer paid him a commis- 
sion on these orders. 

In this way he accumulated customers of his own. 
After he had mastered his trade and saved some money, 
with the encouragement of the manager of the large 
establishment in which he learned his trade, he opened 
a small shop of his own in the Italian section, making 
arrangements with his former employer to execute his 
large contracts and to do his machine composition. This 
arrangement has been kept up for several years. Mean- 
while the young Italian is rapidly forging ahead as 
the leader of his race in that city, and before many 
years I expect to see him represent his section in the 
city council. A good printer, a loyal employe, he has 
become an influential citizen. 
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CHAPTER XVIII 
Tur Merat TRADES 


APPROXIMATELY 100,000 wage earners in a large city 
like New York are dependent upon the metal working 
shops for their livelihood. In our more exclusively 
manufacturing cities these workers form the largest 
group of wage earners. Because the work requires fully 
matured men of a good common school education, the 
boys who leave the elementary schools do not usually 
go into these occupations, and, because of the low in- 
itial wages, the older boys who leave school are not 
inclined towards these shops; so that we find that these 
industries are recruited chiefly from the immigrant 
classes, more than 50% of the skilled workers in these 
trades in New York City being foreign born. In re- 
sponse to a special inquiry that was made by the De- 
partment of Labor of the State of New York in 1908, 
the number of persons under 18 years of age who were 
being trained by the employers for skilled work in these 
industries was less than 1% of the whole number of 
persons employed. ‘The processes carried on in these 
shops are becoming more and more complex and re- 
quire more intelligence, so that the demand for skilled 
men at good pay is constantly increasing and employers 
are giving more encouragement to apprentices and show- 
ing an inclination to make special arrangements for 
their training; therefore it is well for us to consider 
these industries at some length, because they offer spe- 
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cial opportunities for young men who have outgrown 
unpromising occupations. 

In the extraction of ores and the management of 
mines technical experts, skilled mechanics, and office 
assistants of all kinds are needed, but the greater part 
of the work is done by laborers. With the greater per- 
fection of machinery, however, the laborer is being dis- 
placed and the skilled man to manage the improved 
mechanical appliances is being more and more in de- 
mand. 

The same may be said of the handling of the ore 
and the production of iron and steel in the blast fur- 
naces, steel works and rolling mills. The blast fur- 
naces are great shed-like buildings out of whose roofs 
cylindrical furnaces lift their tops. Nearby great der- 
ricks lift the ore out of vessels or cars, dump it into 
buckets fastened on endless chains, which carry it to 
the top where, with quantities of limestone, it is dumped 
into the seething furnace, into which also at regular 
intervals loads of coke are cast. In other buildings are 
powerful engines which operate the ore-handling ma- 
chinery, drive giant blowers, which force into the fur- 
nace currents of air which have previously been heated 
in large ovens by gas from the gas-producers. The fur- 
naces contain from five hundred to six hundred tons 
of a fiery mass at temperatures ranging from 500 to 
5,000 degrees Fahrenheit. The impurities float on the 
top of this mass, and at regular intervals the molten iron 
which settles to the bottom is drawn off through small 
canals into molds previously made in the sand on the 
floor of the furnace shed. Here the iron is allowed to 
cool and harden into bars of cast-iron weighing ap- 
proximately one hundred pounds each. In the modern 
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furnaces, which are huge automatic machines, there is 
little of the old-time exposure to all manner of hard- 
ships. All that the attendants do is to press a button 
here and push a lever there to regulate and to adjust 
the machinery. The demand is for technical men who 
can plan the machinery and supervise its operation, 
skilled men who can construct it and keep it in repair, 
and a few useful men in connection with each furnace. 
These helpers earn from $15 to $18 per week working 
alternately on day and night shifts, generally of twelve 
hours each. The helpers can work up to the more re- 
sponsible positions if they show intelligence and acquire 
some technical knowledge of the processes; but, since 
the hours are so long as to leave little energy for this 
and since the furnaces are usually located away from 
the centers of the cities, few workmen acquire the neces- 
sary technical knowledge to fill the more important 
places; because of this the managers are dependent upon 
the technical schools. 

The bars of pig-iron are carried to the steel mills 
and cast into cupolas managed by experienced men 
earning from $50 to $60 per week assisted by helpers 
who begin at from $16 to $18. Here it is remelted, 
poured into ladles mounted on wheels, and carried to 
huge pear-shaped vessels called converters. ‘These con- 
verters must frequently be relined with clay, which has 
been prepared by the mixers and grinders. While the 
position of the converter is slowly changed by the lever- 
men, hot air is blown upon the molten iron. As soon 
as the color of the flame indicates that the carbon has 
been burned out, the converter is tilted so that the other 
metals or alloys may be added to give to the steel the 
desired qualities. The steel is then poured into molds 
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in which it is permitted to harden, forming ingots or 
billets. These billets are afterwards heated and rolled 
into blooms, billets, or rails. 

In the puddling furnace the refining of the pig-iron 
is carried on by a different process. It is melted after 
it is mixed with scrap iron. ‘The puddlers stir this 
molten mass, collecting sticky masses of hot iron on the 
end of long rods. As it cools, after the slag is collected 
on the outside it is knocked off by a shingler with a 
hammer; or the impurities may be forced out by a 
squeezerman. In this process wrought or malleable 
iron for making tool steel is produced. These men are 
engaged in difficult and dangerous work and command 
good wages. The work goes on night and day. 

Cast-iron is also refined in furnaces in which, while 
in a molten state, a stream of gas mixed with air is 
blown upon it. The gas is made from oil, coal, or 
natural gas. The iron must be stirred during the proc- 
ess. The attendants are a fireman with assistants, a 
charger who fills the furnaces, a gas producer who man- 
ages the gas-making machines, a tapper who opens the 
furnace after the iron is ready to be drawn off into 
molds set by the pitmen. 

The fashioning of refined iron into bars for use 
in the machine shops, plates for the boiler makers, 
steel rails for car tracks, and iron beams for builders, 
is done in the rolling mills. 

The heater, who is an experienced workman, manages 
the furnaces in which the ingots are brought to a red 
heat. It may be necessary to get just the right heat to 
do this in a soaking pit, the bottom of which has been 
covered with coke dust by a bottom maker. By the aid 
of guides set by the guidemen the heated iron is then 
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made to pass through long series of heavy iron rolls 
by which it is flattened out, rounded, or curved in any 
desired shapes. The screwmen set the rolls so that they 


_are the proper distance apart, and the rollers with long 


handled iron tongs direct the course of the heated bars 
until, as it emerges from the last pair of rolls, the 
stamper presses on it the proper number and the 
shearer cuts it into the right lengths. Roll engineers 
regulate the speed of the machinery. For making hol- 
low pipes the metal is forced through steel forms, emerg- 
ing through openings of the desired size in U-shaped 
forms. The edges are then forced together and welded, 
making the iron pipe complete with a seam along the 
one side. Metal rods, by being forced through a suc- 
cession of gradually decreasing holes, are drawn into 
wires. 

In the iron and steel mills, rolling mills, and blast 
furnaces, in 1910, two-fifths of all the employes were 
working 72 hours and over per week; one-fifth were 
working 84 hours and over; nearly one-half of all the 
workers were laborers earning less than 18 cents per 
hour; one-fourth were semi-skilled workers earning be- 
tween 18 and 25 cents an hour; and less than one- 
fourth were making 25 cents or more. According to 
the reports of the Department of Labor, unemployment 
in these industries varied from 4% of the total num- 
ber of workers to 31% during the month of March of 
the past eight years. 

For the stronger machine parts bars of iron must be 
shaped. This may be done by blacksmiths, assisted 
by helpers, who beat out the heated bars on anvils; or 
in forge shops where skilled forgemen turn the iron 
bars as the heavy steam-driven hammers beat them into 
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shapes. For making some forms there is placed on the 
anvil under the hammers a specially made form or die 
and on the hammer itself a corresponding punch. As 
these two heavy jaws come together a piece of iron or 
steel is shaped as easily as a boy shapes a piece of 
chewing gum between his teeth. 

The making of dies and the proper setting of them 
requires skill of the highest kind. The assistant who 
begins as a helper in the forgeshop or the blacksmith 
shop, or as an apprentice to the die cutter, if he expects 
to earn the high wages of the expert mechanic of from 
$20 to $30 per week, instead of remaining a helper at 
from $15 to $20, should know his arithmetic thoroughly 
and enough of mechanical drawing to be able to read 
plans, and he will be the better if he knows some geome- 
try. While serving as an apprentice he should take 
courses in metallurgy and, if possible, in chemistry and 
physics. 

Apprenticeship in a forge shop or a blacksmith shop 
is a good preparation for structural iron work on the 
buildings in which, at the present day, so much of frame 
work is made of the heavy beams from the rolling and 
steel mills. The men who rivet together these beams 
to form the skeletons of ships, sky-scrapers, and bridges 
must have clear heads, steady nerves, and great physical 
strength, together with skill in the use of all kinds of 
tools. They earn from $5 to $6 per day. 

For the machine parts which do not require such 
great strength, castings are made in the foundry. The 
competition for the higher places in the foundry is not 
as keen as in the rolling mills. The foreman must 
know something besides the routine of the shop; and 
the intelligent young American who at nineteen or 
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twenty has waked up to the fact that the counter jobs 
have little promise for him will find this a good field. 
Although the American boy who sees in through the 
open windows of an iron foundry does not perhaps look 
upon the work of the men engaged therein with any 
special longing to learn that kind of trade; and, as he 
watches the rough men pour out of the factory at the 
close of the day’s work, he is not likely to be inclined 
some day to join their ranks; yet boys make mistakes 
when they judge by appearance. The foundryman is 
engaged in one of the most useful of callings, and out 
of the ranks of this trade have sprung some of the lead- 
ing inventors and industrial managers of the present 
and former days. 

When a man desires to construct a new kind of ma- 
chine he sends his drawings to the pattern room of the 
foundry. ‘The pattern makers in the foundry are skilled 
men who have learned their trade by serving as appren- 
tices for four or five years. The apprentice in the pat- 
tern room to learn this well-paid trade cannot expect 
to earn very much in the way of wages while he is 
learning, but he will find the pattern makers intelli- 
gent men with whom it is a great advantage for a young 
mechanic to associate. At first he will be an errand 
boy about the shop; then as he learns to be careful and 
accurate he may be put to a turning lathe to work out 
wooden parts, and later he may be permitted to fashion 
some of them with the hand tools. The patterns are 
made out of wood, or out of soft metal and afterwards 
hardened. When the patterns have been made and ap- 
proved they are stored away in fireproof vaults where 
they are kept until needed for use by the molders. 
The apprentice in the foundry may be assigned to keep 
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these patterns in order in the storage room and to make 
a careful index record of the patterns in stock, either as 
the property of the foundry or as the property of the 
customer for whom special castings are made. 

The work of the molding room is divided between 
the core makers and the molders. The molders take 
the pattern and place it in a wooden box or frame called 
a flask, which is in two parts, then the pattern is cov- 
ered over with green sand in such a way that the two 
parts of the flask containing the sand may be separated 
and the pattern removed, and the two parts placed to- 
gether again in such a way that a hollow space of the 
form of the pattern is left within the sand. Leading 
to this hollow space there is an opening called the gate 
through which the melted metal is poured so that when 
it completely fills the hollow space and becomes hard- 
ened it will leave the exact form of the pattern. Now, 
if the desired shape is to be in the form of a hollow 
cylinder, there must be within the hollow space a form 
of the size of the opening in the cylinder, and this form 
is called a core. The cores which are used have many 
forms and shapes. The preparation of these cores re- 
quires care and skill. If a pipe is to be made, the core 
may be simply a long thin stick of sand. In order that 
this sand may retain the shape of the core it is mixed 
with some sticky material. The mixing of the sand and 
the adhesive material may be done by machinery, and in 
the core rooms there are likewise some very ingenious 
machines that prepare cores of different kinds. As 
the melted metal is poured into the molds containing 
these cores this sticky substance, being heated, forms 
gases, therefore in each core there must be, running 
through the whole of it, a small opening called a vent 
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by means of which these gases may escape. It requires 
great skill to insure the construction of the right kinds 
of vents for cores of different kinds. Now, a mold 
which is prepared for the reception of this melted metal 
can be used for only one casting, so, when a foundry has 
an order for a large quantity of iron casting for mak- 
ing school desks, many molds of the same kind must. 
be made. Molding machines have been devised for 
making these molds. The handling of these molding 
machines can be readily learned, so we find that a boy 
who goes into the molding shop at the age of eighteen 
or nineteen may serve as a helper to a molder, and, as 
soon as he learns how sand is handled, he may be as- 
signed to the operation of a molding machine and 
learn the simpler kinds of hand work within the very 
short period of one or two years. 

While the molds are being prepared the ighoere mix 
bars of cast iron and pieces of scrap iron and place 
them between layers of coal or coke in cupolas. These 
cupolas are tall structures built of brick and fire-clay 
in cylindrical forms, having suitable openings at the 
bottom into which blasts of air are driven by blowers to 
hasten the melting of the metal. 

After the molds have been arranged in long rows 
at a given signal, when melted iron is ready in the fur- 
nace, the ladlemen with long-handled ladles arrange 
themselves in order, receive in turn from fifty to eighty 
pounds of this melted, sparkling metal, carry it to 
their molds and pour it into the proper openings one 
after another. Where heavy wheels, like the heavy 
parts of machinery, are to be cast, the molds are 
brought to proper position by strong travelling cranes 
and the great, heavy iron vessels are filled with molten 
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metal and lifted by cranes so that the metal may be 
poured into the heavy molds. 

Many kinds of metal and alloys of different metals 
are handled in the same way to produce castings for 
varlous purposes. 

Foundries generally confine themselves to just one 
kind of work, so we find that in some foundries very 
heavy iron castings are made; in others the more exact 
pieces of machinery are made out of brass; and in cer- 
tain others those parts of machinery requiring unusual 
properties are made out of alloys of different metals. 
Every distinct alloy of melted metal has its own peculiar 
way of cooling. Some alloys cool rapidly, others slowly. 
Where very uniform cooling of the casting is required 
the mold is made of dry instead of moistened or 
“oreen” sand, as it is called. Complicated parts of 
machinery are cast in molds built up of clay. 

The cooled castings, as they are removed from the 
molds of sand, are sent to the cleaning room, where 
they are trimmed to the proper shape. There castings 
which were made in series are separated. It does not 
require a great deal of skill to do this. 

It will be seen that the work of the foundry is not 
as simple as it seems to the observer. In all the proc- 
esses there is much to learn and as much work for the 
brain as for the hands; therefore a keen high school 
boy who knows something about chemistry and metal- 
lurgy and understands the effect of heat upon metals 
will find this an interesting occupation. 

The work is of such a nature that it can be learned 
only in the shops through experience. In all the shops 
there are well-paid foremen and managers; regular ma- 
chinists in charge of construction and repair of the 
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machines needed in the several departments; a few 
draftsmen; one or more expert chemist with assist- 
ants; and the usual force of office assistants. 

In brass foundries some alloys, when mixed with 
compounds of mercury, cause vapors to arise which are 
injurious to health; the injurious effects, however, can 
be warded off by wearing respirators over the nose dur- 
ing the operations. There is danger also from the 
handling of molten metal by careless workmen and from 
the rapid changes in the temperature of the shops where 
at the time of casting the air becomes unduly heated. 

Beginners, laborers, and helpers make from $10 to 
$15 per week; molders and coremakers from $3 to $5 
per day; and skilled patternmakers slightly more. 

In a manufacturing city about one-fourth of the 
metal workers are machinists who construct everything 
from the most delicate scientific instrument to an equip- 
ment for a battleship. 

Machine shops are of two general types: the shops 
which are maintained by manufacturers for building 
machines for their own use or for keeping those of 
others in repair; and the shops in which large numbers 
of machines of the same kind are manufactured. In 
the second class of shops the workmen may be employed 
day after day in performing the same operation. 

When a new machine is to be made the details of the 
drawings are sent to the forge shop or the foundries 
with directions for making the parts. These parts need 
to be turned to exact dimensions on a lathe, or smoothed 
by filing, grinding, or polishing, and bolts and rivets 
must be made to fasten them together. 

The most interesting place in the machine shop is 
the department in which the finished parts are assem- 
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bled and the machines set up, tried, adjusted and tested. 
The men in these departments are the best paid of the 
machinists. 

For shaping and planing machine parts special tools 
are needed. Much skill is required in making these 
machine tools. The right metal must be selected, it 
must be tempered and hardened in such a way as to 
make a tool suited for the purpose. The expert tool- 
maker must know more about the nature of different 
metals and the effects of heat upon them than any other 
metal worker. He is also a highly paid man. 

There are shops where hundreds of persons are em- 
ployed in making household utensils from tin, galvan- 
ized iron, copper, and other metals. The patternmaker 
is needed to cut out the design for the sides, bottoms, 
and covers of these vessels; the die maker to make the 
punches out of soft iron, which is hardened by the 
temperer; the attendant to the stamping machine who 
uses these dies to stamp the forms according to the 
pattern out of sheets of metal; and other workmen who 
bend and twist these patterned forms into proper shapes 
and fasten them together to form pails and tubs in 
endless variety. 

The finished article is pickled in vats containing sul- 
phuric acid, after which it is cleansed, dipped in a solu- 
tion of zinc or enamel or paint and then dried and 
baked. Most of the workers in metalware shops are 
doing special kinds of work which are easily learned 
and the pay is about what a laboring man can earn. In 
the lighter forms of work there are employed many 
boys whose best prospects will be either in shop man- 
agement or outside of these shops. 

In the shops making brass beds large quantities of 
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iron and brass rods are cut to right lengths and framed 
into forms and designs. The finished article is bronzed 
or painted or enameled. 

In automobile shops and agricultural instrument 
shops the work is highly specialized and the workers 
usually spend all their time on one process. Those 
who are engaged in making scientific instruments are 
doing work which requires much precision. 

The boy who enters these trades should have a good 
elementary school education; his chances for getting 
into the higher grades of work will be better if he has 
gone through the high school and the graduate of a 
technical course in college will be sure to forge ahead 
by way of the shop to profitable work. Of course, if a 
boy has never learned to observe things for himself; has 
not been trained to make an effort; does not know what 
it means to take pains with his work; and has not 
learned to obey orders, he is not likely to make rapid 
headway in a machine shop. While workmen are usu- 
ally glad to answer any question, the boy must learn 
for himself, and if he does not do this readily he is 
discharged. 

The apprentice who enters a machine shop of the 
better type, and if he has any choice he will do well to 
select a repair shop, serves for a year or more as a useful 
boy, carrying orders, sorting, cleaning, and distributing 
parts of machines, or acting as a helper to others. Dur- 
ing this time he receives from $4 to $5 per week. Later 
he operates a jig for a few months; after that he learns 
to bore holes into castings on a drilling machine; then 
serves for a few months on lathes of different kinds. 
During this period his pay will be $8 or $9. After he 
has learned to operate a lathe he may be tempted to 


THe Metra, TRADES 137 


accept an offer to go in to some special shop to do only 
this kind of work for a little better pay. This will be 
a mistake. It is a good deal better to remain in one 
shop and to learn all kinds of work in that shop. In the 
last year of the apprenticeship he will master, in turn, 
the planer, the shaper, and the milling machines, after 
which comes the difficult work of cutting gears on 
wheels. 

While he is learning his trade the apprentice will 
keep under observation the best mechanic in the shop; 
will watch him and copy his methods; will note his sys- 
tematic habits, the arrangements of his tools, and the 
satisfaction which he takes in his work. There is some 
advantage in serving in a small shop where the me- 
chanics are compelled to depend upon their own re- 
sources and skill in device for doing all kinds of work 
rather than upon the use of special machines. If he 
must enter one of the large shops, opportunities must 
be sought to change from one kind of work to another 
and from one department to another. After a full 
apprenticeship is served he will do well to become a 
journeyman, serving successively for short periods of 
time in shops in which different kinds of work is turned 
out. In times of ordinary business activity the finished 
machinist can find work wherever he goes at wages of 
from $30 to $35 per week, and if, by active participa- 
tion in his trade and social organizations he takes care 
to develop a capacity for leadership, his pay as a fore- 
man. will be larger. 
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CHAPTER XIX 
THE ELECTRICAL WORKERS 


THE multiplication of fascinating electrical toys, the 
attractive experiments of the laboratory, the stories of 
the phenomenal success of pioneer inventors in a new 
field, the former absence of any restrictions against ad- 
mission into an army of workers, which in New York 
City alone has increased within twenty-five years to 
over 15,000, have been the determining factors with 
the unusual number of boys who express a preference 
for electrical work. 

At the time of the earliest practical applications of 
electricity, men who designed and installed the machin- 
ery and those who operated it had to adapt what they 
could find to their special needs, and in doing this they 
had opportunities to develop their inventive powers. 
In more recent years all these things have been stand- 
ardized ; the accepted types need only to be duplicated 
and one engineer does the thinking for an entire factory 
or plant; consequently the workers find themselves un- 
der conditions similar to those in other shops. It is 
true that most of the electrical manufacturing shops are 
of recent construction; therefore they are comfortable 
and well lighted, and the work is cleaner than in the 
ordinary machine shop. The chances are also that it is 
more specialized and that the high school graduate who 
is eagerly welcomed in the shops making electrical ap- 
paratus will be kept on some special kind of machine 
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for an indefinite period unless he manages to have him- 
self shifted about from one department to another. 

According to the tables of the accident insurance 
companies, the production and distribution of electricity 
is as hazardous as work in steel and rolling mills, and 
where the safety of a workman depends upon the care- 
fulness of his fellow workmen we naturally expect the 
associations of the workers to be strict in the require- 
ments for admission to their craft. Careful and re- 
liable young men are accepted as helpers to men who do 
the wiring for buildings, install the switchboards, and 
construct lines for electric light and power companies, 
fire alarm systems, telegraph, telephone, and signal 
service. They will begin and continue at the pay of 
ordinary laboring men unless they acquire a sufficient 
knowledge of mathematics, physics, and chemistry to 
thoroughly understand applications of electricity in the 
field where they are employed. If they do this, in three 
or four years they will command the pay of the skilled 
workman in other fields. , 

A high school graduate who entered the repair shop 
of an electric light company as a messenger at $8 per 
week was ten years later a division superintendent for 
the same company at $1,800, with chances to increase 
his earnings through a share in the bonus fund. He 
started with thorough knowledge of mathematics, had 
some equipment in the way of mechanical drawing, 
physics, and chemistry, and, during the first five years of 
his service, spent four evenings each week in the techni- 
cal school. He believes that the more recently organ- 
ized corporations which one finds in these fields, when 
not hampered by traditions, are more ready to encourage 
their workers to develop themselves, 
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A boy who had to leave the elementary school ac- 
cepted a position as an office boy with a manufacturer 
of electrical apparatus, studied electrical theory and 
also studied his employer’s business well. Because of 
this, the man took a personal interest in him and ar- 
ranged that he could work successively in the several 
departments of the shop. After mastering the details 
of the shop he was given a position as a salesman and 
later was placed in charge of a new department. 

The American people have exceeded all nations in 
their use of these new developments and, while at home 
the expansion of these industries may not continue at 
the same rate, the American manufacturers will likely 
demand large numbers of practical men to represent 
them in foreign fields. 


WAGH INFORMATION 


Of the 1,600 union workers in the electrical shops of Schenec- 
tady in 1913, 32 per cent. were receiving $12 per week; 20 per 
cent. from $2 to $3 per day; 47 per cent. from $3 to $4 per day 
and a few over $4. In the same year of the 3,000 union electrical 
workers on buildings in New York City, 46 per cent. reported 
wages of $2 per day; 6 per cent. from $3 to $4; and 48 per cent. 
from $4 to $4.50. 
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CHAPTER XX 
THE Burtpine TRADES 


THE boy who in his childhood is more interested in 
building blocks than in picture books, who takes more 
delight in tools than in stories, and who shows more 
fondness for the manual training shop than for school 
laboratory, finds fascination in watching the long rows 
of houses which go up on the outskirts of his city, takes 
a special delight in closely observing the giant steam 
shovels excavating for the foundations for large build- 
ings, and the daring workmen constructing the iron 
framework of the sky-scrapers, will eagerly await his 
time for engaging in one of the many branches of these 
building trades. 

Will he find an opening? Judging from the records 
of the ten years from 1900 to 1910 he will note for the 
entire country an annual increase of 44,858 in the num- 
ber of skilled workers in these trades and a very uni- 
form increase in all of our cities. Considering that 
about 20 out of every thousand of the 1,660,094 build- 
ers may be expected to drop out annually, he will find 
that there is going to be room for many new recruits 
every year. 

Owing to the organization and division of labor, the 
limitations placed upon the number of apprentices in 
the smaller shops, and the fact that the large contractors 
and builders have a time limit set in which they must 
complete their work, so that it does not pay them to 
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try beginners, it is not so easy to learn the trade as 
formerly. In the large buildings a workman is con- 
fined to one kind of work, so that there are but poor 
opportunities to learn all of the trade. 

Most of the mechanics in these trades are members 
of unions, which, while they are desirous of preventing 
the trades from being overcrowded, are anxious to see 
that new members shall be properly trained. This has 
resulted in agreements between the employers and the 
unions as to the number of apprentices to be permitted 
in each shop, the length of the period of training, and 
the character of the training. On account of the na- 
ture of the work only strong boys, seventeen years old 
or more, are desired for apprentices. 

Because of the greater variety of work which one man 
will be called upon to do the small shop and the builder 
in rural communities will furnish better training for 
apprentices. The large shops in the cities depend for 
their recruits to a great extent upon those coming from 
the rural communities. In the eastern cities they come 
mostly from the small European towns. 

The progress of the apprentice will depend upon his 
fitness for the work, his own interest in it and the in- 
terest which his employer takes in him. His fellow 
workman will, for the most part, expect him to learn 
things for himself. | 

Since the apprentice system has declined schools have 
been established for teaching these trades. The gradu- 
ates are well prepared to adapt themselves to the con- | 
stantly changing conditions and, according to the rec- 
ords of the Williamson Trade School, as given in Chap- 
ter VI, they are doing well. A boy at 16 who is not 
strong enough to act as a helper may secure admission 
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to a trade school and attain full mechanic’s wages in 
less time than by waiting until he can secure a place 
in the trade. 

Older boys can readily find positions as helpers to 
mechanics at about laborers’ pay. Such persons are 
needed as attendants to masons and bricklayers, to as- 
sist painters and paper hangers, and for general work 
about new buildings. 

The annual earnings of the mechanics in the build- 
ing trades are not as high as the comparatively high 
union scales of wages would indicate. The workmen in 
good times rarely have employment more than nine 
months in the year and the building trades quickly feel 
any kind of business depression. The work of the ma- 
sons and bricklayers may, moreover, be interrupted by 
the changing weather conditions and in any contract 
there are frequent delays on account of the failure of 
others to finish their work at the appointed time, or 
for the want of building material. Hight hours usually 
constitutes a day’s work in this trade. 

The advances which have been made in sanitation 
have brought the work of the plumber into more promi- 
nence and the public is demanding that the plumber 
shall be more than a mechanic. To meet this demand 
he will be expected to be somewhat of a sanitary engi- 
neer with some knowledge of chemistry, physics, and 
bacteriology. The young apprentice can secure instruc- 
tion in these branches in the evening technical schools. 
In most of the larger cities plumbers are required to 
present to the boards of plumbing examiners evidence 
of fitness for the work before being licensed to engage 
in it. 

One successful building contractor who had been in- 
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terviewed stated that when as a young man he could not 
find anything else to do, he began as a helper on a. 
building. His employer was so rushed that he gave him 
a first trial on roofing, in which he succeeded; a second 
on framing, and, before the season was over, he had 
done all kinds of carpenter work on a building except 
inside trimming. After his second season his family 
moved to a small town where he started in doing repair 
work and later he took small contracts. In this way 
he acquired the experience and enough confidence in 
himself to enable him to undertake the work in the 
city successfully and to satisfy the stringent require- 
ments of the building inspection laws. 

Another man reported that as a journeyman car- 
penter with his small savings he bought a somewhat 
antiquated and dilapidated house which he remodeled 
in his unemployed hours and afterwards sold to a good 
advantage. He repeated this process several times, hav- 
ing in the later operations the assistance of a younger 
brother. In this way they laid foundation of what grew 
to be a large business. 7 

A third man in a dull season after he had learned 
the trade of paper hanger took the first job for a con- 
tractor who failed before the building was completed. 
To protect himself he had to finish the building. His 
experience suggested to him that he could contract 
for an entire building as well as for the decorating. 

In every large city for the protection of the people 
and to insure the safety of buildings there is a depart- 
ment which employs experienced men to inspect the 
buildings which are under construction. Other depart- 
ments of the city also need inspectors to supervise the 
construction of public works. In New York these in- 
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spectors begin at $1,200 per year, increasing regularly 
to $1,800. To be eligible to take the examination for 
appointment to these positions a man must have prac- 
tical experience in the trade as well as the requirements 
to pass the technical examination. 


WAGE INFORMATION 


Average annual earnings of workers in the building trades as 
based upon the reports of members of labor unions to the New 
York Department of Labor for the third quarter in 1911 and the 
first quarter of 1912: 


Average Average 

daily yearly 

wage. earnings. 
BlTESECON OI CUELCES  wiercisic ie syeeie sls elistoves sitar el selec 6 $4.25 $785.44 
GEANPECMCULELCL Sule ne cities ele leie wisvel els aalielic avah ciames 4.11 1,038.62 
Machine Stone iWOrkKersi. 0 e/s\s, 8) <isle ie jcc a eye ole 3.85 1,008.68 
Marble cutters and SetterS............0000. 5.08 1,045.14 
Mar bLEMMOlISHErs yey pveheleie! stele sels se eleliele ares) suse 4.12 744.48 
Sul Ptorss ANG CALVELS .)..l's7. siete wise e. sieue elle isles 5.48 1,208.26 
SLOT CULECT SIs (ie sicle ab le lellecieneliel vhs stensherelen sheieles 4.46 903.30 
BET Chia yers: (ANG) MASONS atic) cjccsie susie,sle levels, eters 5.20 954.30 
Carpenters, ANd WOLMELS 2.6. 6)2)5)5 <.eie, selene cose) a be 3.95 917.04 
MEINE Ea MASONS Vera re crcl otevsienevel ovals) orol oder eh iieieusl bhele 4.75 904.12 
Housesmiths and bridgemen................ 5.58 1,047.50 
ASPEN ETS ile cusveretoraseshs hon cba ceiiells ity ekallatie ad cis evo atlenere 4.15 891.18 
Painters and, (decorators: .)ci..< 656 sielee 50) secs @ 3.58 791.38 
ADOPT AB SOLS! ais) oia't, oa ele aie wl bie arelel'e el ei'sig seo 8) 4.18 928.02 
BIASEOREL SU weteretaues sy cisksleisial ol alece sie leteraya tenets tere ei es 5.18 957.54 
PCTS yeas) TIGLELS sei yinielece es ol e(eieleie Sieve elaie 6 6 4.55 1,164.58 
Slee Gp imekale WOLKEIS ies aisle stale le lene ekerslie aietels, er 4.04 1,018.36 
SHALLOTS iaperskasislusliscelelentes svar eievaitey elie ele oleae 5.00 1,280.00 
SHA MELCE Se cious elalcolele sis velaren sista lets dush als) leis’ 4.13 1,198.40 
SLCATINMILECES (NELPeLSye aerate lon steileie)siciste ler siel's) aye: « 3.00 571.90 
PPT FA WOE rratey allel had sited iat oh oii aug)la\lap aig loalia: ha? w) ‘sp au a, 4.72 1,084.02 
BRO OLCTS ene rT areca aces Tele Gai thlall si av tariat scar silo tial eh alee 4.04 1,080.00 


Hourly rates for union workers in a few representative cities 
will indicate the relative wages in different sections of the country : 


New York. Cincinnati. Chicago. Denver. 


Granite cutters ....... .50 .00 .40 OT 
BVICKIA VET SU) 15 onalere) ec) aired .70 .65 72 75 
Carpenters ..0..6..5- .56 50 .65 .60 
Painters and decorators .50 .45 .60 .50 
IBIASTOLELS is sieicteveisls tevenens .68 62% 68% 68% 


PAIMDELS) laisse Sioreasloearsis es .68 3% 56u% 68% 62% 


148 PROFITABLE VOCATIONS FOR Boys 


As a practical exercise represent in a diagram similar to the 
one in the chapter on the printing trades the relative annual 
earnings of the different classes of workers in the building trades, 
using the figures in the tables given above. Make a similar dia- 
gram for these trades based on the figures for 1914 as given in 
the bulletins of the Department of Labor for the State of New 
York for that year. 


CHAPTER XXI 
THE WOODWORKING INDUSTRIES 


THE number of persons whose sole occupation is lum- 
bering has been steadily increasing in this country. 
Most of the men who cut down the trees in the forests, 
get them out to market, and do the work in the saw- 
mills of our northern woods are laboring men super- 
vised by a few experts. The farm hand who cannot 
readily find work in the winter and the factory worker 
who requires a change to outdoor life can usually find 
work of this kind for a part of the year in the forest 
districts. 

The lumber which comes to the cities is used chiefly 
by the planing mills and the builders. The work in the 
planing mills, in which much of the work of preparing 
doors, sashes and interior finishes for houses is now be- 
ing done, has become very specialized machine work, 
carried on chiefly during the building seasons. Many 
advances have been made in this work through the 
use of machinery. The work is supervised by experts, 
but the mill hands are semi-skilled laborers, while those 
who handle the lumber in the distributing yards are 
mostly laborers. 

In establishments manufacturing furniture there is 
a slight decrease in the number of workers, but in piano 
factories there is a steady increase, chiefly of machine 
hands. Able-bodied young men begin as apprentices 
at 20 cents an hour and the experienced men usually 
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earn $3 per day. However, the number of highly paid 
wood carvers is steadily decreasing. 

The finishers, varnishers, and polishers earn from 
$2.50 to $3.50 per day. The upholsterers show a slight 
increase in numbers, the usual rates being $18 to $21 
per week. 

Cabinet-making, which has always been considered the 
most attractive branch of the woodworking trades, 
shows a decline in the number of workers during the 
ten years preceding the last census. The courses in 
cabinet-making which are being introduced will pro- 
vide an excellent preliminary training for any of the 
woodworking trades and the best chances for getting 
an all around preparation for the graduate of the cab- 
inet-making school will be found in the shops which do 
repairing. The assistant in these shops will be called 
upon to work much with hand tools, to assist in polish- 
ing, varnishing, finishing, and upholstering. 

The firms making fine furniture usually accept ap- 
prentices and pay somewhat larger wages during the 
apprenticeship period than in some of the other skilled 
trades. 

The finest opportunities for the skilled mechanics 
with good taste will be found in the shops where furni- 
ture of exclusive design is made to fit the schemes of 
the best interior decorators. There are numerous shops 
in every city in which this is done and in which fine 
shop-fixtures and store furniture is made. ‘These fur- 
nish a steady demand for the graduates of the special 
classes in furniture designing. 

The proprietor of one of these shops began work as 
an apprentice in another trade, following the trade for 
a number of years, using his outside hours to design 
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and make furniture for himself and his friends in a 
small shop in his own home. His interest led him to 
take courses in design and to study art. After a time, 
at the urgent request of his friends, he consented to 
place his work on exhibition and won many prizes. To- 
day throughout the country his modest factory has a 
reputation for fine work and he is crowded with com- 
missions to undertake the designing and constructing 
of special furniture for clubs, hotels, and private 
houses. 


WAGE INFORMATION 


These figures are based upon tables given in Bulletin 153 of the 
United States Bureau of Labor, showing the full time average 
weekly earnings for 1913 for the entire country. Wages vary in 
different sections, being near the average in the Central Atlantic 
States, lower in the Southern states and higher in the Pacific 
states. ' 


Lumber Mills 


PMPDOPCIB. | Cake serene e's eal asc $10.40 Setters «ows. oe. $15.71 
Planing mill machine men 11.834 Gang Sawyers ......... 19.02 
CATTIA ZO MCN sce ce etial'o oer 12.94 Circular sawyers ....... 81.71 
WUGSEMEN Fre stn ate o acets we one?’ LG-2SP Band  SAWYELIS! cic clstelele rere 33.90 


Planing Mills 


IGA BOTCTS sete ce ns) e eiecelsis s $10.47 Machine tenders ....... $15.57 
Bench workers ........ 16.90 


Chair assemblers ....... $11.32) “Cabinet (makers (25 S05... $13.30 
HU NTSHET Sa cede enecsetevs cere 1PSi \ Wpholsterers cso css aeierene 16.42 
Machine tenders ....... U2 OOM CALVES (yr ccnehucc tisis shevevectie 17.41 
IWCNECECLS iiss clatenine easly 12.45 


According to the reports of the labor unions of New York City 
for Sept., 1918, 40% of the cabinet makers were receiving over 
$20.00 per week, and about the same number $15 or less. 


CHAPTER XXII 
SoME CHANGING TRADES 


Firty years ago every hamlet had its flour mill. One 
of the two or three employes of each of these little 
mills was a skilled man who acquired. a knowledge of 
many trades during a long period of apprenticeship. 
He was a hydraulic engineer or a steam engineer, some- 
what of a wheelwright, machinist, and a business man, 
as well as a miller understanding grains and methods 
of producing flour with special qualities. 

When the large mills arose along the great lines of 
traffic they absorbed these small enterprises, a few of 
the old-time millers became head millers and others 
became assistants in these larger concerns. Under their 
expert supervision, the most of the work is now done 
by intelligent laboring men. In emergencies, the me- 
chanical engineer or the chemical engineer is called in. 
The management of the establishments is in the hands 
of expert business men. 

These old-time millers are gradually being retired 
and younger men must be expected to take up their im- 
portant work. The big mills do not offer the best 
chances to learn all of this important trade and there 
are no technical schools for training high-grade men; 
the wideawake young man, therefore, who is willing 
to enter some small establishment where he can learn 
all parts of the different processes and knows how to 
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push himself ahead will find that in the course of time 
he will have here a field very much to himself. 

Similar changes have been worked in sugar refining, 
brewing and distilling. The associations controlling the 
brewing interests maintain a special school to which 
members may appoint promising workers as students for 
a period of special training in the technical processes 
of the trade. In sugar refineries, distilleries, and tan- 
neries the superintendents are likewise technically 
trained men, either as chemists or as mechanical engi- 
neers, while the managers are business men who may or 
may not understand the productive operations of the 
plants. Other employes are men who have acquired 
practical experience in some parts of the work, or labor- 
ing men. 

In harness making, which was until recently a very 
important trade, there has been a steady decline of 
skilled workers and those who remain are engaged 
mostly in the shops which do repair work. Most of 
the repair shops have regular contracts under which 
they receive apprentices. 

There has been an increase in the number of persons 
who do artistic leather work. Courses are offered in 
many schools which prepare men for this work. The 
number of skilled and semi-skilled workers in factories 
making trunks, travelling bags and other leather arti- 
cles has increased on account of the extended use of 
such articles. There is a chance for those who learn 
_ these trades to enter into business on their own ac- 
count. 


CHAPTER XXIII 
OFFICE WORK 


In the small business enterprises conducted by the 
grandfathers of our boys the patient bookkeeper in due 
time became the confidential adviser and, frequently, 
the manager of the firm. As the accountant he under- 
stood the conditions of the business; as credit man he 
was familiar with the affairs of the customer; his knowl- 
edge of the course of trade gave him a veto upon the in- 
tentions of the buyer; in addition, he was the advertising 
expert and the traffic manager. In the subdivided work 
of the more extensive operations of the large combina- 
tions of our day he is but one of the wheels of the busi- 
ness machine directed by the general manager, who is an 
engineer in the same sense as is the man who is plan- 
ning the construction and the operations of any other 
kind of an undertaking. He is a business engineer of 
a machine which is made up of human elements. His 
machine must be so managed that its operations will 
harmonize with countless other machines. 

The boy of fourteen who has a good common school 
education, an inclination for business, who is neat and 
careful in his habits, accurate and painstaking, and who 
can afford to dress well while he is working for small 
wages, will readily find openings. If he has the strength 
and the determination to continue his education in the 
evening school while he is getting his business experi- 
ence, so that by the time he has outgrown boyish oc- 
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cupations he is ready for a man’s work, he will find 
better prospects in the offices of corporations than in 
factory work. If he is indifferent to his own future 
office work will not bring him returns equal to the 
earnings of an average mechanic, and his chances for 
finding new employment when changes eliminate him 
from the corporation in which he has grown up will 
not be as good as those of the skilled artisan. 

While he serves as messenger and office boy he will 
have a chance to become sufficiently acquainted with 
the work of the different departments to decide for which 
kind of work he will prepare himself. He will get some 
glimpses of the work of the filing department, in which 
training similar to that of a librarian is needed and 
where the pay rarely reaches over $15 per week; occa- 
sionally he will operate mailing machines and duplicat- 
ing apparatus in the advertising department, where he 
will get some outlook into that promising field; in the 
promotion department he will see the work of the men 
who must keep in touch with changes in business con- 
ditions and in the needs and wants of people; and in 
straightening out the book shelves of the traffic man- 
ager he will learn what an important part the shipper 
of a corporation has to perform. 

In all these departments he will find men who have 
stagnated. These will try to persuade him that there 
is no chance in the work for a young man, and will 
argue that the company makes slaves of them when in 
reality they are enslaved by desires which have been 
allowed to outstrip their capacities. If he will look 
more carefully he will find that in every department 
there are executive men who are overworked with de- 
tails which they would gladly delegate to any promis- 
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ing man appearing on the scene. These, because of 
their influence and standing in the community, rank 
with the leaders in other professions. 

He will also realize that these men will be compelled 
to lay down some of their work long before he can pre- 
pare himself to take up any of it, and that the future 
success of the great enterprises is dependent upon the 
possibility of training up men who can handle their 
affairs. It is true that the leading universities now 
give business courses, but it will be a long time before 
they can train a fraction of all those who are needed 
in this country, and there is very little competition for 
these places on the part of the immigrant classes. 

The office boy who prepares himself for the account- 
ing department still has chances of getting into the best 
executive positions, for the very foundation of most of 
the business professions is’ accounting. 

The accountant is, of course, a bookkeeper. In his 
work as a bookkeeper he keeps accounts, makes out state- 
ments of the conditions of the business, and keeps in- 
formed on changes in affairs. To devise new schemes 
of bookkeeping he must know the theory of accounts. 
The accountant may be employed by a corporation to 
oversee the bookkeepers or he may be called in by a 
number of smaller business concerns to oversee the work 
of their bookkeepers in making out statements, direct- 
ing changes in their methods of doing business, and thus 
become a systematizer. Perhaps he may be called upon 
by manufacturing concerns to determine the cost of 
producing the various articles which they make. In 
this case he acts as a cost accountant; or he may be 
called upon by the stockholders of a corporation to ex- 
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amine the books of the concern at stated times, in which 
case he performs the duties of an auditor. 

When competition and forced increases in wages re- 
duce the profits of a business he may be called upon to 
help in increasing production. As an efficiency engi- 
neer, who devises the best methods of arranging the | 
apparatus of business and improved ways of handling 
and compensating workingmen. 

The number of accountants increases more rapidly 
than the population in most of our large cities, but busi- 
ness schools are more numerous than the schools which 
train for any other vocation, so for the lower grades of 
work the competition for places is. very keen, although 
the wages of the aggressive graduate of commercial 
school during the first five years of work will be higher 
than the earnings of the beginner in the skilled trades 
during the same period, and his work will be more 
steady if he uses judgment in the selection of an em- 
ployer. 

There are no examinations required of private con- 
cerns for positions as bookkeepers. Most of the em- 
ployers are ready to accept a commercial school gradu- 
ate on trial. The government supervision of corpora- 
tions and the more careful supervision of state and 
municipal offices has brought about a demand for expert 
accountants in the civil service. These are required to 
pass regular examinations for appointment. The mu- 
nicipalities usually pay better salaries than the state and 
national government. Statements of accounts to be 
satisfactory to courts must be approved by competent 
accountants. The certified public accountants are 
called upon to do this. In the state of New York no one 
can secure a license as a public accountant unless he 
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can show that he has had a high school education or its 
equivalent, three years of experience in bookkeeping or 
accounting, and such a special education in the theory 
of accounts as will enable him to pass the very rigid 
examinations which are held at stated periods by a spe- 
cial board of examiners. Special evening courses for 
candidates for this license are given in the evening 
schools of most of the cities. When valuable time is to 
be given to courses of this kind it pays to enter the 
best schools, even though the expenses are higher. 

Among those who took the last examination for a 
license was a young man who at 16 was compelled to go 
to work with only half of his high school completed. 
In the evening high school he continued his studies in 
mathematics and bookkeeping until he was able to meet 
the requirements for admission to the evening classes 
of the New York University School of Accounts winter 
after winter. In the meantime he was getting practical 
experience in all departments of a bank, beginning as a 
messenger at $8 per week and increasing from year to 
year. By the time he was 24 he had his license as a 
certified public accountant and a snug sum to his credit 
in the savings bank. With such an equipment he readily 
commanded a position with a firm of accountants at 
from $1,200 to $1,500 a year to start. 

The bookkeepers begin in the service of New York 
City at $900. On the pay rolls of certain departments 
which were examined in December, 1914, out of 264 the 
88 in the lower third of the salary scale average $1,296 
a year after serving an average of three and one-third 
years, while those in the middle third averaged $1,785 
after an average period of six and one-half years, and 
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the accountants in the upper third averaged $2,946 after 
serving an average of seven and one-third years. 

The comparatively short average service in these pro- 
tected civil service positions probably means that the 
experienced men can do better for themselves outside 
of the civil service. 

There is no definite information about the prospects 
in the business world, nor are there any signboards 
which point the way to any royal road to success in 
this very important profession. We cannot do better 
than to give a very carefully prepared story of a suc- 
cessful public accountant’s management of his own cam- 


paign. 
How I Became A Pusitic ACCOUNTANT 


The way that I entered the profession of public ac- 
counting was the same way that a great many other 
people get into their lifework—by drifting into it. In- 
stead of drifting out again I stayed, because I found 
that I was adapted for the work, liked it, and had faith 
in its opportunities. 

The experience of one man is seldom similar to the 
experience of another. Nor is it desirable that all should 
endeavor to take the same path in order to arrive at 
the same destination. So, while the story of personal 
experience is of very little service as a guide to be fol- 
lowed, such a story may, nevertheless, be of interest as 
showing how, bit by bit, the results of circumstances 
may be welded together into a connected and serviceable 
whole. 

One of the hazy recollections of my public school 
days is of certain ruled forms and the briefest possible 
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instruction in their use, which was called “A Course in 
Bookkeeping.” ‘The school door had not closed behind 
me before all that was forgotten. Later it had to be 
relearned, step by step at a time, as necessity required. 

In an early business position with a publishing house 
I was responsible for finding a market for a line of 
scientific books and I had to keep the salesbook. ‘That 
brought back a very small part of my “Course in Book- 
keeping.” 

Soon after that I was called upon to study out a 
better way of keeping the advertising records of a trade 
paper. That was my first taste of systematizing, and 
I liked it. Before I left that problem the advertising 
records were so complete and timely that we knew im- 
mediately of every dollar any advertiser spent with any 
one of some six or seven publications in the same field. 
It was great information to put in the hands of our 
solicitors and undoubtedly paid. 

A little later, in a small business of my own that 
would not warrant the employment of a regular book- 
keeper, I was compelled to keep the books myself, ne- 
cessitating a review of all that I had once learned and 
unlearned of bookkeeping. That time I got a grip of 
the subject that never loosened. At about the same 
time a public accountant whom I knew showed me a few 
wrinkles in modern condensed accounting, which helped 
me no little in my own work and which also gave me 
an insight into the flexibility of modern bookkeeping 
and the opportunity for ingenuity to adapt it to the 
most diverse conditions. 

In the very early days of the automobile industry 
I became purchasing agent for a large factory in that 
line. I found the records of the office antiquated in 
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form, incomplete, incorrect, inadequate, inefficient, and 
set out to change them. Devising a system to meet the 
peculiar needs I soon had the records in such shape 
that I could tell in about two seconds’ time any article 
that was needed in the factory, who needed it, what it 
was needed for, where it was bought last and at what 
price, and when it was promised. If delivered, the rec- 
ord showed when it was received, to what part of the 
factory sent, the date of bill and amount. There was 
hardly anything about the history of that article I could 
not tell. The records were concise and did not take 
long to make, because they were made systematically. 

The same company was having trouble with its cost- 
keeping system. The results were not being arrived at 
promptly, their accuracy was in question, and the de- 
tail was not sufficient. I was asked if I thought I could 
do anything to get better results. Cost-keeping was a 
new subject to me but I got all the books I could find 
relating to it and studied up. When I felt sure of what 
I was about I turned things pretty well upside down, 
but got the results. Just about that time a new model 
car was begun and finished in record time. I had a 
chance to follow its cost through from start to finish. 
The last bolt was hardly in place before the complete 
records were ready, showing the detailed work and cost 
of every part. That was a very interesting piece of 
work for me. 

My education led me from high school to night school, 
and from night school to university, where I completed 
a course in civil and mechanical engineering and got 
my degree, which I have scarcely had time to look at 
since. Some statistician has stated that not more than 
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one in seven follows the profession he studies for. I 
am one of the other six. But an engineering education 
is a mighty good education, anyway, as a founda- 
tion for many other callings. I have found it so in 
mine. 

Upon graduating from Stanford University, the first 
fair opening that presented itself was in Los Angeles, 
with a young automobile factory that was feeling its 
way along cautiously towards success. I expected that 
would be an opportunity for a young engineer, but it 
proved rather an opportunity for an accountant. When 
they found I understood accounting and cost keeping 
my work was cut out. | 

The old books were given a thorough audit, a new 
set was opened and a balance sheet taken off, showing 
the financial condition of the company. In the mean- 
time my former experience with automobile cost keeping 
was drawn upon to devise a system that should be as 
simple as possible, yet accurate, and adapted to the in- 
dividual conditions of that factory. I installed the 
system and stood by it until costs had been com- 
pletely collected on two or three lots of cars. 

Then I came east to look for an opening in the me- 
chanical department of some larger automobile com- 
pany. But as luck would have it, while looking around, 
I heard that one of the big audit companies wanted 
an assistant for a few weeks. Thinking the experience 
would be useful I took the place. When that temporary 
engagement was finished I heard of an opening with 
another large audit company, looked it up, and went 
to work on their staff. I might be there yet had it 
not been for an offer one of the clients made me to 
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take charge of the financial end of his business, with 
an interest in the profits in addition to the stated sal- 
ary. The opportunity looked better than it proved, for 
the business was on its last legs. I resigned before 
the end came, and, with two clients promised, decided 
to strike out for myself. 

Nearly every professional man has to expect lean 
years at the start while clients are accumulating. In 
this I was not disappointed. The first two years were 
decidedly rough going but business increased surely, 
though slowly, and I stuck it out, feeling confident of 
the future. I do not suppose anyone has discovered the 
golden way of getting business without effort. But with 
effort business comes from many different directions. 
I soon learned that the best advertisement a profes- 
sional man can have is pleased clients. 

This brief story of personal experience merely goes 
to show that nearly all of my early miscellaneous busi- 
ness experience has in some way contributed its share 
of value to my equipment as a public accountant. Every 
critical employer I ever had helped me to become a 
public accountant. Everything I ever did that called 
for careful thought helped me. Every piece of work I 
ever did thoroughly was good training for my present 
work. Mathematics helped me, essay writing helped me, 
even psychology helped me some. 

So the point of my story is the emphasis I would 
lay on the value to a public accountant of a broad gen- 
eral education and a wide business experience. The — 
requirements demanded for the C. P. A. degree, high 
though they be, are not alone a sufficient equipment 
for a successful public accountant. 
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CHAPTER XXIV 
STENOGRAPHY AND T'YPEWRITING 


In the business world it is no longer necessary nor 
is it economical to write letters and other matter in 
longhand when it is possible to dictate one’s thoughts 
to a stenographer who can take them down in short- 
hand and quickly transcribe them into typewritten form. 
Often, too, the stenographer is required to conduct a 
considerable part of the office routine. Not only busi- 
ness houses but professional people, libraries, philan- 
thropic organizations, hospitals, courts, and city and 
state officers find a stenographer’s services necessary. 

As in all other occupations, there are many grades of 
work. Copyists spend most of their time in operating 
machines, making out bills and writing routine letters. 
Occasionally they take down a few letters in short- 
hand. Regular correspondents go through the mail, 
write answers to some letters and take their employer’s 
directions for answering others. Others are confidential 
secretaries for the managers of the firm. There are 
also desks in hotel offices and other public places. 
These work by the hour for such patrons as may happen 
along. Some stenographers report court proceedings 
and public speeches. These command very high pay. 

“It’s too crowded,” is the usual reply of the lazy fel- 
low who sits on the fence to the invitations of his 
friends to get into the business game. It is always 
overcrowded just inside the gates which open the way 
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to tempting fields because of the large numbers who are 
satisfied to get just inside and are too lazy afterwards 
to move on. Perhaps no field is so crowded as that 
of the routine typewriter and the low-grade stenogra- 
pher. Very few country people will be able to support 
themselves in the crowded cities long enough to survive 
the trying-out process. A business man said he could 
get all the stenographers he wanted for ten dollars a 
week. He would also surely ay many he would not 
want at that price. 

In New York City the initial weekly pay of boy 
stenographers to do office work is $8 to $10. The sal- 
ary for those who have had experience and are capable 
of assisting in general office work is $25 to $30. The 
average salary of male stenographers in the service of 
New York City is over $1,600 per year. In the state 
civil service the average is $1,200. In the executive 
departments of the government at Washington the av- 
erage pay for men is over $1,200 and the supply is 
not equal to the demand. In the executive offices of 
large corporations first-class men who enter as stenog- 
raphers are so frequently promoted to responsible execu- 
tive positions that there is always a demand for others 
to take their places. 

The average hours for stenographers are seven to 
eight a day. ‘Their employment in the majority of 
cases is steady. If with a business concern they expect, 
as a rule, two weeks vacation with pay. If employed by 
individuals in the professions, steadiness of employment 
and length of vacation are more variable. The condi- 
tions of the work are good. Light and sanitary sur- 
roundings and a good equipment are essential in doing 
work of a high grade. 
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A good memory and the power of long-continued 
mental concentration are necessary qualifications. No 
stenographer who has anything less than a good Eng- 
lish education is very desirable. Those who have tact 
and skill in adapting themselves to others, can be im- 
plicitly trusted with confidential information, know how 
to manage their time well, and are willing to demon- 
strate their capacity may succeed in office positions in 
this line of work. 

In the commercial schools the length of the steno- 
graphic course, which includes typewriting, varies from 
six to twelve months according to the thoroughness of 
instruction and the ability of the pupil. Tuition is 
commonly fifteen dollars a month besides the cost of 
books and stationery. The best commercial schools are 
well equipped to teach practical business methods and 
concentrate upon them. ‘The boy who cannot spend 
the time to take a course in a high school can well 
prepare for business by spending one or two years in a 
good commercial school, if he adds to his general edu- 
cation by well-chosen reading. 

The public high school offers a combined stenographic 
and business course. By means of it there is necessarily 
obtained a greater breadth of knowledge than in com- 
mercial schools. Such a course is three or four years 
in length and instruction is free. Stenography and 
typewriting are usually carried for five or six periods per 
week during two years of the course. In addition to this 
course such studies as bookkeeping, business practice, 
and also English, a foreign language, history, science, 
and drawing are studied. 

_ Evening classes in stenography, both in the commer- 
cial and public schools, meet three or four evenings a 
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week for about five months in the year. In the com- 
mercial schools the tuition is four or five dollars a 
month. These classes afford the opportunity for train- 
ing while one is working through the day. They afford 
an opportunity to attain further proficiency after the 
beginner has secured his initial position. 

The successful stenographer must practice a great 
deal to attain speed and accuracy in taking dictation. 
Besides, much general information must be acquired 
in order to be proficient in handling the large variety 
of subjects on which the stenographer is continuously 
required to take notes. The stenographer who is capa- 
ble of holding responsible positions must know more 
than the simplest English. The beginner’s vocabulary 
must be enlarged by study and use. Think of the many 
different kinds of business or professional people with 
whom he may come in contact—publishers, dealers in 
automobiles, in leather, lumber or metal; department 
stores; banking houses; and brokers of various classes ; 
real estate and mining companies; manufacturers of 
various kinds of goods, from boots and shoes to chem- 
icals and machinery; lawyers; architects; civil engi- 
neers. Think of the different subjects with which they 
deal. Then it will be realized that the stenographer 
must be well versed in the English language. Other- 
wise the spoken words cannot be reported with their 
correct and proper meaning. Such preparation is ac- 
quired through the reading and study of English litera- 
ture; practice in English composition; study of history, 
geography and civil government; and the intelligent 
use of newspapers and magazines. 

The work of the office amanuensis will consist of 
many duties besides the writing of letters in any office 
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where wider opportunity for learning the business are 
given than those offered to the stenographer who has 
only the work of writing letters to do. The boy who 
wishes to succeed will welcome the opportunity to be- 
come proficient in any part of the office work. The 
records which must be kept of the business are many. 
Often letters must be copied. Typewritten records 
must be made. Multigraphs and addressing machines 
are extensively used in offices where the nature of the 
correspondence requires many letters of the same kind 
to be sent out. Filing devices, card systems, and rec- 
ords of financial standing or business integrity of the 
customers, assist the energetic business men. The hand- 
ling of the information kept by these means will not 
only occupy much of the stenographer’s time but will 
enable him to learn details of the business of essential 
importance to him who wishes to make himself of 
greater value. 

Outside of the courts and newspaper offices more than 
eighty per cent. of the stenographers and typewriter 
operators are women. [ven in the courts to-day women 
are vieing with men for these positions. The reason 
for this is obvious. The work is not particularly diffi- 
cult after the necessary speed has been acquired. 
Women, rightly or wrongly, are willing to work for less 
pay than would be accepted by men occupying parallel 
positions. Business is cruel and there is no philan- 
thropy about it. It buys what it wants at the lowest 
possible price consistent with reasonable efficiency. So 
long as the woman continues to work at a lower price 
than is paid to the man for a similar service the man 
cannot compete with the woman. 
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The good stenographer will find excellent openings as 
private secretary. This work is broader than stenog- 
raphy and demands a good education, good memory and 
general business ability. The beginner takes correspond- 
ence in shorthand; but the real secretary is able to 
write his chief’s letters with a hint as to what to say. 
He is at the desk for the purpose of saving his em- 
ployer’s time and making his work more valuable. The 
details of the business are managed by the private 
secretary. He keeps letters and reports in order that 
information contained therein is quickly obtainable. A 
large number of people who apply for interviews with 
important men are sure their business cannot be at- 
tended to by the assistant. The secretary must deal 
tactfully with these people and satisfy them without 
allowing them to encroach upon his chief’s time. The 
registrars of colleges and the secretaries of progressive 
business men and social workers find their work very 
interesting. | 

The efficient private secretary must possess the qualifi- 
cations which make him an assistant manager, should 
need arise. 

None but the most important speeches of the men 
foremost in public affairs to-day are reported in full 
for the newspapers. Verbatim reporting is done prin- 
cipally by court and legislative reporters. These are 
at the top of their profession. An annual salary of 
$2,500 a year is not unusual. Many court stenogra- 
phers receive much more. They must be mentally as 
quick as lightning and especially well-read men. They 
must know a little of all the professions, at least the 
technical language of them. The drudgery of prepara- 
tion for court or legislative work is tremendous. It 
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takes nerve, patience, persistence and practice, practice, 
practice. 

Among the many stenographers who have taken ad- 
vantage of their exceptional opportunities might be 
mentioned: President Woodrow Wilson, a very capable 
writer; Geo. B. Cortelyou, President of the Consolidated 
Gas Co. of New York, formerly private secretary of 
President McKinley and afterwards Postmaster-Gen- 
eral; Geo. W. Perkins, the financier; Frank A. Vander- 
lip, President of the National City Bank of New 
York, and E. D. Easton, President of the Columbia 
Phonograph Co. In discussing the subject with busi- 
ness men, in order to get the employers’ point of view 
in regard to the requirements for success and the best 
methods of working out a career, it was surprising to 
find how many persons in responsible business positions 
began their careers as stenographers. The story of one 
is the story of many. 

“In 1886 my father suffered some losses and the old 
farm had to be sold. I looked about for something to 
do. The village teacher was willing to give me private 
lessons in shorthand. I spent the winter in study and 
secured a position with a Philadelphia firm at a small 
salary. I worked hard, both for my employer and in 
perfecting myself in stenography. When my employer 
became a partner in a new manufacturing concern I 
secured, with his influence, a position as stenographer 
in the office of the new firm. After the business got 
under way the manager was away a great deal and 
many of his duties devolved on me. Gradually I learned 
the details of the business and long before I was regu- 
larly appointed as manager I was the real head of the 
concern, Later I became the head of a combine which 


172 PROFITABLE VOCATIONS FOR Boys 


absorbed our enterprise and here I am. ‘In the prom- 
ised land, I said. ‘Yes,’ he replied, ‘and I did not have 
to wander in the wilderness for forty years and I never 
had time to murmur and, therefore, I never had to 
suffer any special punishment.’ ” 
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PRACTICAL STUDIES 


Determine what proportion of those who were graduated from 
the courses in stenography of your high school continued to de- 
pend upon stenography as a means of a livelihood five years after 
their graduation. 


CHAPTER XXV 
SALESMANSHIP 


THE output of the factory must be disposed of or the 
wheels of industry will stop. It is the salesman who 
does this important work. The consumer needs the 
product of the factory and of other productive agen- 
cies, and the salesman is the medium through which he 
procures it. The salesman’s place, then, in our eco- 
nomic system is an important one. So much thought 
has been put into the development of business and 
business methods that it has the characteristics of a 
profession, and salesmanship has become a science and 
an art. The salesman must be efficient or both himself 
and his employer will suffer from his retention in his 
position and the customer will be poorly served. 

Personality counts for much here as in every other 
vocation. ‘The elements of personality are many and 
self-study is difficult, but an honest self-examination will 
result in self-improvement, if one is really desirous of 
improving himself. Personality cannot be materially 
improved or strengthened in a day, but as years go by, 
faithful application to study and work and a determina- 
tion to become stronger and better will result in an 
increase in the force of all that goes to make up per- 
sonality. 

The appearance, so far as cleanliness and neatness go, 
is often a determining factor when employers select 
some one from a number of applicants. A large em- 
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ployer of labor says: “Many a young man has received 
short audience in my office because his linen was soiled 
and his hands yellow with nicotine.” The employer 
knows that he cannot win and hold the greatest possi- 
ble trade with salesmen who present such an appearance. 

A knowledge of what is to be sold is essential and 
the more thorough this knowledge the better. A knowl- 
edge of human nature is also essential and this furnishes 
an endless field for study. Courtesy, cheerfulness, amia- 
bility, willingness to serve even at personal inconveni- 
ence, all of these things count for much. The tone of 
voice, the words spoken and the general deportment are 
things that either please or displease the customer quite 
as much as the goods you offer him. 

Accuracy, diligence, patience, perseverance and punc- 
tuality are all needed in salesmanship. The boy who 
attends school regularly and faithfully applies himself 
to the work of the school will have these qualities devel- 
oped and strengthened in him. The boy who remains 
in school and gets the best out of the school by doing 
his part there will be well prepared to gain rapidly from 
his experience as a salesman. 

Care of the body and cultivation of the mind should 
go together. A good moral character is one of the best 
assets a salesman can have. Business ethics to-day do 
not regard a transaction in which one man gets the 
better of another a good bargain. A legitimate trans- 
action is one in which both parties are benefited. This 
is the conception of trade that salesmen should have. 

The salesman should feel a keen responsibility for the 
success of his firm, and he should have a genuine desire 
to satisfy his customer. Loyalty to the firm demands a 
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strict compliance with all the requirements of the sys- 
tem of the place. 

The positions open to boys of from fourteen to six- 
teen years of age usually command small pay. In large 
stores boys usually have to start at $3 or $4 a week; 
but in the same house you will find employes who have 
risen from this small pay up through positions paying 
from $12 to $50 a week. 

In a large concern, as a department store, the errand 
boys, cash boys, floor boys, and all boys doing similar 
work have before them positions that will be filled from 
the ranks of those who remain with the firm and render 
satisfactory service. Employers are continually on the 
lookout for those who show a capacity for this impor- 
tant work. 

The salesman of the retail store has ever a ready 
greeting for his customer and an instinct for knowing 
his needs and desires and a patient way of handling the 
undecided. The inside salesman of the wholesale store 
has all these qualities well developed, but as he deals 
with the trained and experienced buyers he must be in 
addition a real diplomatist. The agent of the retailer 
comes to him at certain seasons of the year to buy a 
stock of goods. He meets him, entertains him while in 
the city, and he must be ready to advise him about a 
multitude of matters, and so train his customer that 
he may be able to market the goods which he buys with 
profit to himself. He must be able to anticipate the 
needs of the distant market to which his customer caters 
and to show him the best methods of advertising. 

The travelling salesman is as well trained as either of 
the others; in addition he must know how to find the 
customer, the best seasons at which to visit him and be 
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an expert in rating the credit value of the man to whom 
he would sell. These travelling salesmen for manufac- 
turers and jobbers form a very large army. They scour 
the country even to the remote villages. The constant 
travelling implies many hardships and makes such de- 
mands as only the very robust can stand. Most of 
these travellers prefer to sell their goods on commission, 
drawing upon their employers for their expenses and 
having settlements ‘at stated periods. Earnings from 
$3,000 to $5,000 are common. 

The prince of these men is the foreign representative 
of the large American manufacturers. He is the man 
who goes out to make markets. He must know his 
geography, history, politics and economics, and besides 
he must be an expert in his own line as well as a man 
trained in business methods, commercial law and trade 
customs. 

The auctioneer needs all the qualities of the forego- 
ing and in addition he commands the insight into 
human nature which only the trained psychologist can 
command. He is a ready wit, a persuasive speaker as 
well as a keen business man with a wide knowledge of 
merchandise and of prices. The auctioneer is found in 
country districts where he is called upon to sell live 
stock, farm equipment, household utensils, and real 
estate. In cities he sells out the stock of bankrupt firms, 
accumulations of unclaimed shipments for express and 
freight companies, houses, building lots, stocks and 
bonds and even railroads. The pay is usually a per- 
centage of the receipts and these often run into large 
amounts. He is required to hold a license from the 
city on which he pays a tax and in some cities he is 
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required to give a bond which is forfeited if he fails to 
observe the laws which regulate these sales. 

Energetic young men who desire in a short time to 
make expenses for their college or professional training 
can readily find opportunities to engage themselves to 
sell goods on commission by canvassing. ‘Towards the 
end of the college terms the representatives of publish- 
ing houses and manufacturers visit the colleges to make 
up squads to sell goods. Training is usually given to 
these agents and from $3 to $5 per day above expenses 
are the usual earnings. Canvassers for books and high- 
class publications and periodicals earn large amounts. 

New inventions for housekeepers, handy fire appara- 
tus, improved farm machinery, and improved processes 
and devices for manufacturers are usually introduced 
by agents. The most experienced of these men some- 
times establish themselves as selling agents for patented 
articles, contracting with the manufacturers of such ar- 
ticles for the exclusive control of their products in 
certain territories, agreeing to attend to the advertising 
and selling of the same in the territory assigned to 
them. Such men do not require a large amount of 
capital. 

The large life insurance companies have district 
agents who have the exclusive charge of certain sec- 
tions for their respective companies in the same. way. 

Closely related to the business of selling is the work 
of making collections. The collector must have about 
the same qualifications as the salesman. Books, pianos, 
real estate, even clothing and all articles of use and 
luxury are often sold on installments which are payable 
at certain intervals. The collectors for the sales agents 
make their rounds among the customers to collect the 
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installments as they become due. Sometimes it is their 
unpleasant duty to reclaim the articles when the pur- 
chaser cannot pay the installments. For this reason such 
positions are not eagerly sought and the houses that 
need men for this work usually have openings. 

Fully one-fifth of the population of the country is 
found in sparsely settled localities. Many of the people 
only occasionally find the time to visit the great distrib- 
uting centers. At all seasons they will need articles of 
use and as their prosperity increases they will furnish 
a ready market for articles of luxury. Advertising mat- 
ter will reach them through the mails and articles of 
merchandise are cheaply distributed through the agen- 
cies of the parcels post and the express companies. Ar- 
rangements can also be made for collecting and return- 
ing to the shipper the charges for merchandise deliv- 
ered by them. This will mean an extension of the fields 
of operation of the mail order houses and the purchas- 
ing agents. The largest mail order house in the world 
was started in 1886 by a. man who was a railroad em- 
ploye. He gave his outside hours to a business of this 
kind which he conducted from his own home. The 
largest periodical selling house was started in a similar 
way by a teacher. Success in such work demands a 
genius for organization, a wide knowledge of the needs 
of different classes and a capacity for detail. 
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CHAPTER XXVI 
ADVERTISING 


THE visitor who walks into an advertising office will 
meet the office boy, polite, neat, well dressed, working 
at a desk in the outer office. His card will be taken in 
to the manager who will receive him after he has fin- 
ished an interview with the representative of a maga- 
zine who has persuaded the manager to purchase a cer- 
tain number of pages of advertising for twelve issues of 
his publication. The manager explains to the visitor 
who is seeking information about the advertising busi- 
ness, that he can purchase these advertising pages at a 
discount, that he must now seek among his customers 
those advertisers who would profit by the use of the 
medium of which he had purchased a share, place the 
matter before them in such a way that they may be 
willing to purchase a part of the space. 

He shows the visitor into a special service department 
at the head of which is a young man who obtained his 
first experience in the advertising business when as a 
school boy he was the advertising manager of the school 
paper. This young man is surrounded by shelves con- 
taining newspaper directories from all over the country, 
showing the number of subscribers of each and their 
charges for advertising. He has before him a request 
from a mail order house for advice in regard to the 
most effective way of spending their annual allowance 
for advertising. 
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In another department, he will find a small group 
of experts discussing the best way of handling a com- 
mission from one of their regular clients to advertise a 
new smoke consuming device in such a way that it will 
be called to the attention of manufacturers. 

In another room there will be seen a score of writers 
and artists whose special business it is to design adver- 
tising circulars, booklets, and posters. One man may 
be designing a poster announcing a winter cruise on the 
Mediterranean; another working on a booklet setting 
forth the merits of a new style of automobile. In the 
editorial department are the samples of work which 
had been turned out, including everything from a rhyme 
for the street car announcement of a washing compound 
to good-sized book setting forth the advantages which 
a western town had to offer to prospective settlers. 

In order that all these people may be kept busy, the 
solicitors of the firm must be scouring the market, in- 
terviewing advertisers and persuading others to become 
advertisers. ‘They must be supplied with figures and 
facts showing the value of the services which they have 
to offer and they must be able to use the arts of per- 
suasion as effectively as any public speaker. 

A chance request for information from the young 
$15 a week clerk in the bookkeeper’s cage brought forth 
an invitation to attend the meeting of the advertising 
club of the city. The meeting was a revelation. The 
audience was made up of jovial, enthusiastic virile men, 
old and young; the paid agents of large department 
stores who controlled annual appropriations reaching 
enormous figures, the advertising solicitors for news- 
papers of all kinds, advertising brokers, and free lances 
in the business who bought advertising space in theater 
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programs, church announcements, directories, and sold 
the same wherever they could. 

The year book of the club showed that lecture courses 
had been maintained during the year which would have 
been a credit to any professional or scientific association. 
The rapid increase in the membership of the associated 
advertising clubs of America indicates the growth of 
this new profession. 

During the address of the evening the visitor re- 
ceived the impression that the successful advertising 
man must possess the general education of the states- 
man, the equipment of the psychologist, the taste of the 
artist, the eloquence of the orator, the shrewdness of 
the financier, the orderly habits of the accountant, and 
the mathematical training of the statistician. 

As he looked about and saw the prosperous looking, 
good-natured crowd he could have no doubts about the 
sufficiency of the rewards which attracted and held 
men of this type in the field. 

By taking one of the many courses in advertising 
which are offered in all of our large cities or by pursu- 
ing a correspondence course, a student may not only 
secure a good survey of the field and receive a training 
which will be of value to a man in any kind of business 
but he will be able to determine his own fitness for the 
work. 

The advertising managers of business houses and the 
heads of the advertising departments of newspapers are 
salaried officers whose pay compares favorably with 
that of other business experts, while the advertising 
solicitors for newspapers and advertising agencies .are 
usually paid a commission on the orders which they 
secure. 
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PRACTICAL EXERCISES 
High schools and colleges have their own publications in con- 


nection with which ambitious students may find opportunities to 
discover their talents both in the selling and the advertising lines. 


CHAPTER XXVII 
BANKING, BROKERAGE AND INSURANCE 


SoME men desire to undertake business enterprises 
which require the investment of more money than that 
which they themselves have. They will find a banker 
who has in his keeping idle money belonging to his 
depositors and arrange with him for the use of this 
money for a specified time, giving to him as his protec- 
tion an interest bearing note. Instead of a note he 
may give the lender a mortgage on his business prop- 
erty. If the business is carried on by a corporation the 
money for extensions may be secured from a broker in 
exchange for certificate of indebtedness in the form of 
stock certificates or bonds. The bankers and brokers 
are really persons who buy and sell money. There are 
70,000 of these persons in the United States, of whom 
about one-eighth are in New York City, which is the 
money market of the country. 

Some of these men are in business as individuals, 
others are doing business in partnership, and others 
unite to form corporations to do business as national 
banks or as state banks. 

Some of these banks are very large institutions em- 
ploying several hundreds of messengers, clerks, book- 
keepers, and watchmen. 

There is no place for the exercise of generosity in 
dealings between bank officials and their customers, and 
according to the reports of the wage-earners in banks, 
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dealings between the bank officials and their subordi- 
nates are just as impersonal. The routine work in large 
banks has been reduced to such a system that most of 
the subordinates are employed in purely mechanical op- 
erations. ‘These do not require a great amount of skill 
or special training nor much capacity for originality, 
nor any very hard physical or mental labor, but there is 
a demand for orderliness and reliability and integrity 
and loyalty. 

The work which the beginners are called upon to do 
can be easily learned and as a consequence the pay at 
the outset is only $5 to $8 per week. There seems to 
be a feeling among the workers that there is little 
chance for promotion unless some one who stands in 
line dies, but the boy who at sixteen enters any one of 
the large banks will at twenty be earning as much as 
- those who at the same time entered upon an appren- 
ticeship to a skilled trade. 

The number of successful business men who began 
their careers in bank positions is unusually large. The 
bank messenger who makes his daily rounds among the 
customers has a chance to become acquainted with 
business men and their way of transacting affairs. The 
clerk on the individual pass books or on the customers’ 
ledgers learns something of the financial requirements 
of many lines of business; while the clerk in the stock 
and bond departments has opportunities of learning 
how to appraise these securities. There is no better 
training in international trade relations than in the 
foreign exchange department of a bank. 

Many of the young men who are found in the sub- 
ordinate positions of banks are so placed by their par- 
ents that they may get this kind of business training. 
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With them the matter of wages is of secondary impor- 
tance. ‘This compels others to begin with about the 
wages for which these are working. Those who go into 
banking to study it as a profession will find that these 
will drop out and that the competition for the higher 
places is not so great. 

One leading bank cashier gives us this history. He 
left school at an early age and went into the office of 
an insurance agent. His employer became interested 
in him and after the boy had outgrown his position in 
the insurance office a place was secured for him in a 
bank in which his employer was a director. Later he 
was transferred by the bank to a branch in a suburban 
district. Here he had a chance to become acquainted 
with all phases of the work. While serving his appren- 
ticeship he attended courses of instruction given by the 
Institute of Bank Clerks. | 

The credit man of a merchandising concern received 
his initial training for his very profitable work in the 
discount department of a bank in which he served an 
apprenticeship of six years. 

Those who simply settle down to the routine work 
of one department of a bank, depending upon passing 
years and their ability to secure occasional advances in 
salary by their persistence in asking, are likely to waken 
up some day to find that a reorganization of the bank 
has ushered in a campaign for economy during which 
many old employes were being displaced by others who 
were willing to do the same work for a few dollars a 
week less. 

The bank clerk who studies his work as the young 
professional man studies his; who shows that he pos- 
sesses a mastery of all the complicated relations which 
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center in our great banks, cannot be so readily displaced 
and he will find that those whose incomes are derived 
from their investments in banks will be ready to pay 
satisfactory wages to those who can handle their affairs. 
Salaries of from $3,000 to $10,000 for men thoroughly 
acquainted with all the details of the banking business 
are not unusual. 

The conditions in the life insurance companies, the 
mercantile agencies, and the liability and marine and 
fire insurance offices differ very little from those in the 
banks, 

The fire insurance companies have their expert ap- 
praisers and adjusters of losses, the lability insurance 
companies have also their experts on occupational dis- 
eases and industrial accidents. The life insurance com- 
panies, besides their usual clerical forces—bookkeepers, 
advertising experts, stenographers—have their actuaries. 
These experts are usually developed out of those who 
enter the service from the foot of the ladder. 

The actuaries of the companies determine what rates 
are to be charged for policies of different kinds. This 
determination involves many intricate questions and the 
one who aspires to enter the departments in which 
these problems are handled must be especially skilled 
in all kinds of mathematical work, more especially in 
algebra. If his service as an office assistant attracts the 
favorable notice of the chief actuary of a life insurance 
company he may be recommended for membership in 
the Society of Actuaries and secure his election by pass- 
ing the examination which is set for the junior actu- 
aries. Then begins a period of hard study under private 
tuition for the examination which is required of the 
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applicants for full membership in that society. These 
actuaries rank with the highest of professional men. 

The state employs a number of men experienced in 
banking to examine periodically all banks and insur- 
ance companies. ‘These receive salaries ranging from 
$3,000 to $5,000. These positions and the position of 
bank examiners for national banks are filled by com- 
petitive examinations. 
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CHAPTER XXVIII 
Somrt New BvusINEss PROFESSIONS 


Tue highest ideal of many generations found its em- 
bodiment in those human dynamos who could drive 
their fellows to toil for the enrichment of some groups 
at the expense of others. In our day, the ideal man 
enriches himself only by his conquest of natural forces 
and his use of natural resources. ‘The achievements 
of great industrial leaders have overshadowed the glories 
of the military heroes of barbarous ages. The greatest 
achievements continue to be for those who have that 
capacity for leadership which enables them to hold 
others to the completion of great enterprises. 

In New York City in 1912 there were 1,100 manu- 
facturing establishments employing more than 100 men 
each; in the city of Buffalo there were in the same year 
over a hundred such establishments; in these two cities 
there were 78 manufacturing concerns which employed 
more than 500 men each in addition to the many large 
retail and distributing agencies, and transportation 
companies whose work is done by the concerted action 
of thousands under the direction of one single leader. 

The responsibilities of such a leader are great; the 
property which he controls may represent the invest- 
ment of hundreds who are dependent upon the income 
which they receive from it for their living, the employes 
whom he directs may have been assembled from afar 
and devoted all their time and their energies to the 
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mastery of particular processes in the course of doing 
which they have become unfitted for any other profit- 
able work. They and the income of their families may 
be entirely dependent upon the prosperity of the busi- 
ness whose success is determined by the courage, the 
energy, and the prudence of a single man. 

The public service which the industrial manager per- 
forms is of the highest kind. In a remote corner of 
the state one of these found a declining village at the 
foot of a bleak hill. His resourcefulness secured the 
capital, organized untrained men into a working force 
to blast out the rocks, crush them into powder and 
found a market for the seemingly useless material. His 
rewards were great, and so they should have been. He 
combines all the highest qualities of men; he has the 
imagination of an artist, the analytic power of the 
philosopher, the constructive ability of the inventor, 
the organizing capacity of the general, the stoic’s in- 
difference to defeat, and the daring of the explorer. 
The rewards of men of his class are greater than the 
rich prizes for which the men of the old professions 
have striven. 

The great industrial manager is the prince of the pro- 
fessional men of the day; he must know how to use the 
lawyer in organizing his industry; he must know how 
to influence the financier to supply him funds; how 
to use the architects and engineers, who plan and con- 
struct his buildings and machinery; he must command 
doctors to supervise the human elements of his organi- 
zation, and more and more, he is expected to have the 
rare qualities of a pastor of his people in order to secure 
the loyalty which makes for efficient service. 

The processes through which these great leaders are 
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developed are varied. Not unfamiliar is the man who 
in a country place began a factory which became the 
nucleus and the support of a prosperous town. He 
seems to be a stolid, ordinary man as we see him alter- 
nating between the men in his shop and the manager 
in his office. When at twenty he had learned his trade 
as a machinist dull times brought about his dismissal. 
With little money and no prospects, chance brought him 
temporary work in a village repair shop. He found 
later that he could secure an abandoned shop among 
some farmers who were begining to use machinery which 
they were poorly prepared to handle. He studied the 
needs of the people in his community, invented such 
improvements in their machinery as made it more serv- 
iceable under the local conditions. He became their 
consulting engineer; engaged one apprentice after an- 
other, training each in turn to take care of some par- 
ticular branch of the work which he developed. The 
young men married, built their homes near the shop, 
which was enlarged from time to time, growing as the 
village of which it became the center grew. His busi- 
ness became profitable, money lenders saw an oppor- 
tunity to make him safe loans. He became the manager 
of a plant of no mean proportions and the patriarch 
of the village. 

In his early school days he had learned something 
about business; something also about history; in his 
early manhood he mastered a trade; he also read wisely 
in odd moments; he foresaw the revival of agriculture, 
seized the opportunity when it confronted him and had 
with tireless energy lent himself to the one purpose of 
serving his day and his community in its modest needs 

as well as in its more complex requirements, 
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Unfortunately, this man allowed himself to be in- 
fluenced by the belief that his workers would be most 
profitable if confined to some one kind of work, and 
that he himself could not afford to refuse to give every 
detail of his growing business his personal attention. 
He finds himself at an age when he must unburden 
himself, but he has no one to whom he can entrust any 
part of the management of a business into which he 
has grown through an education of two full score of 
years. 

This man and thousands like him are looking for 
trained and experienced men with capacity for manage- 
ment who can bring the energies of young blood into 
the affairs of men of years of experience. 

Three years ago to another such a man who in a 
public address bemoaned that young men for such pur- 
. poses were no longer to be found, I volunteered to 
produce one. “Bring him on, prove his value, and let 
him name his price.” I recalled that in an intercol- 
legiate debate of an economic question, by seniors who 
were about to be graduated from college, I was im- 
pressed with the clearness of vision and the soundness 
of logic of one of the speakers who had specialized in 
economics and business administration. I had known 
the young man in the preparatory school, knew how he 
had learned self-denial through his struggles for an edu- 
cation, how he had learned to adapt himself to people by 
his management of a college mess-hall, how he had 
acquired business experience through his vacation activ- 
ities. I presented to him the challenge of the business 
man. In due time he took up the challenge and began 
in the humble position of time clerk. Here he became 
acquainted with the different classes of working people, 
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learned the plan of organization and the methods of 
business. Gradually he thought out methods for grad- 
ing the workmen, new promotion schemes by which the 
wages of the workingmen were automatically increased 
as their greater efficiency was demonstrated, and then 
he undertook to show the men how they might increase 
their own value to the business and their profit to them- 
selves. The special position of supervisor of working- 
men was created for him. The output of the factory 
was increased faster than the sales force was able to 
handle it. He turned his trained mind and his untiring 
energy to the problems of the sales department. The 
cumulating power of handling the whole of a problem 
which had come to him by successively mastering arith- 
metic in eight years, his algebra in two and his geom- 
etry in one and larger and longer sciences in shorter 
and shorter and shorter periods towards the end of his 
college course brought him the mastery of sales prob- 
lems in a way that was impossible to those who had 
grown up in the business and had not his large ac- 
quaintance with the subjects of geography, transporta- 
tion, sociology and finance. His relations to the work- 
men and the foremen and the salesmen were what the 
relations of the trained architect are to the bricklayer, 
the carpenters and the plumbers who erect a building. 
He became the human engineer for the organization. 
The human engineers, coming to the head of affairs 
in all kinds of concerns, have for their first purpose 
the economical production of certain material results. 
They are prone to lose sight of the fact that work is 
for the man and for his development through his activi- 
ties and that men are not mere machines for the use of 
the factory manager. This means that there is room for 


194. PROFITABLE VOCATIONS FOR Boys 


another new profession in our complex industrial life; 
specialists who know the community so well that they 
can advise others and direct them in the wisest use of 
those opportunities which are designed to develop the 
best of the human values in each one. These are the 
social engineers who are especially needed to supervise 
those who must go to work at an early age and to direct 
them in the same way that the college advisers direct 
the more fortunate ones who can remain in formal train- 
ing for longer periods. The social and industrial direc- 
tors of the Young Men’s Christian Association, the 
assistant parish workers of the city churches are build- 
ing up a profession of great promise and large attrac- 
tiveness. 
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CHAPTER XXIX 
Tur CiviL SERVICE 


EXCLUSIVE of the enlisted members of the army and 
the navy over 400,000 wage-earners are employed by 
the national, state and local governments, in all sorts 
of work. Some of the higher officers are elected by the 
people for a term of years, others are appointed by the 
elective officers, but by far the larger number are se- 
lected through competitive examinations which are held 
at stated periods in different parts of the country. The 
daily papers usually give notice of the times and places 
for these examinations. 

The United States Civil Service Commission at Wash- 
ington issues twice a year a pamphlet which enumerates 
the positions which are open, the wages paid, the quali- 
fications required and the times and places for holding 
examinations. A copy of this can be secured in response 
to a post-card request. The New York Civil Service 
Commission issues annually a handbook giving the 
names and salaries of all persons holding positions un- 
der the state and county governments. Those who 
desire to become candidates for any of these positions 
as vacancies occur should write to the Commission for 
information concerning the times and places for the 
next examinations for such positions. The City of 
New York issues a similar civil list giving the positions 
in the city service. This can usually be found at the 
public libraries. The list of civil employes can be 
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secured by private individuals for $2.00, at the office of 
the City Record. Most of the cities and states issue 
similar lists. 

Those who can only do their best work under direc- 
tion will find the positions in the civil service more 
satisfactory. After they have passed their period of 
probationary service, their positions are practically per- 
manent. Governmental agencies do not usually under- 
take any kind of service until it has become well ad- 
justed to the public requirements and reduced to a 
routine, so that workers find little opportunity for exer- 
cising any capacities for initiative and originality is 
looked upon with disfavor. 

The technical men, who can usually do better in the 
way of earnings with the government at the beginning 
of their career, as soon as they discover that they have 
any special ability are likely to leave the public service 
in which the pay for the experienced man with special 
training along technical and professional lines is less 
than in private employment. 

The earnings of beginners and of clerks and mechan- 
ics and semi-skilled and laboring classes in public service 
are usually somewhat higher than in private employ- 
ment and for this reason the competition for places of 
this kind is keen, and at every examination there are 
long eligible lists. Unless a candidate stands high on 
these lists, appointment is unduly delayed. 

Many use the service as a stepping-stone to a profes- 
sion. Let us say a high school graduate, eighteen years 
old, who is dependent upon his own resources, wishes 
to become a physician. His nineteenth year he should 
spend studying stenography and typewriting. As soon 
as he has mastered this art he will take the civil service 
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examination in stenography and typewriting, receiving 
$900 a year as his minimum entrance salary. If he 
passes he is reasonably sure of appointment, as the sup- 
ply of stenographers is limited. At twenty he takes 
service with the government at Washington and ma- 
triculates at one of the medical colleges. The next four 
years he will spend in the double occupation of serving 
the government and studying medicine. His annual 
thirty days of leave will help him out on his studies. 
Upon graduation he should receive $1,200 a year. He 
will qualify at once to practice medicine in the District 
of Columbia and hang out his sign. He will hold his 
position for several years longer, picking up such pa- 
tients as he can after office hours. By this time he will 
be twenty-seven or twenty-eight years old and should 
have saved $1,500. He is now in a position to resign 
and go where he wishes to begin the practice of medicine 
in earnest. Many clerks study medicine or law or engi- 
neering in this way. The only thing that might prove 
objectionable in using the government service as a 
stepping-stone is that his official duties may be neg- 
lected. 

The skilled man will generally find the work in the 
government service more permanent than in private 
service. The national government needs printers, art- 
ists, engravers in Washington, and mechanics of all 
kinds in the navy yards, and arsenals. The mechanics 
who are located at Washington must consider that their 
living expenses will be higher there than in other parts 
of the country. 

The technical and professional graduates who are 
tempted to accept government positions in order to 
accumulate funds to support themselves while they are 
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acquiring a private practice, must understand that em- 
ployments which take men away from home and ac- 
quaintances will tend to weaken those social relations 
which are usually very helpful to the young profes- 
sional man. Professional students who have eagerly 
accepted positions in the Philippine service found upon 
returning after an absence of a few years that they had 
not only been forgotten but that they had lost the 
drift of professional progress. 

The foreign consular service and the diplomatic serv- 
ice on the contrary may give a man an excellent prepa- 
ration for entering the commercial field in foreign coun- 
tries. This foreign service is being reorganized, student 
interpreters to a limited number are accepted by the 
government to go into training just as they are taken 
into training for the army and the navy, and a regular 
system of promotion examinations offer inducements to 
men of more than ordinary abilities. 

Other departments of the government are also being 
reorganized so as to encourage those in the lower grades 
of service to hope for promotion by systematic training 
for the higher grades. 

The Chief and the Cwil Service Chronicle are two 
weeklies which are published in New York City. They 
give very complete information in regard to the require- 
ments for the different kinds of examinations, and full 
announcements of dates and places of holding them. . 

The annual reports of the Civil Service Commission 
report the number of persons who applied, the number 
who were examined, the number who passed the exami- 
nation, and the number who were appointed for each 
grade of service during each year. We note in 1912, 
of the 7,208 clerks who were examined for the $720 a 
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year positions, 355 received appointments during the 
year. Of the 63 physicians who were examined 36 
received appointments. The prospects for appointment 
can usually be fairly well determined by the aid of these 
tables, and these annual reports are very helpful in de- 
termining whether any field of work is overcrowded. 
If the number of applicants is excessively large as com- 
pared with the number of persons appointed and the 
salary offered is fair considering the expense of prepa- 
ration it is safe to assume that many persons in that 
occupation are out of work at the time. 
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CHAPTER XXX 
TEACHING 


THE young man who combines with a love for study 
an ambition to influence the lives of others will continue 
to find a promising field in teaching, which does not hold 
before him such conspicuous prizes as some of the other 
professions, but it provides a certain, if modest, income 
for a relatively long productive period of his life. 

It is possible for one who has only a sound English 
education to secure admission to some of the normal 
schools which are supported by the state and in three 
years prepare himself to meet the requirements for cer- 
tification for our country and village schools. His long 
vacations will enable him to increase his qualifications 
by attendance upon the summer sessions in college. 

For admission to the teaching corps of the elementary 
schools in our cities a full high school course, followed 
by a course in the city normal school of from two to 
three years, is required. The male graduates of these 
city training schools are sure of appointment, beginning 
in New York at $900 and in the smaller cities at 
wages ranging from $400 a year and upwards. On ac- 
count of the preponderance of the number of women 
teachers in the elementary schools, and the feeling that 
prevails in many cities in favor of men for the super- 
visory positions, the man who enters these schools will 
find an open road to promotion to places paying from 
$1,500 to $3,500. 
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For appointment to the high school positions a col- 
lege education with some special courses in the science 
of education igs essential. All of these appointments 
for teaching special subjects require special preparation. 
For the most part the preparation can be secured while 
serving in elementary school positions, either by taking 
summer vacation courses or by taking evening courses. 

The higher positions in school administration are 
usually filled by competitive examination. The teacher 
of the special subjects does not have the same chance to 
get the practical preparation for these examinations as 
the elementary school teacher. These positions in 
school administration are becoming more and more per- 
manent and on account of the complexities of our school 
systems they require a familiarity with all grades of 
school work. For this reason it is desirable for those 
who are aiming for these positions to find opportunities 
for getting a varied experience. 

Teaching in the colleges and universities does not at 
the beginning pay as well as teaching in public or 
private schools. The young graduate who becomes a 
tutor receives usually a merely nominal salary until he 
can prove his capacity and until some vacancy for which 
he is qualified occurs in the faculty of his college. 

Experienced men find remunerative positions in 
teaching in private schools which receive limited num- 
bers of pupils. Service in such schools affords prepa- 
ration for those who would embark upon the business * 
of conducting boarding and home schools. The changes 
in the homes and in the social conditions of our people 
assure patronage to such schools by those people whose 
occupations prevent them from maintaining a home at 
all seasons for their children. 
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There is now, and there will likely continue to be, 
an unusual demand for teachers who are qualified to 
teach trade and technical subjects. Skilled craftsmen 
who thoroughly know their trades and who are so situ- 
ated that they can take special courses in teachers’ train- 
ing schools will be able to command larger wages with 
more permanence in teaching trades than in following 
their crafts. Such persons can usually obtain positions 
in evening schools. In this way they may secure expe- 
rience and prove their fitness for the work. 

The requirements for appointments and the times for 
making appointments vary greatly. ‘The state depart- 
ments of education have printed circulars giving the 
regulations governing appointments in the elementary 
schools of the country districts and the villages; and 
the city superintendents of our large cities are prepared 
to answer inquiries from those who are seeking positions 
in the cities. 

The United States employs more than a thousand 
teachers in the Indian schools and in the Philippine 
service. ‘The semi-annual bulletin of the Civil Service 
Commission at Washington gives full information in 
regard to these. 

An influential principal of a large city school states 
that when he was thrown upon his own resources he 
had only an elementary school education. One summer 
he secured employment with a farmer whose approba- 
tion he succeeded in winning. This farmer recom- 
mended him to the trustees of the country school. He 
had little difficulty in passing the necessary qualifying 
examination. He served the district several terms of 
seven months each, attending the state normal school 
during his vacations. All the states have such schools. 
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The requirements for admission are not severe nor are 
the expenses high. Upon completing the required 
studies in this school he secured an appointment to 
teach in a village school at a better salary. During the 
several years in which he served in this position he 
attended summer terms at the state university. After 
acquiring his degree he secured a position in a city high 
school. His early experiences made his successive pro- 
motions easy. High school graduates can readily paral- 
lel this record. 
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PRACTICAL STUDIES 


1. Prepare brief biographies of the teachers in your elementary 
school, your high school, the principals, and the superintendent of 
your schools, setting forth where and how they secured their pre- 
liminary education, their professional training and the grades and 
salaries of the successive positions which they held. 

2. Make a list of the teachers of your high school who secured 
promotion or who have gone into other lines of work and try to 
discover the influences and motives which determined their prog- 
ress, 


CHAPTER XxXxXI 
MUSICIANS AND TEACHERS OF Music 


In New York, Philadelphia, Chicago and San Fran- 
cisco, among those employed as musicians and teachers 
of music, men outnumber women; in the entire country, 
however, the reverse is true. Our population is increas- 
ing gradually and becoming more urban and less rural. 
Wealth is increasing and the taste of the people is im- 
proving; there is an ever-growing demand for better 
trained musicians. 

From an artistic viewpoint the enumeration of money 
returns to musicians and teachers of music is out of 
place, but to meet the requirements of the commercial 
spirit prevalent everywhere dollars and cents shall have 
their own chance to speak. Musicians have struggled 
long to be recognized as workers instead of players. At 
first the trouble was with themselves, for they found it 
no easy matter to give up the idea that they were artists, 
even though admitting that they worked hard to earn 
their living, they wished to be regarded as members of 
a profession and not of a craft. The next stage in their 
history is one of trade union development, and to-day 
no other large union in the American Federation of 
Labor is more completely in control over the market. 

There are teachers of music in practically every com- 
munity and members of the union, just like non-mem- 
bers, may arrange for classes and secure pupils. Very 
few of those who study instrumental music regard it as 
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a vocation to earn a living; but those few must be 
admitted to the union or outside competition will seri- 
ously interfere with the fixed price scale. There are 
some, however, who have another regular vocation and 
look upon music as only an avocation which yields them 
a few extra dollars. 

Because of the competition by those who give only a 
part of their time to the work, the professional musi- 
clans have been very enthusiastic in advocating state 
regulation. Their aim is to secure for their profession 
the same protection and dignity now enjoyed by lawyers, 
physicians and dentists, who have passed a prescribed 
state examination. While this question is being agi- 
tated, the musicians’ union maintains its regulations, 
including a minimum wage and the examination of 
applicants. 

The earnings for music teachers not connected with 
any organization depend upon their natural ability, 
preparation for the work, advertising methods, and the 
conditions of the community. They vary from less 
than a laborer’s pay in rural communities to the earn- 
ings of professional men in other fields. Theatrical po- 
sitions are worth from $1,000 to $1,100 with a special 
bonus to the first violin and the first cornet; for wed- 
dings and balls $4 is the usual price until 2 a. m. with 
$1 additional for every extra hour; for parades members 
of bands are paid on Sundays $4 for the first hour, on 
week days $3, with $1 for each additional hour. The 
musician usually buys his own uniform. The salary 
which a singer can command will depend upon the de- 
mand which he can create for his services. Directors 
and conductors may attain to very high salaries. Music 
critics are employed by all the leading newspapers. The 
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incomes from such work vary very greatly. At the 
head of this profession is the composer, the creator of 
music. The average price is not $35,000 but that 
amount has already been netted by a single American 
musical composition. 

The musician must have an inherited talent to suc- 
ceed and for his development a musical environment 
is of the greatest importance. A _ practical knowl- 
edge of the piano is of value to every singer or instru- 
mentalist. A knowledge of theory, harmony, and the 
history of music must be a part of his equipment. 
Voltaire once said to Gretry, “You are a musician and 
a man of mind, sir; it is a rare combination.” ‘To-day 
there has been nothing more common among the great 
in music than mental ability, unless it is sympathy and 
affability. 

It is possible to make a beginning in music while 
following another vocation. Good teachers may be se- 
cured in almost any locality for the beginner, while the 
conservatories and universities are prepared to give ad- 
vanced training. It must not be overlooked, however, 
that some of our best teachers are connected with no 
musical institutions, so that in this profession it is pos- 
sible for the private pupil to rank among the first. 
There are correspondence courses in harmony which are 
very helpful. 

The orchestral outlook is bright. The growth of mu- 
sic in America is shown by the fact that great artists 
can be found remote from musical centers, but it must 
be admitted that for thoroughness of study, in making 
haste slowly, the establishment of concerted music in the 
home, the most important factor in the musical great- 
ness of Germany, the restless American is not thor- 
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oughly schooled. The policy of our American trade 
union musician is determined by the commercialism 
which controls our country. He sends the great musi- 
cian out after the dollar, cheapens the wages of the 
average musician and too often places him in the same 
class with other hired help. 

The records of successful and satisfied men are not 
-hard to find. A young man whose well-trained voice is 
heard by every owner of a phonograph receives, during 
the course of a year, fees which compare favorably with 
those of the best paid workers in other fields. For a full 
ten years he had been under training by the best Ameri- 
can and Huropean masters. ‘The very large outlay which 
this involved was provided for by an inheritance. An- 
other, whose father was well able to give him the best of 
opportunities, had the benefit of the general education 
to be derived from a course in one of our best univer- 
sities and a musical training under our leading Ameri- 
can masters. In college he attracted attention by his 
compositions for the musical clubs and for special cele- 
brations. The financial rewards which come to him 
from his compositions are highly encouraging. A pian- 
ist whose success is as fully assured as that of either 
of the others had no financial resources at the beginning 
of his career. He had a devoted brother who had faith 
in him. For six years this brother by industry and 
self-denial provided for the support of both of them. 
Their rewards are such as might have been expected 
from their devotion to each other and to art. 

Some who have musical talent of a high order may 
have no inclinations toward music as an exclusive career. 
The leader of one high school glee club was able to 
support himself as a singer in church choirs while he 
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was taking his law course and accumulating clients. 
A young pianist is earning $12 a week in a moving 
picture theater while he is taking his college and his 
professional school course. A physician supported him- 
self while in his professional school by giving lessons 
on the violin. In any history of music will be found the 
records of musicians who have proved that success in 
this profession is not necessarily preceded by a course 
in partial starvation during the struggle for recognition. 

The leading conservatories of music give courses of 
training in expression for reciters and public entertain- 
ers. The increasing popularity of the summer Chau- 
tauqua assemblies has created a demand for men of 
vivid imagination, a capacity for intense feeling with 
a thorough training in the art of public speaking. 

It is an easy step from the entertainment platform 
to the stage. The candidate for the stage usually serves 
as an apprentice in some unimportant part for a trial 
period. Technical training can be secured from private 
instructors in a few of our larger cities. Such instruc- 
tion, however, is not well organized. 

The only definite knowledge about the income and the 
prospects which the stage offers to the average actor 
is found in the census reports. In 1910 only 8 per cent. 
of all of the persons reported as actors and professional 
showmen were of the age of 45 or over. This means 
probably that a comparatively small number of persons 
find this work profitable enough to hold them for a 
very long period of years. 
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PRACTICAL STUDIES 


1. Prepare biographical sketches of the organist of your 
church; the soloists in your church choir; the music teacher in 
your school. 

2. Take the classified directory of your city and note how many 
of the names of persons listed as musicians and teachers of 
music in 1905 failed to appear in a similar list for 1915, 


CHAPTER XXXII 
RELIGIOUS WORK AND SOCIAL SERVICE 


A MAN is more than a wage-earning machine. 
Through his income-producing activities he earns that 
support which is designed to permit him to satisfy his 
intellectual longings and his spiritual aspirations. He 
needs wise leaders to perform properly these higher 
functions. For two thousand years those learned mem- 
bers of society who constituted the moral and spiritual 
leaders have made the highest contributions to progress ; 
they have led the pioneers of civilization into the un- 
trodden wilderness; they have pointed out the way of 
escape from persecution and oppression; they have 
preached righteousness, stimulated benevolence, pro- 
moted education, encouraged charity and relief. 

The tendencies toward a larger measure of individual 
liberty in recent centuries has brought about such a 
subdivision of the agencies which have stood behind 
these workers that the financial support accorded to 
their ministers has not been as liberal as their high 
requirements would have seemed to demand. It is es- 
timated that the average salaries of pastors and church 
workers throughout the country is less than $1,000 per 
year, although in many cases considerable contributions 
are made to their living expenses in addition to their 
stipends. It may, however, be noted that at no time 
have people of all classes been more ready to accord 
liberal support to those who by their preparation and 
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devotion have shown their capacity for leadership in 
the work of social regeneration, so that we find in a 
few churches in each of our large cities religious work- 
ers who have assured incomes of over $5,000. 

More recently there has been an apparent tendency 
toward the consolidations of religious organizations. 
This prophesies for the near future an increase in the 
number of societies whose resources will be more ade- 
quate to support energetic movements under capable 
leadership. 3 

No young man who is looking for a promising career 
should overlook the advantages which would accrue to 
him by an alliance with social forces so powerful that 
in the single year of 1913, in New York City alone, 
they have influenced men to make voluntary contribu- 
tions of over $10,000,000 for the unselfish work of re- 
ligious organizations which had in the same year over 
$200,000,000 invested in property which was devoted to 
their work. Those who contribute so lavishly to these 
enterprises will not fail to make adequate provision for 
the support of those who are ready to devote themselves 
to their service. 

All of the great denominations are earnestly calling 
for recruits for their ministries. They are ready to 
provide liberally for the expenses of training those who 
prove their capacities and show their readiness to under- 
take the prescribed preparation which includes in addi- 
tion to the regular college course from two to three 
years of special training. A living is assured to the 
graduate fromthe very beginning of his career but 
more than in any other profession will his future be 
determined by his possession of the somewhat rare spe- 
cial aptitudes for the work. 
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The chief qualities essential in one who aspires to 
the office of a minister of religion are a devout tem- 
perament, strength of character, idealism, a genuine 
social sense, some practical ability in managing details 
and a capacity for scholarship. ‘To make a perfect 
minister obviously would require a perfect man. But 
if a young man is conscious of possessing even in an 
elementary degree the qualifications mentioned, he may 
be sure that there is a place of usefulness open to him 
in this high profession. 

The graduate is usually assigned to missionary service 
in new fields, to a position as assistant to the pastor 
of a city congregation, or to work in connection with 
some special social service department. For those who 
develop a capacity for leadership without showing any 
great abilities as public speakers, there are increasing 
opportunities for work in settlement houses and the 
social centers. The head workers are paid salaries rang- 
ing from a bare living to $4,000 a year, and the assist- 
ants earn about the same wages as those which are paid 
to teachers in the public schools. 

For many generations it has been easy for the young 
college graduate with a few years of experience in teach- 
ing young people in our schools to enter upon this work 
of instruction of older persons in the arts of correct 
living in our churches. At present it is just as easy 
for the young man who does not so easily fit himself 
into the more formal programs of the schools to enter 
these larger fields of more varied activities. 

For those who would enter upon some avocation to 
keep themselves from the intellectual and moral stag- 
nation which is so easy in many routine employments 
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the fields of social work afford ever ready opportunities 
for altruistic service. 

Special schools for training social workers exist in 
most of the large cities in which helpful courses are 


given to those who would enter upon volunteer service 
of this kind. 


The pastors of all churches will be found ready to 
give advice to aspirants for this kind of service. 
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CHAPTER XXXIII 
Tur GRAPHIO ARTS 


OCCASIONALLY we find in a group of young people 
some one who has the power to see vividly the things 
that are not yet made, whose insatiable demand for 
knowledge of all kinds gives promise of the possession 
of a breadth of information regarding the possible 
sources of the materials out of which dreams may be 
made real, who have also the inventive skill to adapt 
selected material to specific purposes and executive abil- 
ities to carry to completion purposes once formed. Such 
persons will be sure to succeed in the ever-widening en- 
gineering fields. If they have neither the funds nor 
can command the time to make the extensive prepara- 
tion which success in engineering demands they may 
find remunerative and attractive fields in draftsman- 
ship. The graduate from the engineering school fre- 
quently begins his career in the drafting room. 

In any city of varied manufacturing industries about 
as many recruits will be needed for this work as for 
any one of the learned professions. They are needed to 
make charts and diagrams for the financier to represent 
to him the rise and fall of market values; for the gov- 
ernment official to show the relative increases in receipts 
and expenditures for public purposes; by the scientific 
man to picture to the eye of the public his discoveries. 

Signs and placards are needed by business men to 
advertise their goods. Maps are demanded by the trans- 
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portation companies and in city departments to preserve 
the records of their properties and by real estate men 
to show plans for new developments. 

Every kind of manufacturing concern needs working 
drawings for use by their mechanics. A single archi- 
tect may need a score of draftsmen to make from 
the designs for buildings the detailed drawings of the 
parts of the structures. The inventor and the decorator 
are both dependent upon the skilled draftsmen and 
every large newspaper office employs them. 

For success in this work habits of neatness and pre- 
cision are first requirements, thorough training in arith- 
metic and some knowledge of geometry are essential and 
not any great measure of success can likely be achieved 
by the worker who lacks good eyesight, a pair of dex- 
terous hands, or the ability and disposition to do steady 
and faithful plodding. 

The apprentice in the drafting room may be an ele- 
mentary school graduate, who begins as a messenger or 
office boy at $5 per week; or he may be a high school 
graduate, who begins as blue printer or tracer or who 
is assigned to the work of filing and indexing maps 
or plans or to lettering and filling in drawings, at about 
$10 per week, and, if he keeps on with his studies, he 
may be advanced to $30 or $40 per week. In many 
first-class offices under the direction of highly successful 
men a beginner can well afford to serve an apprentice- 
ship on any terms. 

In reports from fourteen manufacturing cities there 
were listed: 745 draftsmen with average annual salaries 
of $893; 46 designers making $1,127, and 220 artists 
making $1,245. 

In the various departments of the New York City 
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‘government in 1914 there were 32 draftsmen ap- 
pointed beginning at $900 a year, while at the same 
time there were in the service of the city 55 who had 
attained a wage of $1,200 after an average service of 
two years, and 95 who were receiving $1,500 a year 
after an average service of six years, and 216 who were 
receiving more than $1,500. 

The draftsman who develops along the artistic 
side may, by attending the evening course in the art 
schools, prepare himself to take up designing or illus- 
trating, while those whose chief interest lie in construc- 
tive work may prepare themselves for the engineering 
professions. In the fields of teaching there are also 
continual demands for experienced men. A few inter- 
views with successful men who began as draftsmen will 
be helpful. 

How did I become a draftsman, and why? Well 
I must think a bit. On account of the sickness of my 
father I was compelled to leave school at sixteen, after 
attending the high school for a part of a term. I just 
took the first job that came along, which was package- 
boy in a wholesale house at $4 a week. I entered the 
evening school, and, having acquired an interest in 
drawing in the day school, I enrolled in the mechanical 
drawing class. One day a teacher looked over my work, 
asking what I was doing, how much I was earning, what 
my prospects were, and what ambition I had. A few 
days afterwards he sent to my class a letter of introduc- 
tion to one of the heads of a department in a con- 
struction company. I secured employment at $8 a 
week, and for a while was engaged in ruling and design- 
ing, filing cards, and learning the routine of a first- 
class office. After a year, during which I was advised 
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by my teacher to master lettering, I was advanced to 
$10 a week. 

After completing the work of the evening school I 
was advised to enter the Young Men’s Christian Asso- 
ciation for a course in architectural drawing, and work 
becoming slack in my office and there being prospects 
of my being laid off, a place was secured for me in the 
drafting room of a public service corporation at $12 a 
week. My practice here was lettering, indexing draw- 
ings, and keeping map records. By the time I had 
finished my second year I had been advanced to $15 a 
week, and, as my hours were comparatively easy, I had 
time to follow up my school work. I enjoyed my work, 
had an easy time and would have been satisfied, but 
my old evening school adviser got after me with a prod, 
and urged me to seek a place where I could use my 
new acquisitions and secure a wider experience. I 
talked the matter over with my foreman, broke in a 
successor for him to do my work, and through his assist- 
ance secured a position with a furniture company in 
the designing department at $18 a week to start. 

I am now 22 and have finished the course in archi- 
tectural drawing. 

What are my plans? I find that I need more train- 
ing in mathematics and a knowledge of the elements 
of design. I have saved some money, and after I have 
completed my courses I shall try to get into the office 
of a first-class architect on any terms which may be 
offered. 

Why did I become a draftsman, and how? Well, 
to tell the truth, I just drifted into it. I was com- 
pelled to leave school at sixteen without any special 
training. I chanced into the office of a building concern 
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as a messenger. After a while I was advised to enter 
evening school for a course in mechanical drawing, so 
as to be able to secure promotion. After a year I was 
put on copying work. I did this for three years, was 
advanced in my salary and then took a notion that a 
man with a knowledge of mechanical drawing and con- 
struction would have a field of usefulness in the law 
office of firms which specialize in the business of con- 
tractors and builders. 

I had saved some money, and at twenty-one I en- 
tered the law college, working during vacations in the 
shops of my first employer. I am now on my law 
course, and I am still doing work in the drafting rooms 
in my otherwise unoccupied hours. 

Why did I become a draftsman? That is not going 
far enough. I started by securing a job as an appren- 
tice in a machine shop at $3 a week. It was a large 
firm, and I determined to master the trade. I soon 
learned that the elementary education was not enough, 
so I studied at the evening high school. Machine work 
interested me, but, as I grew older, I became dissatis- 
fied. ‘The shops were unsanitary, the hours long, and 
the associates were mostly of the variety show kind, and 
I might add that the firm seemed to have little interest 
in the workmen beyond getting the maximum of work 
out of them. The wage outlook for me as a machinist 
did not seem to promise anything beyond $18 a week. 

After three years of shop work it was try something 
else or push ahead in the manufacturing line. I 
watched my chance, and, by the help of my evening 
school training, I managed to get into a drafting room 
as a tracer, at $10 a week. I soon discovered that my 
shop experience, as much as my school training, helped 
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me to advance rapidly in the drafting room, but merely 
getting into the work does not make a draftsman. For 
five years I studied continuously all sorts of subjects 
related to my work. All this paid me, for I find myself 
at the end of 12 years of work making $2,200 a year, 
and I am still on the lookout for the job higher up, 
and am using all my spare time to qualify for it. 

He was a young Italian. When his evening school 
teacher discovered that he possessed some artistic talent 
he was just a messenger boy, doing errands at the usual 
small pay. He was given a course of instruction in 
industrial design. After he had made some progress a 
position was secured for him in a box factory. He saw 
his opportunity and submitted to his employer designs 
for special orders which attracted attention. Occasion- 
ally work of this kind was given to him to do for extra 
pay. 

Later he entered upon a course of free-hand drawing 
at the art school, saved what he could, and at 25 years 
of age he finds himself, by the help of his own exertion, 
in the last term of his course in one of the noted Euro- 
pean art schools, with a profitable contract for illus- 
trating a set of books for one of the leading publishers 
of the United States. 
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CHAPTER XXXIV 
THE ENGINEERING PROFESSIONS 


AN engineer is an overcomer of difficulties. He is 
the real wonder worker. In no age have there been 
accomplished so many marvels as those which in recent 
years have been wrought out in accordance with the 
plans of the great engineers. Who would not be an 
engineer? ‘'T'o succeed he must know mathematics and 
love it. Physics and chemistry and geology must be 
right in his line. He must be a master of expression, 
be familiar with legal methods and business practices. 

There are many branches of this profession. The 
civil engineer measures land, lays out railroads and 
cities ; the bridge engineer spans the rivers; the hydrau- 
lic engineer builds water works for cities and power 
plants to turn the energy of flowing streams into elec- 
tricity; the mechanical engineer plans machines and 
supervises their construction, oversees their installation 
and directs their operation ; the electrical engineer makes 
the plans for the distribution of power and light and 
heat; while the sanitary engineer looks after the health 
of our cities and destroys the breeding places of disease 
and pestilence. 

In many great enterprises there is one master with a 
whole army of assistants, high and low, and there is 
generally a ready opportunity for the well-equipped 
young man to get admission to the ranks which are 
directed by the master minds in engineering. 
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The pay for the beginner is not large, being $12 to 
~ $15 in railroad service and from $18 to $20 with govern- 
ment surveying parties or in municipal work. Many of 
these apprentice positions may be entered by the high 
school graduate, but those who enter upon this kind of 
work with such limited equipment will find the oppor- ° 
tunities for promotion also very hmited and that for the 
really important position the technical graduate who 
has proved his capacity is preferred. 

The training which is prescribed for the engineer is 
so extensive that it is hardly possible for a young man 
to meet the strenuous requirements while he is earning 
his living even though he may be favorably situated 
for taking courses of study. The civil engineer who 
aims to get into construction work in which practical 
experience is of more importance than theoretical train- 
ing may, while he is serving as assistant to a foreman, 
acquire enough theoretical knowledge in his periods of 
unemployment or through the aid of correspondence 
courses to help him to no mean positions. 

The practical miner who has a sound general edu- 
cation may by the aid of such short courses qualify as a 
mining inspector, and the foreman of a construction 
gang may in this way prepare for an appointment in 
the highway department of the state. 

The prescribed courses for the first two years of his 
college training in engineering is practically the same 
for the student in all of these branches so the selection 
of a specialty may be deferred until the beginning of 
the third year in college. 

The mechanical engineer in the service of a manu- 
facturing plant may have a fixed residence and a per- 
manent position at wages ranging from $1,500 to $2,500, 
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depending upon the size of the plant and the complexi- 
ties of the processes; the mechanical engineer who in- 
stalls special types of new machinery for the customers 
of his employer lives a sort of a roving life. He will 
soon seek to become a consulting specialist ready to 
serve any who may wish to call upon him. 

The conditions under which the electrical engineers, 
the sanitary engineers, and the bridge engineers work 
are not unlike the conditions which are offered to the 
mechanical engineer. 

The civil engineer lives a more unsettled life; his 
employer may be a contractor of public works who may 
need him one month to make a survey of an irriga- 
tion project in the far west; the next month to super- 
vise the construction of a breakwater along the Gulf 
Coast, or again to assist with work on a subway or a 
railroad terminal in an eastern city. The mining en- 
gineer may never know a home but a passenger car, 
or enjoy any conveniences except such as he will find 
in the rude mining camps of remote mountains. 

The young engineer who has any capacity for busi- 
ness has exceptional opportunities to make profitable 
business connections. This may explain why, according 
to the census reports, such a small percentage of civil 
engineers are given as of the age of 45 years and 
upwards. 

According to the reports of the United States Civil 
Service Commission for the year ending July 1, 1913, 
30 of 61 applicants qualified for the one appointment 
that was made to a civil engineering position although 
the salary was only $1,500; 23 out of the 45 applicants 
for seven openings as mechanical engineers at $1,800 
passed the examination; while there were 28 applicants 
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for seven vacancies in the Reclamation Service at 
$1,080. This would seem to indicate that the competi- 
tion for positions is keen. 

From an examination of the vocational records of 
619 persons in the engineering departments of the City 
of New York, classified as civil engineers, transitmen, 
levellers, rodmen, axemen, those in the upper third of 
the scale average $2,941 a year with an average of 
thirteen and a half years of service to their credit; the 
middle third average $1,513 a year with an average of 
ten years of service; the lower third average $978 a year 
with an average of seven years of experience. ‘This 
seems very low, but it must be remembered that New 
York is one of the great engineering centers of the 
world and the thousands of young students eagerly 
enter these lower grades of work in the great enterprises 
for the experience which they can obtain. 

Mr. George A. Damon in 1904 made a canvass of a 
hundred representative electrical men in Chicago. 
Twenty per cent. of them had no college education. 
Their average age at the time was 33 years and their 
average income was $3,440. 

A tabulation of those in the engineering corps of 
ten large railroad companies shows that the wages range 
from $10 a week for axemen to $200 a month for the 
chiefs of parties. The average salaries of 94 civil engi- 
neers in the Geological Survey in 1912 was $1,513. 
Those in the service of New York state in 1912 aver- 
aged $1,754. 

The engineer who devotes himself to private practice 
considers $15 a day and travelling expenses as a low 
charge, $50 a day being not unusual, and great spe- 
cialists are known to have made charges of $500 a day. 
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PRACTICAL EXERCISES 


Write imaginary interviews similar to those at the end of the 
last chapter on the Graphic Arts with the following persons, se- 
curing the necessary information regarding their education and 
preparation from the biographical dictionaries : 


Alfred C. Boller, John B. Jervis, 
Charles B. Brush, Othniel F. Nichols, 
Wm. H. Burr, Alfred Noble, 

Marc I. Brunel, David MeN. Stauffer, 
Leffert L. Buck, John Smeaton, 

John W. Graydon, George Stephenson, 
Charles W. Hunt, Worcester R. Warner, 


John Hays Hammond, Samuel T. Wellman. 


CHAPTER XXXV 
CHEMISTRY 


Durine the decade preceding 1910 the number of 
chemists, assayers, and metallurgists in the United 
States increased 84%. These are employed by the na- 
tional, state, and city governments in inspecting food 
supplies and testing the raw materials which are needed 
for the public service and in examining the water and 
the gas which is supplied to the public by corporations. 
Private concerns also used them for testing their raw 
materials and for making investigations into the char- 
acter and qualities of newly discovered vegetable and 
mineral products and for finding cheaper methods for 
manufacturing their products. 

Chemistry fascinates the student whose leanings are 
toward scientific pursuits. It leads him into a field of 
wonder and mystery which has emblazoned over it the 
records of discoverers whose careers read like romances. 
Even the beginner in the science may get glimpses of 
most tempting prospects. 

The great usefulness of chemical knowledge in all 
kinds of practical operations has compelled school and 
college authorities to make chemistry a part of all prac- 
tical courses of instruction. This has created an un- 
usual demand for teachers of the subject for all classes 
of schools. 

In the examination of metals and alloys, coal, coke, 
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oils, and food the work is of a routine character, which 
is readily learned by the laboratory assistant who has 
a general knowledge of chemistry and some laboratory 
experience. In the blast furnaces samples of molten 
metal are drawn from the furnace and subjected to the 
same tests from day to day. In the laboratories of the 
milk supply companies simple tests are applied to milk 
to determine its purity and the contents of butter fats, 


and in the laboratories of the builder and the manu- - 


facturer of fertilizers the same tests are applied over 
and over again to cement and paint and the raw ma- 
terials from which fertilizers are compounded. The 
assistants in such places and the routine workers are 
paid from $15 to $25 per week and, while positions 
can be secured by those who have had a very limited 
training, they are also eagerly sought by the graduates 
of technical schools who need practical experience. 
When promotions are to be made to the superior posi- 
tions these technical graduates are always preferred. 

These graduates after a few years of experience be- 
come eligible for appointment to the higher govern- 
ment positions at salaries ranging from $1,400 to $1,800 
per year. There are positions paying much larger sal- 
aries, but the applicant must have had, in addition to 
his technical course, either a postgraduate course or he 
must present evidence that he has done some investiga- 
tions in new fields. ‘Those who have had experience 
in such investigations for the government are eagerly 
sought by private corporations with whom the pay for 
such work is somewhat higher than that which the gov- 
ernment pays and salaries from $3,000 and upward are 
not unusual. 

In every city there are many of the smaller manu- 
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facturing plants who do not have enough work to war- 
rant them to have or employ high-grade men. These 
occasionally call upon experts to advise them and to 
test their materials. This makes work for the private 
practitioner, who may have scores of clients. One man 
may specialize in the manufacture of soap and do all 
the testing for a dozen establishments. Another man 
may render the same kind of service to a score of manu- 
facturing confectioners, or to bakers. Fuel testers are 
numerous. They are called upon to test the heating 
qualities of coal. Those who do this work have their 
own laboratories and their incomes are dependent upon 
their ability and their chemical knowledge and skill. 
In these private laboratories the beginner will get a 
more varied experience than he will secure by doing rou- 
tine work for a single concern. 

Many teachers of chemistry, by doing private work 
in connection with their teaching, gradually accumulate 
enough clients to warrant them to devote themselves 
exclusively to such work. 

The work of the chemist is not without its tempta- 
tions. Those who have made for themselves reputations 
are beset by requests for endorsements of all sorts of 
products of doubtful value. 

The boys who have studied biology in the high schools 
have learned that there are many minute forms of ani- 
mal and vegetable life which are harmful, and that 
there are others which may be helpful to man. The 
bacteriologist gives his time to the investigation of 
these forms. He seeks ways of stimulating those which 
are helpful and of controlling those which are harmful. 
The yeast manufacturer calls to his assistance the bac- 
teriologist as well as the chemist; the doctor requires 
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his assistance and his advice; the state calls upon him 
for help in controlling diseases of plants and animals. 
These bacteriologists work in laboratories. They must 
be specially trained as well as those who would succeed 
as chemists. The work of both requires constant study 
and close confinement, and no royal road has yet been 
found to success in either of these promising lines of 
science. 

The boy who adds to a fondness for laboratory work 
some artistic taste and a capacity for business, even 
though he may not be able to complete a college course, 
may find a promising field in photography. Service in 
a good studio forms the best preparation for a business 
career either in artistic or in commercial photography. 
With the work of the portrait photographer all are ac- 
quainted. No large capital is required for establish- 
ing and maintaining a studio in residence districts of 
cities or in small towns. In the larger studios the work 
is subdivided. The studio man being an artist skilled 
in the principles of composition, the retoucher is like- 
wise an artist. The pay of these men is about equal 
to the pay of a good mechanic. 

The commercial photographer works for manufactur- 
ers, serving perhaps several clients at the same time, 
much as the practising chemist does. With the public 
service corporations they hold themselves in readiness 
to proceed to the scene of accidents to make photographs, 
and on the staffs of newspapers they are needed to secure 
pictures of points of interest to readers. Travellers, ex- 
plorers, scientific men, and government bureaus also need 
their services. The development of the motion picture 
business has increased the demand for photographers. 

The shortest road to success in these rapidly develop- 
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ing technical fields leads through the college and the 
technical school, or the university, but there are by- 
paths through which the energetic high school graduate 
may find his way. The story of one of these reads as 
follows: 

In the high school he had been fascinated by the ex- 
periments of the chemical laboratories to such an extent 
that he sought and found a very humble position after 
the graduation as the assistant of the chief chemist of 
a manufacturing concern. | 

While serving in this position he spent his nights 
in the technical school pursuing advanced courses in 
chemistry. His intense interest in the subject influ- 
enced his chief to recommend him to one of his ac- 
quaintances who desired to institute some special in- 
vestigation into wood staining and fireproofing. The 
young man plunged into this work with enthusiasm, 
applied himself with industry, and accomplished some 
noteworthy results in this field. When the corporation 
was formed he put his discoveries to commercial uses 
and became the superintendent of the plant in which the 
work was carried on. Before he was thirty years old 
he made himself the master of the very profitable indus- 
try ; master of an industry which was profitable to him- 
self as well as to his employers. 
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CHAPTER XXXVI 
ARCHITECTURE 


THE young draftsman who discovers that he com- 
bines artistic feeling with constructive ability should 
take some courses in architectural drawing and try to 
secure a position with some good architect. Until he 
acquires some experience and learns the ways of the 
office his pay will be somewhat less than the pay of the 
mechanical draftsman. After he becomes familiar 
with the requirements of the building code and can fill 
in the details of a building plan, knows how to make 
computations, he will be able to make fairly good wages, 
his associations and surroundings will be good and his 
working hours short. The architectural draftsmen 
in the municipal departments in New York City are 
paid $1,800 a year. 

Formerly the young man who expected to become an 
architect would work in the office of some experienced 
master without wages and pay a premium in addition 
for the privilege. After he had served his apprentice- 
ship and served a short period as an assistant he would 
open an office of his own, submit designs to those who 
contemplated building houses and, if his designs were 
accepted, he would make the plans for the builder and 
make the contracts with the mechanics and superin- 
tend the construction, receiving usually 5% of the cost 
of the building for his services. 

All this has been changed. The builder of a dwelling 
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house buys printed plans which he hands over to the 
contractor, and the construction of the great city build- 
ings calls for their supervision men who have had the 
most extensive training. The architect must have the 
eye of the artist; the skill of the designer; the civil en- 
gineer’s knowledge of the strength of materials; the 
ingenuity of the mechanical engineer in devising the 
machinery for construction; the science of the sanitary 
engineer in providing for drainage, heating, and ventila- 
tion; the ability of the electrical engineer to determine 
the distribution of light and power. If he is to super- 
vise the building operations he must also know the legal 
restrictions which the city imposes and the laws of 
contracts and the methods of handling working people. 

This means that not one man but a syndicate super- 
vises the construction of the great buildings which pro- 
vide for the comfort of the city dwellers and the con- 
veniences of the workers in offices and factories. 

Such a syndicate may be made up of a group of spe- 
cialists working under the direction of a single man 
or of several partners who must have great executive 
ability. 

A long college training supplemented by several years 
of travel and study in foreign countries now constitute 
the usual preparation for the architect. With this prep- 
aration he will have no difficulty in getting a trial at a 
living wage with a first-class firm. This seems to be 
discouraging after such an expensive training, but if 
the time has been given to conscientious study his pro- 
motion will be rapid. Few professions offer so many 
large prizes both in the way of money returns and in 
enduring fame. 

The naval architect who plans the construction of 
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ships undergoes a course of training in one of the few 
special schools which are found in this country. Webb’s 
Academy for Shipbuilders in New York offers a limited 
number of free scholarships which cover all expenses. 

The landscape architect lays out parks and private 
grounds. He is familiar with building methods, road 
construction, drainage operations, and must know some- 
thing of forestry and horticulture. There is not much 
of an opportunity for boys to serve apprenticeships with 
landscape gardeners, but high school boys who have rec- 
ommendations for accuracy and carefulness can readily 
find openings with architects. In some cities they are 
expected to serve for a while without pay; in New York 
they begin at from $4 to $6 per week, increasing $2 
per week for each year of service. The beginner will 
be a messenger about the office, assist in filing papers, 
maps, and drawings; later help in making computations, 
and, if he gives evidence of fitness, in filling out draw- 
ings and in lettering them. 

There has been a large increase in the number of 
architects in this country since 1900. The number now 
is about equal to the number of dentists in the entire 
country, but most of them find their work in the large 
cities. The census shows that a large number of those 
in the profession are over 45 years old, which means 
that the returns are so satisfactory that those who take 
up this work remain at it. 
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PRACTICAL EXERCISES 


1. Make a list of the architects who have designed some of the 
most attractive buildings with which you are familiar, look up 
their story in the biographical dictionaries to learn how they 
became famous. 


CHAPTER XXXVII 
DENTISTRY 


Tur number of dentists in this country has trebled 
in three years. If the entire country were to be as well 
supplied with dentists as some of the prosperous cities, 
like, say, Hartford, the number would have to be 
doubled at once. People are beginning to appreciate the 
value of proper nutrition and to learn the value of the 
teeth to the efficient man. We may expect them to de- 
mand a constantly increasing amount of attention, both 
for adults and for children. 

While the successful dentist should have the qualities 
of the physician, intellectual and social, he must in ad- 
‘dition be a man with very considerable mechanical apti- 
tudes and be, moreover, of an inventive turn of mind. 

A high school course of instruction with emphasis 
upon chemistry and physics and manual training sup- 
plies the best preliminary education. Fifty-three of 
the dental colleges in the United States require three 
years of study and two of them had courses extending 
over four years. The tuition fees range from $50 to 
$200 a year, the usual rate being $150. The number 
of graduates for 1911 was 1,764, rather less than an 
adequate number to provide for the same ratio of 
increase as in the past three decades, and to supply 
the places of those of the 39,000 dentists who drop out 
of the ranks from natural causes. 

The work of the dentist is confining, and there is a 
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constant temptation, as one dentist puts it, to put in 
an excessive number of hours into the day’s work to 
meet the convenience of patients with many and varied 
business and social engagements. 

In the large cities the graduate dentist can readily 
secure a salaried position as an assistant to established 
dentists or as an operator to one of the many dental 
syndicates at from $20 to $25 per week, thus enabling 
him in a short time to save the money which is needed 
to make his first payments on his own office equipment. 
There has been a great advance in recent years in den- 
tal machinery, and it is estimated that the equipment of 
an office which is up to date will easily cost $1,500. 

It is the opinion of more than a score of established 
dentists in New York City that the young practitioner 
who exercises care in the selection of a location will 
make his expenses by the end of his first year, and that 
during the first five years he should be able to show 
average net earnings of $1,200 a year. In our largest 
cities it is estimated that office expenses, including rent, 
in a residence district, will be over rather than less than 
$1,500 a year. To permit the dentists of New York 
City to meet these expenses and acquire an average 
net income of $1,500 a year would mean a per capita 
outlay for all the people of the city of less than $2.50 
a year. 

Dr. George W. Clapp, editor of the Dental Digest, 
after an exhaustive study of the income of dentists sup- 
plies these statements: “Men who join to average pro- 
fessional ability, good address and good business sense 
readily net $5,000 a year; while there are many who 
have keen business sense and high professional attain- 
ments who net from $8,000 to $12,000 per year.” 
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“Regarding the prospects for young men,” he con- 
tinues, “permit me to say that I would have, for my 
own son, a feeling of entire satisfaction if he were to 
take up the practice of dentistry, having received due 
preparation. The amount of dental work to be done is 
increasing; besides, the dentist is, in a large part, his 
own master. His practice, once established, can be taken 
away from him only by some fault of his own or such 
misfortune as would disable him.” 

All of the states have special boards of dental ex- 
aminers. Persons who expect to practice dentistry in 
the states must appear before the examiners and prove 
their fitness before license can be issued. 
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CHAPTER XXXVIII 
MEDICINE 


A SUCCESSFUL physician suggests that a boy who 
thinks that he has a call to study medicine should apply 
to himself the following questions by way of an examina- 
tion : 

1. Do you, as far as you know the conditions, care 
more for the practice of medicine than for all the other 
alluring things of life? 

2. Would you rather be a physician at a mere living 
wage than be wealthy in any other business? 

3. Are you willing to make sacrifices and endure 
hardships for the sake of those rewards which come 
to the average physician? 

The physician must have health to withstand infec- 
tion and to endure at times great strains and to over- 
come the effects of interrupted sleep and irregular 
meals; he must be able to think clearly and to act 
quickly and know how to meet all classes of people in 
an even-tempered manner. 

Because of the initial struggles which fall to the lot 
of the young physician in common with the beginner 
in every profession there is a general impression abroad 
that the profession is overcrowded. The city of Boston 
had, in 1910, one physician to each 358 of the popula- 
tion. If the whole country were to be supplied as well 
with physicians as Boston, 100,000 additional physicians 
would at once be needed. If the unusually large num- 
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ber of physicians in Boston were unable to make satis- 
factory livings they would probably take up some other 
business and be listed in the census under some other 
occupation, or they would locate elsewhere, but the fact 
is that those who continue to practice till after the age 
of 45 form as large a proportion of the whole number 
as in the entire country for which we have one physician 
to every 640 of the population. 

In the city of New York we had in 1910 one physi- 
cian to every 578 persons. Assuming that the average 
requirements of each person would be one visit a year 
from a physician, and one office call, making average 
per capita fees of $3, it would bring the average in- 
come of the physicians to over $1,700 a year. In 1914 
there were in the service of the city 187 young physi- 
clans receiving $1,200 a year each, while in the higher 
salary grade of $1,800 a year, which is reached after 
three years of service, there were only 36. This means 
that the young men know that they can do better in 
private practice, even with their office expenses, than 
the $1,800 a year offered in public service. 

In order that the number of physicians should in- 
crease as fast as the population, and enough additional 
physicians would be trained to take the places of those 
who would drop out of the ranks because of death, the 
country would need 4,500 new recruits per year. In 
1913 there were only 3,981 graduated from the medical 
schools. 

The number of graduates has been steadily decreasing 
on account of the stricter requirements for admission to 
the colleges, the longer courses of instruction, and the 
more rigid examinations by the state licensing boards. 

There are now thirty-two medical colleges which re- 
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quire at least two years of regular college work for ad- 
mission, twenty-one others require one full year of col- 
lege work in science and modern languages. As other 
colleges will increase their requirements, the number 
of graduates will lkely decrease, and the opportunities 
will be correspondingly better for those who can afford 
the time and command the means for meeting the new 
standards. 

In the eastern colleges the average annual tuition 
fees average $175 for a year, consisting of 33 weeks. 
During his vacations the student ought to be able to 
earn enough for his support. Few scholarships are 
available for the medical course, loan funds are not, 
as a rule, controlled by medical faculties; so that a 
student is not likely to be in a position to get the best 
out of a medical course unless his available capital is 
between one and two thousand dollars. 

It is true that every medical school has its stories 
of those who won out without any resources at their 
command. One young Russian who landed in New 
York at sixteen, although handicapped by his ignorance 
of English and defective eyesight, not only supported 
himself while he was earning the necessary credentials 
for entering the medical school at one of the city high 
schools, but earned his entire support and his outlay 
for his medical education. A young Hebrew served as 
a proofreader on a night shift during a great part of 
his medical course; an ambitious young German made 
the greater part of his expenses by serving as a night 
attendant at a sanitarium during his vacations and for 
a few hours a day during term; a young Italian, after 
completing his high school course, worked in a barber 
shop for two years to accumulate some savings and 
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afterwards during his medical term for a few hours 
each day, thus supporting himself and paying his way. 
A young colored man earned his entire support while 
taking his college course at Cornell, working one year 
before beginning his medical course at one of the New 
York City colleges. With the exception of a small 
loan for his fourth year he succeeded in making his 
entire expenses. 

Because of the large increase in the number of sal- 
aried positions which are open to medical graduates 
it is easy for the young doctor to make his living im- 
mediately after his graduation. Of the 93 physicians 
who passed the United States Civil Service examination 
in 1911, 39 received appointments before the end of 
the year. In hospitals and in the public service appoint- 
ments are not hard to secure. The number of these 
salaried positions has been increased by the employment 
of physicians to look after the welfare of the employes 
of corporations, the organization of medical depart- 
ments by life insurance companies for the instruction 
of their policy holders, and the introduction of medical 
inspection in schools. In many of these positions the 
salaries are so good that young men are tempted to 
continue in them after they have acquired the experi- 
ence which is desirable before beginning a private prac- 
tice. 

Of those who had been interviewed the greater num- 
ber were of the opinion that a young doctor will sooner 
acquire a living income in a country town than in the 
city, that he will have a greater variety of work to do, 
and that, while he will work harder than educated men 
of his community in other walks of life, in a few years 
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he should be able to make a net income of from $1,500 
to $2,500. 

The impression prevailed among those city practi- 
tioners who were interviewed that the young man of 
good habits with the best training of our advanced 
medical schools should in the fifth year of practice 
make a net income of from $2,000 to $4,000, and that 
among the older practitioners incomes of $5,000 were 
common. 

For those to whom work of this kind appeals who 
cannot afford a course of training in a regular medical 
school there are openings as attendants and helpers in 
hospitals and state institutions for the incurables and 
insane. Many of these prefer male attendants and 
provide a course of training which prepares for the 
higher positions in such institutions and for private 
nursing. Private nurses properly trained are called 
upon to attend and to travel with invalids and to assist 
in health resorts. | 

There are private institutions which send out allur- 
ing advertisements, offering short courses which pre- 
pare for profitable careers in chiropody, the treatment 
of diseases of the feet; in massage, the cure of circula- 
tory disorders by mechanical methods; in scalp treat- 
ment; and mental healing. Such schools should not be 
patronized without the most careful investigation. 
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PRACTICAL PROBLEMS 


The Medical World estimates that in 1902 there were in the 
United States 100,000 physicians whose average income was $1,- 
000; 20,000 averaging $2,000 each; 8,000 physicians making 
$3,000; 2,000, $5,000; only 1,500 averaging $10,000; 200 reach- 
ing the $20,000 mark; 150 specialists at $25,000; perhaps 100 
who could claim incomes of $30,000. Estimate the total of medi- 
cal fees and the average per capita of the population. Compare 
this with the expenses of your own family for medical services. 


CHAPTER XXXIX 
LAw 


STUDENTS in high school and in college devote much 
of their time to the study of history. The leading ac- 
tors in the great events of American history have been 
lawyers whose influence suggests to the ambitious young 
man the desirability of the law as a career. His friends 
will tell him that the profession is overcrowded. Each 
town and village will point to those who are failures 
and to others who have given up the law for other pur- 
suits. 

Until in very recent years the candidate for law 
would enter the office of some attorney as a sort of ap- 
prentice. He would serve as clerk or messenger with- 
out pay for a number of years, become familiar with 
legal forms and usages, learn how to use law books, and 
in due time, after a superficial examination, be admitted 
to the bar to practice. He would then secure office 
room and await the appearance of clients. ‘To meet his 
expenses he would act as agent for insurance compa- 
nies, engage in real estate business, or seek work with 
corporations. In 1880 we find that for our entire coun- 
try there was one lawyer to every 782 of the popula- 
tion. This ratio in more recent years has shown a 
steady increase, which may be due to the more careful 
methods of taking the census. In 1910 we had one 
lawyer for every 800 of population, or, say, for every 
200 families. If we count the annual legal expenses 
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of any ten average families of our acquaintance for a 
year and multiply it by twenty I fear that it would 
not make a large average annual income for the lawyers 
of the country. 

The diagram given below will indicate how an esti- 
mate of the opportunities in any given locality may be 
made by the use of the census figures. 


Diagram SHOWING THE NUMBER OF LAWYERS PER 100,000 oF 
POPULATION IN EacH OF SEVERAL SELECTED CITIES. 


The character of a city will have much to do with 
determining the number of lawyers which may be 
needed. In places where the number of lawyers given 
as over 45 years of age is less than 30% of the whole 
number it may be assumed that some do not find it 
Temunerative and therefore seek other fields. If the 
percentage of those over 45 years of age is unusually 
large it may also mean that younger men have not 
been entering the profession in such large numbers. 

The profession of law in most communities supplies 
‘a good living and is an introduction to respect and es- 
teem in society. ‘There are a few lawyers in every large 
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city whose earnings are $100,000 a year, some $50,000, 
more $10,000, but by far the greater number earn 
$4,000 or less. In 1912 the secretary of the Harvard 
Law School sent letters to all the graduates of the 
school from 1902 to 1911 inclusive, asking for their net 
earnings each year since graduation. He received an- 
swers from less than half of them. The figures he re- 
ceived are probably too high to represent the average 
earnings, as it is probable that those who sent replies 
were the more successful ones. The report is as fol- 
lows: 


Year. Number of Average Year. Number of Average 

Replies. Earnings. Replies. Earnings. 
Dat ahs 249 $664 6th .... 249 $3,118 
ati tice AGA sia sTLIO0 i Rthiwveats (1620 1 8,909 
Gedy wuts A976 A645): i Sthy even, 11260) 44,4296 
ACs ie y's 411 2,150 Otho 62 5,321 
LG aaa 317 R668 PLOT eee) 40 5,825 


There is no standard of fees. The American Bar As- 
sociation has adopted a code of ethics defining duties 
and obligations of lawyers and the matter of fees is 
summarized as follows: “The lawyer’s charges should 
depend upon the value of his advice and his services 
to a client, on the magnitude of interests involved and 
on the client’s ability to pay. Controversies with clients 
in regard to charges is to be avoided as far as possible.” 

The work of a lawyer is so varied that most lawyers 
of to-day are specialists, but a lawyer doing the greater 
part of his work in any one of these fields may also 
have some practice in any other field. The lawyer who 
does not confine his practice to any particular field is 
called a general practitioner. A criminal lawyer is one | 
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who looks after the interests of those charged with 
crime. Some men confine themselves to damage suits. 
A real estate lawyer attends to conveyancing of prop- 
erty and examining of titles; he may engage in buying 
and selling properties himself; he may be called upon 
to administer estates and handle trusts. A patent law- 
yer secures patents from the government and acts as 
attorney in patent cases. An admiralty lawyer deals 
with cases that arise out of accident or other causes 
at sea. Their work may be classed as office work and 
work in court. Much office work has nothing to do with 
court trials. It consists of preparing legal papers and in 
giving advice. There is always considerable office work 
involved in preparing a case for court. Many lawyers 
confine themselves exclusively to office work. They fre- 
quently become notaries or justices of the peace so that 
they may accommodate clients who wish to acknowledge 
deeds or other legal papers. These offices are usually 
held by men who are not lawyers. A justice of the 
peace is elected by the people and a notary public is 
appointed by the governor. They receive fees for this 
work. Then, too, conveyancing and buying and selling 
and managing of real estate are often done by men 
who are not lawyers. This is a business that many men 
have found lucrative. Large fortunes have been 
amassed in this way. The young lawyer may find this a 
good field for him if he discovers that he is not adapted 
to the practice of law. It may also appeal to some 
young men instead of the profession of law. A shorter 
period of preparation is required for it. 

To-day we find openings for legally trained men that 
formerly did not exist. Many business houses and cor- 
porations have salaried lawyers. These have increased 
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greatly as the volume of business has increased and the 
large business concerns have multiplied. 

The undecided young man who has leisure and op- 
portunity to pursue law courses should not fail to do 
so. Courses can readily be selected which will increase 
his value in many other occupations and serve as a 
preparation for citizenship. 
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CHAPTER XL 
JOURNALISM 


Tis profession is unlike all others. There are no 
fixed standards of admission, influence counts for very 
little, and success depends upon the originality of the 
man and his capacity for work. The conditions are dif- 
ferent in every establishment. 

The successive steps in the progress of an average in- 
dividual in one of our metropolitan newspapers fur- 
nishes a helpful outlook into a field in which many 
successful men have developed their best powers, and 
in which also many others have been completely undone 
after a few years of struggle. 


A NEWSPAPER MAN’s Story 


My dear Mr. Weaver: 


You want to know how newspaper men are made. 

When I was in high school I achieved some distinc- 
tion in the eyes of the teacher of English. Fortunately 
I lived in a home which was filled with well-selected 
books on English literature. Reading had ever been 
my chief delight. It was not much to my credit, there- 
fore, that this teacher unfailingly commended my com- 
positions to a class which was made up chiefly of the 
descendants of the immigrant classes of our city. Nor 
was it surprising that the boys in these classes should 
elect me to be the editor-in-chief of our high school 
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monthly. As I saw the eagerness with which they 
awaited the successive numbers of our periodical and the 
vigorous applause which they accorded the editor upon 
his appearance on the platform at their auditorium ex- 
ercises, I was easily convinced that I was destined to 
become the editor of a great newspaper and I was some- 
what disappointed that tempting offers were not poured 
in to me at the time of my graduation from the high 
school. I was so eager to enter newspaper work that 
I foolishly turned aside the advice which was given 
to me in regard to the desirability of a college course. 

You remember, perhaps, that I appealed to you for 
assistance in finding a suitable position in the news- 
paper field. I was 16 years old, small of size, and al- 
ways accustomed to an easy and comfortable time. You 
kindly recommended to me a list of books to read and 
asked me to draw up a little plan of a career and to 
write at the end of that plan twenty good reasons why 
I should take up newspaper work and to submit the 
same to my father for his judgment. I did so. My 
father agreed to it as readily as he approved my request 
for a new pair of shoes. I remember that when I came 
to you with my plan you added to it ten reasons why 
I should not take up newspaper work and you appointed 
a time at which I should be prepared to debate the 
question with you. I remember at that debate you per- 
mitted me to overrule your objection and at the con- 
clusion we had quite an array of good and apparently 
sound reasons why I should take up the business, and 
that for some unexplained reason you filed away my plan 
instead of permitting me to take it away with me, and 
that you gave me a letter of introduction to the office 
manager of one of our daily newspapers. This letter, 


* 


250 PROFITABLE VOCATIONS FOR Boys 


which was the means of securing me a position as office 
boy in the Brooklyn branch of a New York morning 
paper, I still retain. 

My mother was proud of my new position. I didn’t 
dare to tell her how discouraging it was, nor was my 
father willing to have her know that my pay was just 
about half of what my acquaintances were earning in 
business offices. I was employed in taking manuscripts 
to the New York office, helping in the delivery room, as- 
sisting in checking up the accounts with news compa- 
nies and in doing about everything but newspaper work. 
On my visits to the main office I heard some stories 
about the failures of men of all sorts who had been 
given trial assignments as reporters. I found out there 
were college graduates whose weekly pay envelopes con- 
tained less than mine, very depressing were the stories 
which were being told of men who had had training and 
experience in the newspapers of small towns before try- 
ing to make a start in a large city in which the inti- 
mate knowledge of local affairs was the first requisite 
for success in their work. 

You may perhaps remember at the end of three 
months I called upon you and I expressed my determina- 
tion to quit the newspaper game and a desire to get into 
the book publishing business. You kindly gave me a let- 
ter of introduction to the office manager of a pub- 
lishing house with directions to return to you after 
seeing him, in order that the matter might be talked 
over. JI shall always remember the kindly reception 
which that man accorded to me. He told me that book 
making was very much like any other manufacturing 
business, and that comparatively few of those employed 
in the publishing houses were engaged in work which 
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was different from the drudgery which is found in 
other manufacturing lines. He told me that the writ- 
ers of books about whom we hear were chiefly of two 
classes: first, men of affairs who write the books de- 
scribing their own successful achievements; and, sec- 
ondly, men who were so situated as to be able to give 
their time so exclusively to meditation that they could 
reconstruct portions of the world’s storehouse of knowl- 
edge in new and attractive forms, or could devise some 
novel schemes for the entertainment of the reading pub- 
lic. 

Afterwards we talked over the subject and at the close 
of the conference you pulled out my carefully prepared 
good reasons for going into the newspaper business and 
asked me to cross out those reasons which I had found 
to be unsound. After looking at the remaining reasons 
you told me there were still enough to warrant me to 
stick to my job, but I said, “I can’t go back to that 
newspaper office in which nobody takes notice of you 
until you make some mistake and then they kick you 
for it.” You rose from your chair and delivered to 
me such a scolding as I had never expected to receive 
and told me that if, with all the advantages I had en- 
joyed, I was not able to do something in the newspaper 
office to attract favorable attention I had better go home 
and ask my mother to take care of me for I would 
surely never succeed in newspaper or any other work. 
I went back to the office the next day and determined to 
make a success. I started on a career of real work and 
succeeded in attracting attention, received some assign- 
ments as a reporter, and my progress has been steady 
from that day to this. 

I am convinced that a young man with good health, 
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sound judgment, fair English education, a capacity for 
patient plodding, reasonably good manners, somewhat of 
the instinct of a detective can generally make a good 
living in newspaper work, earning after his third or 
fourth year from $20 to $30 a week, and if he enjoys 
the favor of the man in charge of the assignments, he 
may be able to earn from $40 to $50. Few newspaper 
offices have definite schemes of advancement. News- 
paper forces are frequently reorganized and every man 
lives in the hope of seeing some “shake up” by which 
he may be fortunate enough to secure one of the few 
places on a newspaper staff which pay from $4,000 to 
$5,000 a year. Moreover, there are many tempting po- 
sitions open to the experienced newspaper man. ‘There 
are 25,000 newspapers in the United States. The pub- 
lishers of newspapers in the smaller towns are eager to 
secure men with experience in the larger newspaper 
offices. There are journals devoted to special trades 
and special interests whose successful management calls 
for men with experience in general newspaper work. 
The newspaper offices have become the training schools 
for public officials of all classes, and an excessively large 
number of important public offices are filled by promo- 
tion from the field of journalism. 

As the wideawake newspaper man goes about his 
daily task recording new developments in industry, new 
discoveries in science, advances in government, and new 
developments in our social life, he is usually the first one 
who discovers those subjects out of which entertaining 
magazine articles and new books are made. 

Those who are assigned to the department of book 
reviews and those who report lectures and art exhibi- 
tions are in positions to learn the requirements of the 
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public taste and the appetite for information. For 
these the transition from newspaper work to the writ- 
ing of books is not so difficult. 

The pay for magazine articles varies very greatly, and 
the writers of books are usually paid a royalty of from 
10% to 20% on all books sold. 

The best preparation for journalism may be found 
in the training courses which are now offered by the 
leading universities. ‘Those who cannot attend a full 
course will find-it to their advantage during their early 
experience to serve successively upon the staff of differ- 
ent newspapers. ‘Training in quickness of perception, 
rapidity of thought and condensed expression must be 
sought. One city editor of great experience says: “Read 
Dickens until you can go out and describe the men you 
meet as much in detail as he did. Read Shakespeare 
until you have absorbed some of the marvellous vocabu- 
lary he commanded. Read the Bible until you have a 
glimmering of how the writer condensed. Paul’s ad- 
dress on Mar’s hill takes up a little more than a stick 
of type and the entire story of the crucifixion is told in 
two sticks. No book in the world, I believe, will help 
the newspaper man to learn to write for the newspaper 
readers as much as the Bible. Read newspapers of the 
kind whose stories are interesting whether or not you 
know the places and the people mentioned in them.” 

The knowledge of human nature is essential to the 
success of the interviewer. He must know history to 
understand the political and social movements and he 
should have at his command a vast amount of knowledge 
of men of local and national prominence; information 
regarding institutions and social movements, and, withal, 
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be a man of wide social experiences. This means that 
the newspaper man must have a large equipment. The 
field is worthy of men of this kind. The successful 
newspaper man is accorded a position which is unique 
in its influence. He instigates reforms, compels the 
correction of abuses, and directs the onward movements 
in human progress. His work is hard but stimulating 
and, although his hours are long and irregular, his pe- 
riod of usefulness compares favorably with those who 
follow other professions. 

In 1910, out of 3,304 editors and reporters in New 
York 1,030, or about 30%, were 45 years old. This 
not only means that the average man can stand the 
strain of the work, but that he finds it attractive enough 
to remain in it in spite of the fact that, more than in 
any other profession, the newspaper men see the tempt- 
ing openings which are offered to men of experience in 
other fields. | 

With a hope that this will answer your inquiry, I de- 
sire to express my gratitude to you for helping me to 
survive my early discouragements in this very interest- 
ing field. 

Respectfully, 
LesLiz TURNER. 
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EXERCISES 


Write supposed interviews describing the entry in journalism 
of any one of the following, obtaining information from biographi- 
cal dictionaries : 


George Ade O. Henry 

Winston Churchill Will Irwin 

Stephen Crane Rudyard Kipling 
Richard Harding Davis David Graham Phillips 


Lafcadio Hearn Mark Twain 


CHAPTER XLI 
Country LIFE OCCUPATIONS 


THOosE who find their chief interests in the biological 
sciences, have a fondness for watching growing things, 
are interested in animal life, may choose from a very 
wide range of very promising occupations. 

The welfare of our population is more directly de- 
pendent on agriculture than on any other industry. The 
proper development of the land and the conservation of 
soil are essentials to the existence of civilized society. 
This being the case, it is necessary that our agricultural 
interests be encouraged, and that those who are engaged 
in the different branches of agriculture should be trained 
to get the highest possible return for the capital and 
labor employed. 

That profits and education are directly related in 
farm work is shown by an agricultural survey of Tomp- 
kins County, N. Y. The report concludes: “Of the 
owners, those who went only to district school made an 
average labor income of $318. The average labor in- 
come of high school men was $662. Of more than high 
school men it was $847. In addition to this cash in- 
come, the farmer had the use of many things free of 
charge which are expensive to other wage earners. The 
labor income of the high school farmers is $304 greater 
than that of the district school man. This would be 
5% interest on $6,000. In other words, the high school 
education of the farmer is equivalent in the average to 
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$6,000 worth of 5% bonds.” The term “labor income” 
as here used is the amount left after deducting from 
the gross receipts of the farm all expenses and 5% for 
all the capital invested. 

The young man who wishes to engage in agriculture 
should have opportunity to work on a farm as well as 
to study. Fortunately, the would-be farmer can so ar- 
range his preparation that he can alternate between 
summers of gainful work in farms and winters of study 
in colleges of agriculture. In the agricultural colleges 
of most states these winter courses are free to all stu- 
dents. 

The social advantages are greater in the rural dis- 
tricts now than formerly. It is possible to have com- 
fortable and convenient homes. There is rural free 
delivery of mails in nearly every community, telephones 
are to be found in many country homes. The trolley 
lines are reaching out into nearly every district and 
electric lights and electric power are possibilities in 
many places. 

The business of farming is not uninteresting to the 
person who gives it proper attention. Every farm is 
an experimental station, and every farmer is a director 
thereof. In fact, there is no more interesting occupa- 
tion than farming. The farm affords an opportunity for 
the best minds to exercise themselves to their full ca- 
pacity. He has great opportunities for helpful social 
service. | 

He is confronted by a great variety of problems: the 
study of the soil, the crops best adapted to his soil, the 
best fertilizer for certain crops, the best method of 
preparing the ground, the maintenance of a high stand- 
ard in his stock, economy in feeding, the care of fruit 
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and other trees, the care of implements and buildings, 
the proper direction of the work on the farm and the 
community interests. 

Few occupations may be made to serve as a founda- 
tion for so many profitable lines of work. The thor- 
oughly experienced farmer who has learned how to judge 
value of farm products and has developed business ca- 
pacity may, by acting as shipping agent for his neigh- 
bors, extend his usefulness and increase his profits; 
while he who finds, after a period of farm work, that 
his interests are more in mechanical lines will find op- 
portunities to specialize in the handling and repair of 
farm implements and machinery. There are few occu- 
pations in which it is so easy to make a beginning. 
College and high school boys may readily find opportuni- 
ties to try themselves out during their vacations. A 
high school boy who at the beginning of vacation took 
a tramp through an agricultural community, applying 
at an attractive farm house for work at the end of his 
first month of service writes: “My position is a very 
satisfactory one. My work is varied. To-day I was 
up at quarter past five. I watered the poultry, brought 
the kindlings, sprinkled the flowers before breakfast. 
In the forenoon I drove the horses attached to the horse- 
fork, drew in a load of fodder, and unloaded two loads 
of hay. After dinner, I picked raspberries and currants, 
pulled beans and worked in the vegetable garden. I 
usually finish up my work about six o’clock. My appe- 
tite is capacious and our table is abundantly supplied 
with good wholesome food.” Another says: ‘We are 
perfectly satisfied with our conditions here. I think 
that this is one of the lucky periods of my life. It is 
more healthful to work in the country, for we get the 
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pure air and the good food; and how one can sleep in 
the quiet nights! We also learn all about nature and 
the secrets of growing things. As a summer vacation 
for boys who are willing to rough it a little, do some 
hard work and learn much, farm work is unexcelled. 
Sometimes we play ball, go woodchuck hunting and 
fishing.” 

There are not many promising occupations in which 
the beginner can save as much and in which an inde- 
pendent beginning can be made with such a small cap- 
ital. 

Young men by serving as hired hands can in a few 
years save enough to support themselves while they are 
raising crops of their own on shares or on rented land, 
or secure the equipment for a beginning in poultry 
raising or market gardening, working for neighbors dur- 
ing portions of their time while they are developing 
their own enterprises. Profitable general farming or 
fruit growing requires large available financial re- 
sources. Good farm land is valued at from $150 to $250 
per acre and the working capital should be nearly equal 
to cost of land. Profitable general farming requires at 
least one hundred acres of land and it should be carried 
on much as any other manufacturing industry is con- 
ducted. 

Because of the rapid increase in market value of farm 
animals the animal doctor is in demand in every coun- 
try community and in every city. He is also employed 
by corporations which own much live stock. Most states 
require those who would practice veterinary medicine 
to have a good English education and from two to three 
years of attendance upon special courses. Licenses are 
given only to those who prove their fitness by passing an 
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examination before a specially appointed board of ex- 
aminers. Veterinarians are employed by national and 
state governments at salaries ranging from $1,400 to 
$1,600, at army posts beginning at $1,700, and by ranch- 
men. at from $1,200 to $3,000 per year. 

The courses offered by the state agricultural colleges 
give a training which may serve as a foundation for 
reaching the influential work of the nurserymen and 
seed men who raise trees, plants, bulbs, and seeds for 
farmers and planters and develop new plant forms; for 
the floriculturist, who raises flowers and manages green- 
houses; for the superintendents of the country estates 
of the wealthy; and for the landscape gardeners and 
architects who supervise the parks of our cities. Many 
of these callings rank in pay and influence with our 
better known professions. 

Forestry is the best known of these professions. The 
purchase by the government of large tracts of land for 
the purpose of increasing our timber supply through 
the wise management of our forests created a demand 
for properly trained foresters. Many state institutions 
instituted training courses which have been so widely 
advertised that it is probable that the graduates of these 
schools may exceed the demand in the near future. 
About 60% of the trained foresters of the country are 
employed by the United States government. A civil 
service examination is required of candidates. The for- 
est rangers are paid from $900 to $1,500 per year; 
assistant foresters, $1,100 to $2,000; examiners, $1,600 
to $2,200; and supervisors as high as $2,700, while the 
administrative officers of the service are paid from 
$2,500 to $3,750 a year. A few state foresters receive 
from $2,000 to $4,000. 


Country Lire OccuPATIONS 261 


In states in which fruit growing is an important in- 
dustry men with the same kind of training are em- 
ployed as expert advisers to orchardists and as inspec- 
tors to watch for appearances of destructive blights. 

For those who specialize in animal breeding and rais- 
ing there are similar state positions and also positions 
as superintendents of the wild game preserves. Many 
states also employ men to conduct fish hatcheries and 
to plan for restocking the streams with fishes. 

The range of salaries of these experts is about the 
same as the salaries paid in the forest service. 
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CHAPTER XLII 
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BUSINESS PROPRIETORSHIP 


THE descendants of our old American families have 
behind them generations of freedom-loving ancestors. 
If their heritage counts for anything, they will be dis- 
contented in any hired man’s position. Others may 
need guidance and oversight to do their best; they will 
do their best only when as untrammelled as their wil- 
derness-conquering ancestors. Others may need con- 
tinued encouragement and the stimulus of the weekly 
pay envelope; they have such confidence in their own 
judgment, such faith in their own abilities, and such 
courage as will carry them on to distant goals. 

Big businesses have overshadowed everything. Only 
the government officials seem to know that, even in 
manufacturing, one-third of all the establishments are 
rated as producing products valued at $5,000 or less per 
year. Big business, sometimes lawless business, has 
made it harder for independent small business men to 
get a start. Times are changing. Already the small 
man can secure his power about as cheaply as the large 
manufacturer can produce his. Freight discriminations 
against the small shipper as in favor of the large pro- 
ducer are no longer lawful. The telephone enables the 
small man to keep in touch with his customer without 
neglecting the supervision of his shop or his store, and 
in the handling of labor he generally has an advantage. 
The exposure of mismanagement in some large enter- 

262 


BUSINESS PROPRIETORSHIP 263 


prises will likely incline capital to be more ready to 
lend itself to the small enterprises with more easily lo- 
cated responsibility, and the development of codperative 
schemes will make it easier for the small producers to 
work together for their joint benefits. 

He who would be his own employer has many puz- 
zling problems to solve. He must be sure of himself 
and his own powers of persistence. He must learn how 
to find a business for which there is an opening in his 
own locality or find a locality in which the conditions 
are most favorable for the business in which he desires 
to engage. He wants to know what profits are to be 
expected and what capital is needed to carry on the 
business successfully. 

Suppose a young man’s chief interest is in science 
and his inclinations are toward a retail business which 
will enable him to become a factor in the life of a com- 
munity. Let us say that pharmacy attracts his atten- 
tion. It will be easy for him to study the druggist 
whom he knows best and compare himself with the man 
to determine his own fitness for the work. The direc- 
tories of the drug trades which he finds in the refer- 
ence libraries will enable him to determine whether the 
number of drug stores has been increasing as rapidly 
as the population. The annual records of business fail- 
ures as given in the trade journals will enable him to de- 
termine whether the business is relatively as prosperous 
as other lines of retail business; and a friend may secure 
for him through Dun’s or Bradstreet’s directories such 
information as will enable him to estimate the amount 
of capital which is required. 

If nothing unusually discouraging appears in this 
preliminary survey, the next step will be to secure a 
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position which will enable him to get inside informa- 
tion and to try himself. Drug stores usually have extra 
assistants in the summer to act as soda dispensers. 
These and other regular helpers receive from $6 to $10 
per week. In the larger cities such helpers may be 
able to attend lectures at the schools of pharmacy. To 
be admitted to such schools the candidate is required 
to have the equivalent of a high school education. The 
special course is usually two years. The graduate earns 
from $15 to $25 per week. If he is fortunate in secur- 
ing a position with a druggist who is about ready to 
retire from business he may have a chance of getting a 
stand with which he is familiar by the time he is ready 
to take up business for himself. __ 

Service in some wholesale house provides a good prep- 
aration for other lines of retail business. One large 
wholesale shoe house employs large numbers of young 
men who begin in their shipping department. Later 
they may serve in the office or become outside salesmen. 
If their conduct and character commend them to the 
managers it is possible for them to secure credit to estab- 
lish themselves in retail shops of ‘their own. 

If a young man is of a mechanical turn and desires 
to enter upon some manufacturing business, let us say, 
the manufacture of cutlery, he will secure from the 
Bureau of the Census ‘at Washington a bulletin for this 
particular industry. Special bulletins are issued for all 
the principal industries. This bulletin will inform him 
of the number of establishments in the country and the 
number of wage earners. By the increase or decline in 
these numbers he may judge of the condition of the 
business and the prospects therein. By adding the 
amounts paid in wages, salaries, for raw materials and 
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other expenses, and subtracting the sum from the value 
of the manufactured products and dividing this by the 
amount of capital invested he may judge of the relative 
profits in different lines of manufacturing. Such a 
calculation shows that in 1899 for the entire country 
the cutlery business produced a return of 26% on the 
capital invested for interest, dividends, insurance, and 
depreciation. The result must have been satisfactory, 
for in ten years the amount of capital invested was 
doubled and the returns at the end of ten years showed 
a slightly larger return. From the same bulletin he 
will learn that of the 959 establishments, 397 employed 
five wage earners or less. This means that there is a 
chance for making a relatively small beginning in this 
industry. 

From the same census bulletins he will note for each 
of the leading industries the total amount of capital 
invested, the total value of the product, and a classi- 
fication of establishments according to the value of the 
product. Thus, for hosiery he will note that for the 
entire industry the amount of capital invested is 84% 
of the product, and that there are fully 10% of all 
the establishments whose average annual product is less 
than $5,000. It means that there are 129 knitting mills 
in the country doing business with less than $5,000 
invested, and that this number of mills is larger than 
in 1899. A study of such figures for the principal in- 
dustries will overcome the general impression that this 
is the day of big business and that the man of small 
means has no longer any chance. 

Business enterprises are of two kinds: those which 
depend upon local patronage and others which do not 
depend upon the inhabitants of their own city for sup- 
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port. A man who desires to enter a business of the 
first kind will determine in what lines his own city 
is not as well supplied as the average of ten selected 
cities. In Pittsburgh there was one bakery for every 
2,000 of population, while in Buffalo and in Cleveland 
there was one to about every 3,000. It might be in- 
ferred that for a new bakery the newly developed resi- 
dence districts of Buffalo and Cleveland would offer 
better openings than Pittsburgh. For other lines of 
business there are many advantages in locating in some 
city in which the particular business has been well es- 
tablished. ‘There the raw materials can be purchased 
to better advantage, better skilled labor can be secured 
and the arteries for the distribution of the finished ma~ 
terials can better be reached. 

If such a preliminary survey shows favorable condi- 
tions the young man will seek service in an enterprising 
establishment of the kind, preferably a small establish- 
ment, on any terms and spend enough time in it to 
learn all the details of the business, taking, meanwhile, 
course in economics, business management, in securing 
training in the technical problems involved in the in- 
dustry. Short periods of service in several other estab- 
lishments of the same kind will be helpful. 

Of course, records of failures will be discovered, the 
inquirer will hear stories of hard luck, he will be told 
of men who met defeat when a long-deferred success 
seemed to be within their grasp, and at every turn 
along promising roads ghosts will rise out of ruins to 
frighten him. Flight at their appearance will bring 
the coward more quickly to his deserts than a forward 
march will bring the brave to his reward. 
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TABLE SHOWING THH ENTIRE NUMBER AND THE RELATIVE NUMBER 
oF LARGE AND SMALL MANUFACTURING ESTABLISHMENTS 
IN THE UNITED STATES IN 1910. 


Percentage Percentage 


Entire with Five or with 100 or 
Number Fewer Em- More Em- 
ployes ployes 

Agricultural implements ...... 640 43 15 
Artificial stone ....... srelorcters : 3,439 86 * 
ALTISES HMIATELIAISY 3 Werele's sleterel ' 46 52 5 
Artificial flowers, feathers..... 412 30 4, 
Automobiles and parts........ 743 31 19 
Awnings, tents and sails...... 621 66 . 
Babbitt metal and solder .... 109 71 » 
Bags, other than paper....... 108 23 24 
IBASDAWED. cece l are ciacel scale are elellals 74 32 12 
Baking powder, yeast, etc...... 144 69 4. 
BS CL TIT Sa cree: ope tone ie tenel sneveeucke tone koe 185 42 12 
Bicycles, motor cycles, parts... 95 54 16 
Blacking and polishing material 501 83 1 
Boots, shoes and material..... 1,918 23 26 
ES ONES SACU ole sieveteie ciel ataielelelel's 274 39 4 
Boxes, fancy and paper....... 949 11 9 
Brass and bronze products.... 1,021 46 7 
Bread and bakery products.... 23,926 © 84 1 
TUCK MANGO LLEK aie ois. 0) 4) e wieiiete At 4,215 41 2 
EPO ODISWaieie cheer siais euetaite po onetszste wis 898 74 1 
PSTUSINES gc ices ite she cialis: oieter shale telve.e 384 29 4 
Butter and cheese............ 8,479 88 ~ 
SIL COMSM ume rerereielle oles) slotacen ssi elonelais 444 39 9 
Canning and preserving....... 3,767 52 2 
Carriages, wagons, materials... 5,492 61 2; 
Carspand .TEPairs.s es isis:s sis 16 oe 1,796 al 39 
GNEMICAIS MP yarcrtel sie scone rata he iailestateters 349 35 14 
Charcoal, lampblack, bone black 105 62 0 
Chocolates and) cocoa .).)..).).. 3 = « 27 14 35 
Clocks, watches and parts..... 120 28 25 
CNGEDID SY takes dee) iid sce arene a ees 10,912 21 6 
Confectionery.” .)..40:-/. 3 se arenes 1,944 55 6 
WOOPETALO Meise er clele eco ale le eye 1,693 64 3 
Coffee and spiceS.......... Sidhe 607 56 2 
Copper, tin and sheet iron..... 4,228 60 3 
Cordage and twine........ Sa ate 164 ibs 58 
Cordials and SyrupS......e.ee. 117 68 2 
IWOLSEES eter Metre Wsualeere rele ae ale 138 41 Zt 
Cutlery and €0018) fe ccjae it 1,055 51 8 
Dyestuffs and extracts........ 107 36 6 
Engraving and die sinking..... 335 80 5 
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Entire 
Number 
HBleetroplating | .-/./c< es ejs cies sere 461 
Pertilizers, wie si ieeavetates MG eae 550 
Firearms and ammunition..... 66 
Fireworks and explosives...... 128 
Flags and banners............ 211 
Flour and grist mills......... 13,253 
Food preparation ............- 1,213 
FUrT SOOdS Ve eee Tea) eeratans 1,241 
Furniture, refrigerators, pianos 2,627 
Gloves and mittens........... 377 
Hats sand iiCa pseu. calc erekewiersiece 865 
Hosiery and knit goods........ 1,374 
Jewelry and instruments...... 2,828 
hiahels (ANG TALS Eee clsie sive elerehe ets 96 
Leather: 2000S) .).)..6/5 sis. 06 ans 2,375 
PGB EROR EAN OCI SGUE ve ta) ates 919 
Lumber and timber products... 40,671 
Machinery and parts.......... 15,690 
Marble and stone work........ 4,964 
Millinery and laces........ aie 1,579 
Mineral and soda waters...... 4,916 
CAT SP A MARL A Poi AUS EER AY AUALAL War 1,105 
Paints: (and varnish en\ ce cevere 791 
Paper goods and patterns...... 430 
Patent medicines and drugs.... 3,642 
Pens vand), DENCHS ec husierwiekels Phe 76 
PHOCO-ENSTA VINE) 5!./sicsisicce olewieke 313 
PP OECODY WE aici siertelsheeiel ofeteteleteneters s 822 
Printing and publishing....... 31,445 
RUD veL i OOAI HS ile sr eve voce vatelene co 227 
Ship and boat building........ 1350 
Slaughtering and meat packing. 1,641 
SOAP Us sve vere tonsils eile devel ecevele slaperants 420 
SPOLtines || GOSH. sve ieveiave sleteietelere 180 
Statuary and art goods........ 194 
Stereotyping and electrotyping. 174 
Stoves and furnaces ........ 576 
MOTIVES irs WVokeieveuans wholes eleleretenelate 5,277 
Umbrellas and canes.......... 256 
Vinegar cand) ‘cider .ie.s'.'.< eqetele's 963 
Window Shadesiiie) c/s <cisisies)+ ereteus 219 


All manufacturing industries... 268,491 


Percentage 
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*Less than 1 per cent. All percentages expressed in the near- 


est integer. 


CHAPTER XLIII 
OCCUPATIONS FOR THE HANDICAPPED 


WueEN more of the work of the world was done in 
smaller establishments or in the homes, the physically 
handicapped and the mental defectives under the super- 
vision of patient relatives, could make themselves useful 
in many kinds of labor, but the chances for them in the 
organized industries of the present day are not so good. 

In some of the more successful colonies for the feeble- ' 
minded these classes have been taught to become help- 
ful as carpenters and tinsmiths, to make brooms and 
brushes, mops and baskets and to till the soil and do 
many kinds of manual labor. 

From the free state-supported boarding schools for 
the blind many have been graduated into profitable 
careers as pianists, violinists, cornetists, teachers of mu- 
sic, piano-tuners, and others have been taught to do 
chair-caning, to make brooms, weave rugs, manufacture 
baskets, and do typewriting from dictaphone records. 
It has been found that it is better for the blind to work 
in institutions which are at once homes and factories 
so as to make it unnecessary for them to travel about 
the streets in going to and from work. Such institu- 
tions exist in most of our large cities. 

Those who have been born blind or who became blind 
at an early age number among them many noted names: 
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Didymus of Alexandria heads a long list of blind theo- 
logians, preachers and philosophers; John Stanley is 
one of many blind musicians; John Kleinhaus was dis- 
tinguished as a wood-carver; August Thiery, as his- 
torian; Nicholas Sanderson and Leonard Euler excelled 
in hee John Kay held an important place as 
an inventor; John B. Herreshoff, as a boat builder, and 
every one knows of John Milton and William H. Pres- 
cott. 

Deaf mutes have open to them almost the entire range 
of factory and skilled work as well as most of the lines 
of domestic and personal service. The graduates of one 
school include teachers, preachers, editors, patent office 
attorneys, engravers, chemists, draftsmen and archi- 
tects and those who have filled public office. They have 
learned trades in which they became their own em- 
ployers; others have prepared themselves to assist in 
shoe-repair shops, in tailor and in barber shops, or to 
become typesetters or linotype operators, watchmen, and 
for country life occupations. 

The deaf have also their own roll of honor John 
Kitto was among the foremost biblical scholars of his 
time in spite of his deafness and the poverty into which 
he was born; Albert Newsam distinguished himself as 
a lithographer; John Carlin, as a painter of miniatures ; 
and Walter Geikie as painter and etcher. History is 
filled with the names of persons who have proved that 
no handicap need be a bar to the highest success. 

Those who do not enjoy the full use of their lower 
limbs will find that they can do many different kinds 
of work in connection with the textile industries, engage 
in light machine work, in clock repairing, engraving, 
tailoring, typewriting, telegraph and telephone operat- 


OCCUPATIONS FOR THE HANDICAPPED Ot1 


ing, and attend to ticket booths or serve behind small 
retail stands. 

Office management and teaching some one of the 
academic subjects are open to those who have lost an 
arm or a hand, but those who have the use of neither 
arm or have lost both hands must select some one of 
those activities which are chiefly mental. 

Detailed information in regard to the industries for 
which the blind may be trained may be secured from 
the annuals which are issued by the institutions for 
their education. A full list of these institutions will 
be found in the annual reports of the United States 
Commissioner of Education. The schools at South 
Boston, Mass.; Batavia, New York; Overbrook, Penna., 
lead in the number of enrolled students. 

In the same report will be found lists of institutions 
for the education of the deaf and dumb. Most of the 
public schools for deaf mutes are schools for the ele- 
mentary education of children and for rudimentary vo- 
cational training. The several state departments of 
education will supply information concerning the con- 
ditions under which students may be admitted to such 
schools. 


REFERENCE: 
Holt, Winifred. A Beacon for the Blind. 1915. 
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CHAPTER XLIV 


SPECIAL TRAINING SCHOOLS 


In selecting an occupation it is well to keep in mind 
the fact that there has been an increase in the number 
of schools for vocational training in recent years and 
that those who do not have access to the privileges which 
are offered by these schools will come in competition 
with others who have had the benefit of their training. 
From the annual catalogues and reports of such schools 
an excellent idea may be formed of the character of the 
training which is given and the expense incidental to 
attendance upon the course of instruction which are 
offered. A post-card request usually brings these pub- 
lications. 

To convey an idea of the extension of this kind of 
school work we present an index to the special training 
schools of New York as an example of what is offered 
in our large commercial cities and of the schools of 
Philadelphia as an example of what is done in manu- 
facturing cities. 

Students will do well to prepare a similar index to 
the schools of their own city. Any determined group 
of young men will find that the public evening schools 
and the schools of the Young Men’s Christian Associa- 
tion will be ready to organize new classes in any sub- 
jects provided there is a demand for the same. 
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The numbers following the lists of occupations refer 
to the corresponding numbers in the lists of schools. 
Starred (*) letters refer to schools maintaining day and 
evening courses; italics are used to designate schools 
offering evening courses only; other schools have day 
courses only. The listing of schools carries with it no 


guaranty of efficiency. 


OCCUPATIONS FoR WHICH TRAINING IS GIVEN IN THE 
ScHOOLS OF NEw YorRK 


Accounting : LOS Ua FAK e Ts 
MPs ARS [rec tay 36, bOMOL. 
Advertising : 1”, 31*, 50*. 
Agriculture: 40, also Cornell 
University, Ithaca, N. Y. 
Prins ala eet a BS dice nies ea ines 


Art: 2*, 4*, 18, 33*, 41,-44*. 

Assaying: 11. 

Auto Engineering: 50*. 

Banking: 14¥*, 

Basketry : 33%, 41*, 44*. 

Blacksmithing: 18, 43, 48*. 

Bookkeeping: 11*, 13, 14*, 17, 
Dari oe Noes OO: 

Bricklaying: 43*. 

Cabinet Making: 24*, 33*, 43*, 
44, 48* 

Carpentry:  5*, 33, 48, 44, 48*. 
Chemistry: 9, 10*, 13*, 11*, 28, 
SL 82887 iO+s OO, 447 17. 
Civil Engineering: 11, 13*, 20, 

LO ONO ORT oOOn. 


Civil Service: 13*, 14%, 175, 22*; 
50. 

Clay Modeling: 2*, 4*, 41, 44. 

Commerce: 10, 138, 14%? THe OAD 
22 odes 36, 50, 51. 

Decoration : 13%, 19, Caen Waa yed a3 fe 
41, 43*, 44*, 48%. 


Dentistry: 8. 
Designing: 13%, 24*, 33*, 41. 


Drafting: 13%, 1, 24% SPAS Meas Sate 
SOO ton. 44*, 48*,” 

Die Making: 24*, 33*. 

see aeces Installation : Dian. 

Electrical Engineering : 13*, 
247, 33*, 43*. 

Elocution and Oratory : 13 2a. 


Enameling and Jewelry Chas- 
hayeeel) a5y a 


Engraving: 1, 7. 
Etching: 4*, 7*. 
Fine Arts: 2*, 4*, 19, 33%, 41. 


Foreign Language, 
ence: 6*. 11*, 28 


correspond- 
WoL: 
Foundry Work: 33) 44 


Freehand Drawing: DST Ne ae 
We Bors OO, 41s 

rece Painting):) )5*:1 13.) 33%, 

Fruit "Growing : 40. 

ke trapaste Designing: 19, 44, 

Furniture Making: 37, 48*. 

House Painting: 4*, 45. 

Illustrating: 4*, 33°, 41, 44*. 
tt 20, 28, 


Interpreting : 6*, 
31*, 50 


Instrument Making: 24*. 
rib and Silversmithing: 23, 


Journalism: 11. 
Landscape Painting: 4*. 
Laundry Work: 383, 44. 
Mawes Lee 2026 Psd 
Leather Work: 41. 
Library Science: 38. 


paounue Operating: 29*, 37, 

Lithography: 7*. 

Machine Construction: 5*, 23, 
24*, 33. 

Machine Designing: 13*. 

Sacre onion 17, 18, 33*, 


Mechanical Engineering: 10*, 
TENS: 3 

Mechanical Drawing: 5*, 10*, 
aD iii Rea See Brn y Coe ae A 24%, 26, 
28° al, 33°, 36, 50, 

Medicine: 12. 

Metallurgy: 11, 28. 

Mining Engineering : 11. 

Modelling: 4*, 13*, 27, 33*, 41. 

Motion-picture operating : 18, 

Mural Painting: 3, 

Music: 11, 20, 25%, 4°38, 50. 

Navigation, 30. 
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Office Practice: 13*, 14*, 17, Social Service: 42, 50. 

22*, 31*, 36, 50. Surveying: 11*, 138*, 24*, 1, 
Patternmaking : 24*, 33, 43. 33*, 50. 
Painting: 41 Tanning: 38. 
Pharmacy : 9, Teaching High School: 11, 28, 
Photo-engraving: 7*, 31, 44. 
Photography: 7*. / Teaching Elementary: 31, 44, 
Plastering: 43%. « 46. 
Plumbing: 5*, 33, 48. Teaching Special : 31, 33, 44. 
Portrait Painting : 4*, 41, 44*, Telegraphy: 13*, 18. 
Pottery: 41. Textile Designing : 41. 
Printing: 18, 438*. Tile Setting: *; 


Preaching : Students should Tool Making : 24%, : 
consult their pastors. Translating 306*, tt* 220 soi. 
Proof Reading: 18. 38 


Real Estate Hue pa reG 50*. Typesetting: 418, 39. 
Sculpture :)) 4*,) 11*, 13*. Typewriting : See Stenography. 
Seamanship, 30. Veterinary Medicine: 31. 
Sheet Metal Work: 5*, 33, 43*. Wall Paper Designing: 41*. 
Ship Building: 49. Water Color Painting: 2*, 4*, 
Showecard Writing: 7*. LSP VSS. 
Sign Painting: 5*;) 43%. Wireless Telegraphy and Tele- 
Steam Engineering: 5*, 33. phony: 27. 
Steam Fitting: 13, 33%, "43%, Wood-carving and Wood-work- 
Stenography: 123, 14*, "22%, 28, ings 75%, 24%, ado. 

» 44, 50. _ Weaving: 33%, "44%, 


awa 


List oF SCHOOLS OFFERING VOCATIONAL COURSES IN 


New York 


American School of Engraving, 30 EB. 4th St., Manhattan. 

Academy of Design, W. 109th St. and Amsterdam Ave., 
Manhattan. Free. 

Architectural League, 215 W. 57th St., Manhattan. 


. Art Students’ League, 215 W. 57th St., Manhattan. 


Baron de Hirsch School, 222 BH. 64th St., Manhattan. Free 
to Hebrews. 

ee ae 75 Court St., Bklyn., 122 Broadway, Man- 
attan 

Cortina Academy, 44 W. 34th St., Manhattan. 


. Bartholdi Trade School, 92 5th Ave., Manhattan. 


ey of Dentistry, 302 BE. 35th St., 205 HE. 23d St., Man- 

attan. 

Colleges of Pharmacy, 265 Nostrand Ave., Bklyn., 115 W. 
68th St., Manhattan. 

College of the City of New York, 138th St. and Amsterdam 
Ave., Manhattan. 

Columbia University, Morningside Heights, Manhattan. 

Colleges of Medicine: 115 W. 68th St., Manhattan; 340 BH. 
26th St., Manhattan; 638 1st St., Manhattan ; "487 Ast 
Ave., Manhattan; Henry and Pacific Sts., Brooklyn ; 
190th St. and ist’ Ave., Manhattan. 


. Cooper Institute, 3d Ave. ‘and 7th St., Manhattan. Free. 


Commercial Schools, see city directories. 

Hducational Alliance, E. Broadway and Jefferson St., Man- 
hattan. Free. 

Educational League, 188 Madison Ave., Manhattan. Free. 

Evening High Schools: 59th St. and 10th Ave., Manhattan; 
116th St. and Boston Road, Bronz; Albany Ave. and 
Bergen St., Bklyn.; Harrison Ave. and Heyward St., 
Brooklyn; 50th St. and 6th Ave., Brooklyn; 116th St. and 
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5th Ave., Harlem; Rivington and Forsythe Sts., Man- 
hattan; Sutter Ave. and Vermont St., New Brighton, 
SAL sae OUU, 

Evening Trade Schools: 15th St. nr. ist Ave., Manhattan; 
138th St. W. 5th Ave.; 232 H. 38th St., Manhattan; 7th 
Ave. and 4th St., Bklyn.; Wilbur Ave. and Academy St., 
L. I. City; Academy Pl., Tottenville. 

Evening School of Industrial Art, 202 EH. 42d St., Manhattan. 

Fordham University, 190th St. and 3d Ave., Bronx. 

Hahn School of Speech Arts, 442 Classon Ave., Brooklyn; 
Carnegie Hall, Manhattan. 

Heffley School, 243 Ryerson St., Brooklyn. 

Hoe & Co., Apprentice School, 504 Grand St., Manhattan. 

aaa! Technical Institute, 36 Stuyvesant St., Manhattan. 

ree, 

Institute of Musical Art, 120 Clermont Ave., Manhattan. 
See also the city directories for music schools. 


. Law Schools: 305 Washington St., Bklyn.; 174 Fulton St., 


Manhattan. 
Mechanics Institute, 20 W. 44th St., Manhattan. 
Manhattan College, Broadway and 131st St., Manhattan. 


. Mergenthaler Linotype, 244 West 23d St., Manhattan. 


Nautical School, 59th St. and Park Ave., Manhattan. Free, 
N. Y. Nautical College, 318 W. 57th St., Manhattan. 


. New York University, University Heights, Washington Square, 


Manhattan. 

Polytechnic Institute, Livingston St. nr. Court, Brooklyn. 

Pratt Institute, Ryerson St., Brooklyn. 

Public High Schools: Albany Ave. and Bergen St., Bklyn.; 
155 W. 65th St., Manhattan. Free. 

Public High Schools: Putnam & Marcy Ave., Bklyn.; 59th 

St. and 10th Ave., Manhattan. Free. 

Public High Schools: Flatbush Ave. nr. Church, Bklyn.; 
166th St. and Boston Road; Benson Ave. and 17th St., 
Bklyn.; Evergreen St. and Ralph Ave., Bklyn.; Marcy 
Ave. and Keep St., Bklyn.; Richmond Hill; Flushing; 
New Brighton; Jamaica; Far Rockaway; Newtown; Long 
Island City, Co-educational. Free. 

Public Trade Schools: ‘7th Ave. and 4th St., Bklyn.; 16th 
St. and 1st Ave., Manhattan; Wilbur Ave., L. I. City. 

St. John’s College, Willoughby and Lewis Aves., Brooklyn. 

St. George’s Trade School, 505 HE. 16th St., Manhattan. 

School of Agriculture, Farmingdale, Long Island. 


- School of Art, 2237 Broadway, Manhattan. 


School of Philanthropy, 105 E. 22d St., Manhattan. 


. Trade School, First Ave. and 67th St., Manhattan. 
. Teachers’ College, 525 W. 120th St., Manhattan. 


Trinity Night School, 90 Trinity Place, Manhattan. 

Teachers’ Training Schools: Prospect Pl. nr. Nostrand Ave., 
Bklyn.; 241 HE. 119th St., Manhattan; Hillside Ave., 
Jamaica. 

Union Theological Seminary, B’way & 120th St., Manhattan. 

igen aor School for Boys, 138th St. and 5th Ave., Man- 
attan. 

Webb’s Academy for Shipbuilders, Sedgewick Ave. and 188th 
St., New York. 


.Y. M. C. A.: 215 W. 23d St., Manhattan; E. 125th St., 


Harlem; Bond St. nr. Fulton, Bklyn.; Bedford Ave. and 
Monroe St., Bklyn.; 318 W. 57th St., Manhattan; 531 W. 
155th St., Manhattan; 9 Marcy Ave., Bklyn. 

Y. M. H. A.: 92d St., and Lexington Ave.; Watkins Ave., 
Brooklyn. 
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OCCUPATIONS FOR WHICH TRAINING Is GIVEN IN THE 
ScHOOLS OF PHILADELPHIA 


fl 


The numbers refer to the schools having the cor- 


responding numbers in the list of schools. 


Starred 


numbers refer to schools offering day and evening 


courses. 


Accounting: 6*, 10*, 11*, 44*, 
49*, 53. 
Advertising: 6*, 11*, 44*, 49*, 
Agriculture: 24, 34, 5 
Architecture: 
33, 41*, 42*, 
Artis) (‘11*,":33*; , 
Assaying: 9, 11* 44, 49. 
Banking : 6*, 10*, 11%, 44*, 


yids Soa ens 


GO Ree ee 
44*, 52*, 53*, 
Book- tanatee: 38. 

Bricklaying: 47*, 54. 
Cabinet Making: 54. 
Carpentry: 47*, 54. 
Chemistry's 6", 0*./9) 1422p, 

Paeraed ye it 44%, 49, 

ath Engineering : 6*, 11*, 44*, 


Civil Service: 6*, 44*. 
Clay Modeling: 33, 46 


49. 
Tie MINTS eee : 
41, 53, 
Bookkeeping : 
28*, 


Chemistry: 9, 22b, 44*, 49. 
Commerce: 6*, 10*, 7*, 11%, 
28*, 41*, 44*) 49. 


Concrete Construction : 6. 
Decoration: 11*, 83*. 


Dentistry: 37, 44, 49, 22b. 

Designing : 1i*, an 28*, 41%, 
42*, 44*, 53, 33*. 

Drafting 2) (Gta tae 28k 4a 
42*, 44*, 53. 

Dyeing: 33. 

Electrical installation : 6, 11%, 
47* 49. 

Electrical figsett A 11*, 
42*, 44*, 49, 

Elocution: 25, 27, 44*. 


bees iinet and Plan Reading: 


Fine Arts: 11*, 46*. 
Food Inspection : 
Foundry work: 
Freehand Drawing : 
28 ieee ielim, 
Fresco Painting : oo. 
Fruit Growing: 24, 34. 
Furniture Designing : 33. 
Furniture Making: 47*, 54. 


House Painting: 47*. 
Illustrating: 33*, 46. 
phe aavtitayiac ot cL 2 ee. 


44*, 


eres and Silversmithing, 51, 


Journalism: 49. 


Knitting: 33. 


Landscape Painting: 46. 

Laundry Work: 6%, 

Law: 44*, 49. 

Lathe Work: U2L ELS A erate 
42*, 75. 

Leatherwork: 33. 

Machine Construction: Ose a bi le 
42*, 45*, 49. 

Machine Designing: 6*, 11%, 
42*, 49, 43 

Mechanical Engineering: 6*F, 
11*, 43, 49. 

Mechanical Drawing: 6%, T7*, 
11*, 28*, 47*;, 41%, 42*, 47%, 
45*, 53%. 

Medicine: 20, 22, 49, 44. 

Metallurgy: 22b, "44%. 49. 

Modeling: 38%, "46. - 

Mural Painting: Ooe 

Music: 4, 238, 44*, 49. 

Office Practice: 6*, 1Oe Les 
44*, 57. 

Oratory : 25, 33, 44*. 

Osteopathy : 36. 

Pattern Making : qT, 28: 40%, 
41, 54. 

Painting: 33, 46 

Pharmacy: 9, 44*, 22b. 

Plastering: 47*, : 

Plumbing: 47*, 54. 

Portrait Painting: 46. 

Pottery Wires 

Printing: 47*. 

Preaching: Young men should 


consult their pastors. 
Real Estate rane i ele 
11*, 44* 
Salesmanship : 51, 44%. 
Sculpture: 338, 46. 
Sheet Metal Work: (Gas 
28, 41, 53, 54. 
Ship’ Building : 45. 
Show Card Writing: 33. 


6*, 


ii*, 


SPECIAL TRAINING SCHOOLS Parag 


Sign Painting: 33, 47*. Translating : a a 14*, 49. 
Steam Engineering : Coys Ht Ng Typesetting : 

44*, 45* Typewriting : on *10*, a Nl 
Stenography : GEO a aes 28*, 41*, 44*, 52*, 53. 

28*, 41*, 44*, 52%, 53%, Veterinary "Medicine: 49. 
Social Service: 48. Wall aper Designing: 338, 42*, 
Surveying: 7*, 11*, 28*, 41*, 44*, 

49, 53. Watch Repairing: 365. 
Teaching: 388, 44*, 49. Water Color Painting: 33, 42%, 
Teaching, special: 3 Ferd i UG be 44*, 45*, 46, 


12, 14*, 33, 44*, 29, 46, 25, Weaving, 33%. 


Wireless ete Peat es and Tele- 


Telegraphy : 26, 39, 44*. phony: 39 
Textile Designing: 383. Wood-carving : 33%, AT*, 


. List oF SCHOOLS OFFERING VOCATIONAL COURSES IN 


OUR GON 


POON 


PHILADELPHIA 


Academy of Natural Sciences, 1900 Race St. 
American College of Neuropathy, 17th and Summer Sts. 
Berlitz School of Languages, 1541 Chestnut St. 
Broad St. Conservatory of Music, 1329 S. Broad St. 
Catholic High School, Broad and Vine Sts. 
Central Educational Institute, Y. M. C. A., 1421 Arch St. 
West Branch, 52d and Sansom Sts. 
S. W. Branch, 1720 Chestnut St. 
N. Branch, 1013 W. Lehigh Ave. 
S. Branch, 1525 Snyder Ave. 
P. & R. Branch, 9th and Spring Garden Sts. 
Penna. Ry. Branch, 41st and Westminster Ave. 
Central High School, Broad and Green Sts. 
Chestnut Hill Academy, W. Willow Grove Ave. 
College of Pharmacy, 145 N. 10th St. 
Commercial Schools: 
American Business College, 723 Chestnut St. 
Anderson Shorthand School, 5716 Cedar St. 
Banks Business College, 1015 Chestnut St. 
Brown’s Preparatory School, Parkway Bldg. 
College of Commerce, 1017 Chestnut ‘St. 
Cotter Business College, 723 Chestnut St. 
Germantown Business College, 5700 Germantown Ave. 
Hie ceaNiell Business College, 16 S. South St., 1711 Chestnut 


Pierce School, 917 Chestnut St. 
Phila. Business College, 1017 Chestnut St. 
Strayer Business College, 807 Chestnut St. 
Taylor’s Business School, 1002 Market St. 
Union Business College, 807 Chestnut St. 
Drexel Institute, 32d and Chestnut St. 
Dropsie College, Broad St., below York. 
Episcopal Academy, 1324 Locust St. 
Foster Language System Co., 1600 Chestnut St. 
Fourier’s Designing School, 509 N. 52d St. 
Friends’ Central High School, 15th and Race Sts. 
Friends’ Select School, 140 N. 16th St. 
Germantown Academy, School Lane and Church Sts. 
Germantown Boys’ Club, 25 W. Penn St. 
Hahnemann Medical College, 15th and Race Sts. 
Hebrew Educational Society, 10th and Carpenter Sts. 


22(a). Jefferson Medical College, 10th and Walnut Sts. 
22(b). Medico-Chirurgical College, 18th and Cherry Sts. 


23. 


Mozart College of Music, 2116 N, 15th St. 
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National Farm School, 1001 Chestnut St. 

National School of Oratory, Parkway Building. 

National Telegraphy Institute, 10th and Sansom Sts. 

Neff School of Oratory, Parkway Building. 

North East High School, 8th St. and Lehigh Ave. 

Northwestern Conservatory of Music, 2027 N. 17th St. 

Penn Charter School, 8 S. 12th St. 

Penna. Institute for the Deaf, 7406 Germantown Ave. 

Penna. Institute for the Blind, 64th and Malvern Sts. 

Penna. School of Industrial Art, Broad and Pine Sts. 

Penn Industrial and Agricultural Institute, 1000 Bailey 
Bldg. (For colored students.) 

Phila. College of Horology, Broad and Somerset Sts. 

Phila. College of Osteopathy, 832 Pine St. 

Philadelphia Dental College, 18th and Buttonwood Sts. 

School of Pedagogy, 12th and Brandywine Sts. 

School of Telegraphy, Parkway Building. 

Sheldon School, Bailey Building. 

Southern High School, Broad and Jackson Sts. 

Spring Garden Institute, Broad and Spring Garden Sts. 

Swarthmore College, Swarthmore, Pa. 

Temple University, Broad and Berks Sts. 

The Franklin Institute, 15 S. 7th St. 

The Penna. Academy of Fine Arts, Broad, above Arch. 

Trade Schools: 12th and Locust; Howard, above Girard. 

Training School for Social Work, 419 S. 15th St. 

University of Penna., 34th and Spruce Sts. 

Wagner Institute of Science, 17th and Montgomery Ave. 

Wanamaker Institute, 23d and Walnut Sts. 

West Philadelphia Commercial School, 60th and Girard Ave. 

West Philadelphia High School, 47th and Walnut. 

Williamson Free Trade School, Delaware Co., Pa. 

Wireless Telegraphy School, Parkway Building. 
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